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ALL YOUNG STOCK 


It doesn’t take successful dealers long to recognize a. 
profit builder. That’s why the coast-to-coast popularity 
of Blatchford’s Pellets has become a tradition with deal- 
ers ... and feeders too. Blatchford’s Pellets are the 
foundation of long lasting customer satisfaction and 
steady repeat sales for you. Feeders everywhere know 
that all young stock thrive on the rich nutrients pro- 
vided in these taste-inviting, easily digestible pellets. 
For results that count on the feed lot and in your cash 
register, sell Blatchford’s Pellets. 


BLATCHFORD’S NUTRI-TABS . .. start calves on the 
road to profit... help keep them free of nutritional 
scours. Keep your profit coming in steadily . . . surely. 
Sell Blatchford’s Nutri-Tabs for all young calves. 
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Plant Operators Prefer 


STRONG-SCOTT Equipment 


because of their 


SOUND FEATURES 


STRONG-SCOTT 


Triple Action Dry Feed Mixer 


The perfect mixer for feeds or mashes. It will out-mix any 
other type and will deliver the mix without variation, speedily and 
with less h.p. Operators everywhere swear by this unit. It will pay 
you to get full information before you install any mixer. Write for it. 


STRONG-SCOTT 
Unit Molasses Feed Mixer 


This unit is a money-maker for any feed plant. It 
produces a smooth, uniform product (free from molasses balls) 
that commands high prices. 


It is roller bearing equipped and has an all steel frame 
structure for greater stability and life. The new lowered price 
makes it an economical piece of equipment for you. Why not 
have us send you complete details? 


STRONG-SCOTT 
Pneumatic Attrition Mill 


After grinding the feed, this mill cools it and delivers it to the 
sack in perfect condition. 

It eliminates a fire hazard that might exist in ordinary installations 
by an accumulation of feed as no feed is left in the grinding chamber 
after this mill has been stopped. Better send for complete details 
NOW. 

Come To Headquarters For... 
SPOUTING—All Kinds, Standard or Special 
BELTING—All Kinds 
ELEVATOR HEADS and BOOTS—Wood, Iron or Steel 


Everything Jor Every Mill, Elevator 
and Feed Plant 
“The Strong-Scott Mfg Co. 


Branch Office: Great Falls, Minn. 


Representatives 


Box 126, Telephone 698 


411 E. Howard St., Telephone 2549 


FRED H. CHASE, OSHKOSH, WIS. 
J. H. HARDERS, WINONA, MINN. 
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BOOST FEED SALES: 


WITH FEED-WISE METHODS | 


Proper feeding plays a big part in profitable raising of 
livestock and poultry. The heavy feeding season is 
here and it’s time for your customers to check over 
their feeding program. 

Sure, livestock and poultry raisers should take full 
advantage of their own pasture and their own farm 


i” 


FEED BUSINES 


=f) 
Sy 


grains. But it’s false economy to skimp on supplement 
feeds. The right supplement provides the balanced 
ration that means low-cost feeding for top production. 

Keep farmers informed of the advantages of supple- 
ment feeding, and you help keep your feed business 
rolling along at top speed. 


WA 


NO ACCIDENT “IT's 


FEEDS For LIVESTOCK and POULTRY 


_ RUSSELL-MILLER MILLING CO. - MINNEAPOLIS 1, MINN. and EAST ST. LOUIS, ILL 
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EFFICIENCYs ECONOMY 


(From Pioneering) (From Specializing) 


VOLUME IN MILLIONS 
(From Our Big, New, Higher Speed Plant) 


Our amazing efficiency in feed-tag production resulted 
from our pioneering. 

The economy in “Tags that Talk” results from our 
specializing in high-speed volume production of indi- 
vidualized tags. 

One glance at the gay colors and identifying designs 
from as far away as they can be seen, tells what is in 
any bag. 

No need to get within reading distance to pick the 
wanted bag out of a mixed stock or stack. 

A “Batch of Samples” will show you why. May we 
send a set free, today? Hundreds, thousands, millions! 
Quantities are all the same to us; and constant improve- 
ments in manufacturing and shipping keep our service 
growing better and better, 


Do Write Us TODAY! 


919 


Better and Tresher 
Fee 


“REG. U. S. PAT. OFF. 


TO HANDLERS, 
SELLERS ano USERS 


From as far away as they can be seen; 
colors and designs tell handlers, sellers 
and users, instantly and exactly; what 
they want to know. 

Special Savage Processing eliminates 
glare; keeps colors true in any light; makes 
the right bag stand out in any stack; and 
lets you spot the bag you want without 
stopping to read. 

Then, you grab a tag and pull a bag! 
They're just that strong and worth writing 
about to us NOW, 

Just send us samples of tags as you. use 
them now in lots of 1,000 or 1,000,000 
or more—in one kind or many kinds. 
Mark annual quantities on the back of 
each sheet. We'll send you FREE, specific 
suggestions for “Tags that Talk" the way 
you want them to talk for you.. 

We'll also send free a “Batch of Samples” 
showing some of more than 400 trade 
marks now appearing on “Tags that Talk.” 
Why not write us NOW? 


ent 
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no laughing 
matter when 


= in the feed business knows that there are customers... and 
customers. There are the ‘‘fly-by-nighters,"’ constantly shopping for the lowest 
prices, switching from this feed to that. 


Such customers believe that quality 
feeds pay. They value the reliable help they get from their regular feed manu- 
facturer. They rarely change from one source of supply for feeds to another 


Then, there are the dependable “regulars.” 


source. But when they do change, it’s mighty hard to change them back. 


_ We Help You Keep 
Steady Customers: 


The entire Ultra-Life program of feed 
manufacturing and service is based on 
building a steady, profitable repeat 
business for manufacturers of Ultra- 


Lifed Feeds. 


We help you build good feeds, equal 
or superior to the best on the market, 
using Ultra-Life Poultry Concentrate 
or Ultra-Life Livestock Concentrate. 
We train your employees to give real, 
bona-fide customer service. We furnish 
@ specialized, tailor-made formula 
service to help you take best advantage 


Ultra-Life Laboratories 


of ingredients available locally. We 
make available ‘‘trouble-shooting”’ 
service, under direction of well-known 
veterinarians, to help you correct nutri- 
tional difficulties which your customers 
bring to you. We furnish your made-to- 


order advertising service and helps. 


These Helps Are Free” 


helps which -you are entitled to, WITH- 
OUT CHARGE, as a manufacturer of 
Ultra-Lifed Feeds. 


And every one of these services which 
we render to you will be of definite 


"Main Otfice and Plant © EAST ST. LOUIS, ILL. 
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‘all din services, ond many more, are _ 


aid to you in holding those valued, 
steady customers which are the back- 
bone of yours, and every other feed 
manufacturer's business. 


‘The Real Proof 


Hundreds of manufacturers of Ultra- 
Lifed Feeds are today doing more 
business than ever before, and doing it 
more ‘profitably than ever. Ask any of 
them about the way we help them 
hold their steady customers. 


They know... we know...and you 
know that it's no laughing matter when 
you lose a steady customer. $o...don’t 
lose them. Hold them with Ultra-Life. 


Uitra-Life Laboratories, Inc. 
East St. Louis, Ill 


Please send me full information 
about your plan for helping me 
serve my customers better. 


Please send me full information 
about Ultra-Life Eamesway 
Poultry Inspection Service. 


| 

| 

| 

Please send me enrollment blank | 
for next Eamesway School. 
| 

i 


(Signed) 


| COMPANY. 


ADDRESS 
| Number Street City State i 
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Hens come closer to capacity egg production when 


they eat poultry feeds improved with adequate 
amounts of TRIDEE. 


TRIDEE, Winthrop’s brand of vitamin D3, speeds 
growth, hatchability and egg production because 
it is vitamin D3 made from 7-dehydrocholesterol. The 


only chemical which will yield pure vitamin D3; is 
7-dehydrocholesterol. 


Vitamin D; is more active on poultry than any other 
form of vitamin D. 


Supplied in vegetable oils, TRIDEE has a biological 
efficiency of 200,000 AOAC chick units of vitamin 


D3; per gram; in powder form, 900,000 AOAC chick 
units of vitamin D3 per pound. 


TRIDEE 


Winthrop’s brand of vitamin D3 
i der form is now available 
=~ through 
to Feed Manufacturers 

our representatives throughout 
the U. S. A. 


For detailed ™ 
information, please address 
inquiries to 


Special Markets Division 
WINTHROP CHEMICAL COMPANY, INC. 
170 Varick Street, New York 13, NV. Y. 


@ 
WINTHROP RIBOFLAVIN 
MIXTURE promotes growth, 
hatchability and high egg wil 
duction. Every ounce contains 
one gram — 1,000,000 micre- 
grams—of riboflavin. 


ick delivery trom > 
o, St. Louis, Kansas City 
Francisco, Portland (Ore.), Dal- 
las and Atlanta. 


CI 


TRADE MARK REG. U. 8, PAT. OFF, 
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Get these Exclusive 
2-FAN Advantages! 


H& Feed is taken away faster 
I Screen is kept cleaner 
He Extra air for extra capacity 
More uniform grinding 
¥K& Uniform suction through all the screen 


VN] 


ENGINEERING CO. port nuron, micu. 
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STYLE YOUR FEEDS 


& 
A 


IN BEMILIN PRINTS 


Women go for these 
New York fashions! 


Straight and fast into Bemis plants go 
these exclusive prints from the world’s 
fashion center. And out again they come 
as Bemilin Dress Print Bags to carry your 
feed in a package women are eager to get. 
These patterns are usually reserved for 
luxury fashion only. 


Bemilin Bags are a Bemis exclusive every 
step of the way. A noted New York de- 
signer creates them. They’re printed with 
carefully tested color-fast dyes on the fine 
quality materials for which Bemis Bags 
are always noted. Your brand appears on 
the easily removed Bemis Band-Label.* ' 


For further information, call your Bernis 
representative. 


*Patent applie: for 
BEMIS BRO. BAG CO. 
Baltimore « Boise « Boston Los Angeles © Louisville 
Charlotte East Pepperell ff BAG} Mobile New York City 
Chicagoe Detroit «Houston Norfolk New Or! 


IndianapoliseKansas City Oklahoma City Or.aho 
Orlando Peoria Pittsburgh « St. Louis St. Helens, Ore. Salina Settle 
Salt Lake City ¢ San Francisco « Wichita ¢ Wilmington, Calif 
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AL WAYNE symbolizes thousands of 
rete feed retailers throughout 

erica who follow the WAYN AY 
to business security and better living. 


Do you know... in a 32 state survey that with your feeders . . . provides complete feed- 
successful feed merchants voted Complete ing plans—the Wayne Ways of Feeding—and a 
Service by the feed manufacturer as one of the feed for every need .. . provides strategic 
main essentials for Business Security which manufacturing and distributing advantages... 
brings Better Living? provides sales and merchandising training for 
you and your employees... provides feeding 
The record shows how completely Allied Mills and management Educational Service for you 
fulfills this fundamental for Wayne retailers. : 
7 : and your customers. Investigate today the 
Wayne Merchandising starts with your first , . 
" : Wayne Way to Business Security and Better 
shipment and helps you sell feed rapidly and ir nage j 
gain quick profits. That's because Wayne... Living! Opportunity is knocking—act now! 


provides trained Sales and Service contacts 


Send Coupon NOW For Full Details 
ALLIED MILLS, INC. 

Fort Wayne, Indiana 

You may send me information on the Wayne Way to 
Business Security and Better Living. 


NAME 


FIRM NAME 


Business Stays Fine at the WAYNE 3-line SIGN Y TOWN STATE 
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FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of 
Wheat Gran 
Wheat Middlings 
Rye Middtings 
Malt Sprouta 
Linseed Weal 
Soybean Mea 

Oatfeed 


GRAIN AND STOCK EXCHANGE 


MILWAUKEE 


it 
Fam 


ut 


lowers corn cost 


Matchless quality—America’s best ‘steelcut’— 
is made by secret-processed, keenedge, stay- 
sharp knives that cut fast, save power, produce 
greatest quantity of coarsegrade stock, reduce 
by-product ratio and lower knife re-sharpening 
cost . . . Masterbuilt in 5 sizes, a capacity to 
suit your needs...... Ask for catalog B-167. 


S. HOWES CO., INC., Silver Creek, N. Y. 


lic 


We know a bright fellow 
named Meade, 

A poultry man, bound to 
succeed. 

His hens all lay well, 

For they get oyster shell, 

And it’s Shellbuilder— just 
what they need. 


3 UNIFORM SIZES 3 BAG SIZES 


wen Size 
80 LBS. wet 


to. \ 
wilder ns 


BROKERS...JOBBERS 
DISTRIBUTORS 


= 


MIXED CARS 
TRUCKLOADS — CARLOADS 


= 


FEED AND GRAIN 


GRAIN EXCHANGE 
MILWAUKEE 2, WIS. BROADWAY 5643 
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Dramatic 
evidence of 
Riboflavin’s 


Riboflavin deficiency in a chick aged Same chick, 4 days later. Recovered 


vin. 


4 16 days. Note deficient feathering and © when treated with crystalline Ribo- 


The photographs displayed here pro- 
vide dramatic evidence of the indis- 
pensable réle which riboflavin plays 
in poultry nutrition. An adequate 
intake of riboflavin is essential for 
maximum poultry and egg produc- 
tion. 

Merck riboflavin products are 
among the most favored sources of 
riboflavin. As a recognized leader in 


the sy nthesis, development, and Riboflavin deficiency in a turkey poult. Same poult, 6 days later. Recovered 
: . Age 40 days. Weight, 550 Gm. Note when treated with crystalline Ribo- 
large-scale production of pure vita- typical deficiency characteristics. flavin. Weight, 705 Gm. 


min substances, Merck continues in 
this réle by providing the feed in- 
dustry with riboflavin that is prac- 
tical to use, and low in cost. 

You are invited to write for fur- 
ther information and prices. 


RIBOFLAVIN 85% MERCK (Not U.S.P.)— 
Riboflavin, 85%; Fe (as Sulfate), 1.5%; 
Ca (as Sulfate), 1.5%; Starch added, 5%. 


NO, 54—RIBOFLAVIN MIXTURE MERCK— 
One ounce contains one gram of Riboflavin. 
Balance is starch and small amounts of 


Calcium Sulfate and Iron Sulfate. Riboflavin deficiency in a chick. Age § Same chick, 7 days later. Recovered 


—— Weight, 124 Gm. Note typical when treated with crystalline Ribo- 


ciency characteristics. 


RIBOFLAVIN MERCK 


MERCK & CO., Inc. RAHWAY, N. J. 
Manufacturing Chemists 


New York, N.Y. + Philadelphia, Pa. « St. Louis, Mo. * Elkton, Va. 
Chicago, Ill. * Los Angeles, Calif. 
In Canada: Merck & Co.,Ltd. * Montreal * Toronto « Valleyfield 
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Every hog raiser in your community is 


a prospect for this new Arcady feed that 


TEN MONTHS OLD, these ‘‘cut-backs’’ were a complete 
fast-gai nin g marketable po rkers.H og loss to their owners, the worst of 16 pigs left behind when 
the remainder of the crop was marketed. Hair dead, condi- 


Boost’R is not a medication nor a remedy tion unthrifty; total weight of 6 pigs only 480 Ibs. 


27 DAYS LATER (below) the six pigs weighed 895 
Ibs; entire lot gained 1080 Ibs. with an average cost 
of 12.9 cents per pound of gain from ration of Hog 
Boost'R and home grains. 


changes unthrifty “runty” hogs into healthy, 


but a specially fortified and enriched feed 


manufactured by our exclusive emulsifying 


process. The BoostR PROGRAM requires 


no segregation nor extra work. You sell the 
whole order because it brings backward 
hogs up to normal while it pushes the re- 


mainder of the lot for market. 


Ask your Arcady Representative or write us for ‘Picture Proof’ show- 
ing (above) photos of test pens that gained 2Y2 Ibs. per head per day 
to change from unsalable runts to marketable hogs in only 30 days. 


A Geed and Feeding Pragram 


MILLING COMPANY 


223 WEST JACKSON BOULEVARD 
CHICAGO 6, ILLINOIS 
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Tradition Hampers Feed Industry 


It’s Time to Modernize Trade Practices 


e@ IT DOES seem sometimes that it’s 
a sin the way tradition governs our 
lives. You've heard it said that we are 
creatures of habit, but I’d like to 
change that a little and say, “We're 
creatures of tradition”. 

We have some traditions in the 
feed and grain business that are ex- 
tremely foolish as most of us are well 
aware. How about this thing we 
call a bushel that all of us price 
grain on? A farmer brings in a load of 
wheat and says, “What you paying 
today?” Well, you say, “$2.20 a bu- 
shel”. But you don’t measure his load 
out in a bushel basket. 

No, he drives on the scale and you 
weigh the load, then you weigh him 
back empty and find out how many 
pounds he had on, then you divide by 
60—to find out how many bushels he 
had, then multiply by the price. Why? 
Tradition. And why was the weight 
per bushel ever set where it was? We 
say a bushel of oats weighs 32 pounds. 
Yes, but when we weigh out a mea- 
sured bushel of the new varieties of 
oats we find that they weigh not 32 
but 37 or 38 or even 40 or 42 pounds 
to a bushel. 

And soybeans at 60 pounds to the 
bushel! Did any of you ever see a 
bushel of soybeans that weighed that 
much? Why, even the grain standards 
don’t anticipate soybeans that weigh 
that much. ‘No. 1 beans have to weigh 
only 56 pounds. It’s absurd; it’s tra- 
dition! Why don’t we use some com- 
mon sense like our brothers-in-the- 
trade out in California have done and 
quote grain prices by the hundred? 


“An address delivered at the 33rd annual con- 
vention of the Missouri Grain, Feed & Millers 
association held at Jefferson City, June 19. 
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By DWIGHT L. DANNEN* 
Dannen Mills 


Tradition vs. common sense—we all 
see the wisdom of it but no one of us 
wants to be the first to break with 
tradition. 

While we're telling about our busi- 
ness there are some other things in 
it which probably shouldn’t be classed 
as traditions, but which certainly are 
bugaboos that a little common sense 
can rid us of. 

One of these is credit. I don’t know 
if allowing our customers to have feed 
and coal on credit is tradition or just 
a bad habit that has crept up on us. 
But it’s one place where common sense 
needs to be used. Common sense 
speaking says, “If I tried to buy this 
farmer’s grain and pay him next Tues- 
day, he would scream to high heaven, 
yet he wants me to give him feed on 
credit. He’s been getting good prices 
for his crops, livestock, and produce, 
and if he was ever going to have 
money to pay me he should have it 
now. So Id better tell him “no cash 
—no feed”. But do you? No! You let 
tradition say, “I don’t want to offend’ 
him or he may quit trading with me” 
or “If I don’t take care of him, he 
may go to my competitor.” Maybe he 
will, but that’s where he'll go anyway 
if he gets to owing you more than he 
can pay. 

These are dangerous times to do a 
credit business. Prices are high, values 
inflated, declining prices predicted. A 
sharp drop in values could wipe out 
your accounts receivable and wipe you 
out along with them. So let’s use some 
common sense now before it’s too 


late. Get on a cash basis on feed and 
coal and other things you sell, and 
just as important—pay cash for the 
things you buy. Redouble your ef- 
forts in collecting outstanding ac- 
counts, then start a new regime of cash 
and carry. You may also lose some 
customers, but you'll make more 
money. 

Then there’s this free delivery tra- 
dition that some dealers have built 
up. Maybe some of you have done it 
—maybe you even brag about it as 
a service you give your customers. 
Okay, if you want to do it—but your 
common sense tells you that you can’t 
do it for nothing. Gas, depreciation, 
repairs, and drivers cost money. You 
either take it out of your normal 
margin or you increase your margin 
to cover the cost. It certainly isn’t 
“free”. The thing that I dislike most 
about free delivery is that it penalizes 
the good customers who haul their 
own feed. 

Let’s come out in the open on this 
thing. Let’s give our customers ser- 
vice through prompt, courteous de- 
liveries—those things cost us nothing 
in dollars and cents—but let’s have 
fair rates and charges for hauling and 
be done with fictitious “free” delivery. 

And just because our elevators and 
feed stores are often “down by the 
railroad tracks” is no reason for per- 
petuating the traditional dirty, un- 
kempt, down-at-the-heel feed store or 
elevator. In this case common sense 
already is being used. Elevator offices 
are being cleaned up and swept out. 
It used to be quite common to see a 


(Continued on page 89) 
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Meal is the first choice of dis- 


of ’s Dehydrated Alfalfa 
is used in famous brands 


Kansas City 6. Missouri 
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Get Cash for the Feed You Sell 


Hirters Find Credit Selling is Too Costly 


@ EXPERIENCE, often termed the 
best teacher, has prompted the Hirter 
Bros. Feed stores, St. Joseph, Mo., to 
adopt a strict cash policy after 30 
years of selling on fairly liberal credit. 
“We inaugurated this cash policy Jan. 
1, 1947 after repeated losses because 
of bad or delayed accounts convinced 
us firmly that credit selling means only 
headaches,” Fritz Hirter, the older 
brother, explained. 

“The current keen competition in 
the retail feed business will not permit 
us to absorb any bad account losses 
without suffering,’’ he declared. 
“When we changed over to a strictly 
cash basis we began to save not only 
our credit losses but also the office 
labor required to keep the books on 
hundreds of accounts.” 

The two Hirter Bros. Feed stores 
do not offer delivery service so the 
firm is now on a sound cash-and-carry 
basis that is eminently satisfying to 
both Fritz and Herman Hirter, the 
owners. Small and large purchasers get 
equal attention at both Hirter stores 
because the Hirter brothers believe 
in square dealing and similar treatment 
to all farmers, regardless of the 
amount of money they spend. 

“We take care of all buyers on the 
same basis,” Herman Hirter asserted. 
“We try to help the small volume 
purchasers as much as possible because 
in most cases they need our service 
more. We have had the very pleasant 
experience of seeing many of those 
farmers who formerly bought in small 
volume become large-scale livestock 
and poultry raisers.” 

The Hirter Bros. Feed store No. 1 


HIRTER BROS FEED STORE No 2 
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FRITZ HIRTER 


was opened 20 years ago at the junc- 
tion of highways 71 and 169 and 
serves the farming territory north and 
northeast of St. Joseph, a thriving 
commercial center with a population 
of 80,000. This store has outgrown its 
quarters several times and each suc- 
cessive expansion has included all the 
most modern merchandising, service, 
and display features. 


Store No. 1 is headquarters for the 
firm, with all office work taken care 


AFTER 30 years of selling on 
credit Hirter Bros. Feed stores, 
St. Joseph, Mo., recently in- 
augurated a strict cash policy 
and are well satisfied with the 
results. One of the firm's two 
feed stores is shown below. 


q 


HERMAN HIRTER 


of at this location by Fritz Hirter, jr. 
The sturdy structure is built of neat 
concrete block painted a bright color 
and decorated with colorful advertis- 
ing signs. Adjoining this store are a 
poultry plant, custom slaughter house, 
super food market, locker plant, cream 
station, hay storage barn, and two fill- 
ing stations on opposite sides of the 
highway. Fritz Hirter manages store 
No. 1, with the locker plant, super 
market, and filling stations leased to 
individual operators. 

“This all-in-one farm center idea 
has paid off splendidly,” Fritz Hirter 
stated. “Farmers have come to depend 
on ‘Hirter’s Corners’ for all their 
needs. We have leases with the oper- 
ators who handle the allied businesses 
which are mutually profitable to them 
and to us.” Store No. 1 features lim- 
ited custom work on request, with 
equipment including a Jay Bee ham- 
mer mill and 750 pound mixer. 

The second white block Hirter Bros. 
Feed store is located on highway 275 
at a busy junction. It was built in 1937 
and serves the area north and north- 
west of St. Joseph. Store 'No. 2 is a 
double building, with one section 100 
by 40 feet and the other 50 by 25 feet. 
The two structures are separated by 


(Continued on page 104) 
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Sleeping dollars 
earn prof 


wake ’em up with HUDSON Basic Inventory PLAN 


Especially in these days NO dealer can afford “lazy dollars’ — dollars that go 
to sleep on shelves and counters— dollars invested in slow-moving merchan- 
dise too few people want. What you need are “busy dollars’—dollars you 
invest in merchandise that SELLS— dollars that get back to work again 
FAST— making more profits for you. 


Today you can keep your dollars busy ONLY by building your inven- 
tories on standard merchandise of high quality, of the right type, in the right 
quantities, at the right time. 

That’s exactly what the Hudson Basic Inventory Plan helps you do. With 
this plan you stock only proved fast sellers. You have no investment in 
slow-movers, you keep “rip van winkles” off your shelves, and avoid losses 
on season-end close-outs. 

Stock fewer patterns, and always be ready to meet 9 out of 10 customers’ 
immediate needs. 

Get full details of the profit-making Hudson Basic Inventory Plan from 

your jobber, or write to: 


H. D. HUDSON MANUFACTURING COMPANY, 589 E. ILLINOIS STREET, CHICAGO 11, ILLINOIS 
Branches in Principal Cities of the United States 


HUDSON 


Tested and Proved 
@ SPRAYERS AND DUSTERS 
@ HAY TOOLS AND BARN EQUIPMENT 
@LIVESTOCK EQUIPMENT 
@ FARM VENTILATION EQUIPMENT 
@POULTRY EQUIPMENT 


HIGH SIGN 
TO PROFITS 


© 1947 H. MFG. Co. 
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Last month we urged our readers to watch the credit they 
extend to their farmer customers, to keep all book accounts 


LOOK BEFORE 
YOU LEAP 


current and to maintain complete inventories. This month 
we think it is again time to write about price cutting. 


The boom is still on in the feed industry, as with all businesses—including farm- 
ing. Farmers will take in nearly $30,000,000,000 this year when they thought 
$10,000,000,000 was big money before the war. Business will show only half as 
much profit, about $15,000,000,000, but this is far more than ever before. Feed 
industry profits were generally higher in 1946-1947 than in 1945-1946 and are not 
expected to decline during the ensuing crop year. 


Under these circumstances, price cutting is as ridiculous as it is economically 
unsound. It is ridiculous because money is abundant and lower prices are little 
incentive for increased sales. It is economically unsound because lower prices seldom 
produce the necessary increased volume to maintain profit. 


Before price cutting is considered, it is well to remember that a 5 per cent cut 
means that 25 per cent more volume is required to maintain the former profit; 
a 10 per cent cut requires 66-2/3 per cent more business; 12-1/2 per cent requires 
100 per cent more volume and 15 per cent requires 250 per cent. These figures 
are based on a retail markup of 33-1/3 per cent which nets 25 per cent on sales. 
As we all know, the feed industry markup is less. 


Let’s try to get the figures on a tonnage basis. We have just checked an egg 
mash which retails at $5.20 a bag or $104 per ton and costs the retailer $94. The 
difference is the $10 per ton which was the OPA retail margin. If the dealer cuts 
only 10 cents per bag ($2 per ton) he must sell 250 tons instead of 200 tons to 
assure a gross profit of $2,000. 


It is practically impossible to increase profit by price cutting in the feed business. 
The first fellow who can figure a way to do it may have several pages in the next 
issue of The Feed Bag to share his knowledge and prove we are wrong. 


Price cutting is a vicious circle. It is usually started by sqme fellow who believes 
his competitor started before he did. The safe way is to check all such rumors 
and if your competitor really has started cutting prices, talk him out of it. The 
only way is not to cut prices yourself—you never will, if you look before you leap. 
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By hit and by miss? Or by plan and calculation? We have a plan 
that Sells feed. We believe that it takes a well-made plan to sell feeds — 
a plarithat will build a volume, sustaining business from the first bag to 
bag-aftex-bag. 
Ths FAIR-ACRE PLAN is a comprehensive, complete feed sell- 
g program, tailor-made for dealers in our regional territory. It will 
establish ja successful business, or enhance the success of an estab- 
ished byisiness. 
you are located in or near the area outlined by this map, write for 
our explanatory brochure ‘“‘THE FAIR-ACRE PLAN — What itis... 
How it works.” 


Fee. LINDSEY-ROBINSON & COMPANY 
Roanoke - Virginia 
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Sidelines Off 


One-Stop Store is Delfs’ Goal 


® ODDS AND ENDS” is an apt 
description of the sidelines carried by 
John Delfs’ Sons, prosperous feed firm 
at Canfield, Ohio. “Although our 
stocks are all built around feed, we 
carry so many sidelines that ours has 
turned into a veritable one-stop farm 
supply center,” Herbert Delfs, one of 
the “Sons”, declared. “That's why 
we've come to refer to our ever ex- 
panding inventory as one of odds and 
ends.” 

Mr. Delfs, his older brother Roy, 
and nephew Gilbert are constantly 
adding new merchandise to their stock 
in order to better serve the farmers 
of Eastern Ohio. Among .their many 
profitable sideline items are roofing 
paper, paint, building bricks, sewer 
tile, fencing, coal, light hardware, and 
cement. 

“Our feed mill has almost every 
conceivable need of the farmer who’s 
doing a little remodeling, repairing, or 
expanding at his place,” Herbert Delfs 
stated. “We have found, to our satis- 
faction, that building materials fit in 
very solidly with our feed sales, often 
taking up the slack in the seasons 
when feed volume is not at its peak.” 

John Delfs began his feed and farm 
supply business 45 years ago. Origi- 
nally he dealt in hides and tallow, but 
later added feed when farmers in the 
Youngstown area began using other 
than home-grown grains. “From that 
time on, one sideline after another has 
been added to our firm’s stock and 
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has been integrated into our overall 
merchandising program,’ Herbert 
Delfs explained. “Our sidelines now 
account for approximately 50 per cent 
of our annual gross, with feed, seed, 
and fertilizers composing the other 
50 per cent.” 


Founder John Delfs and his succes- 
sors found that as the business grew 
through the years they had to add 
new buildings to house it. Today the 
Delfs property stretches 200 feet along 
a busy railroad line, with the front on 
heavily traveled highway 62, which 
joins Youngstown and Canton. Can- 
field itself is a tiny settlement in the 
suburban area just west of Youngs- 
town, one of the East’s busiest indus- 
trial centers. 


As the string of buildings grew, 
some cohesive force binding together 
the various departments of the firm 
became necessary. “We set up a sort 
of funnel arrangement,” Herbert Delfs 
explained. “All trade now comes to 
the front building, facing the high- 
way, and then is routed to the proper 


department. Our whole mill functions , 


as one smooth performing unit, with 
every department fully aware of what 
the others are doing and bending its 
efforts to better serve our farmer cus- 
tomers.” Numbered doorways on the 
various buildings make it simple for 
farmers to locate the proper depart- 
ment after they have contacted the 
front office. 


For example, when a _ customer 


SIDELINES account for ap- 
proximately 50 per cent of the 
annual sales at John Delfs' 
Sons, according to Herbert 
Delfs, shown left above with 
his nephew Gilbert, who is 
also a member of the firm. 
Below is an exterior view of 
the Delfs' feed plant at Can- 
field, Ohio. 


comes into the front office and asks 
for 500 pounds of calf meal, he is 
immediately referred to door 2 for 
loading. By the time he has backed his 
truck up to the loading dock at the 
door the feed is all ready for loading. 
“This saves time, confusion, and in- 
convenience,” Herbert Delfs declared. 

Ful-O-Pep feed and Borden’s Ra- 
tion-ayd are two of the many na- 
tionally advertised products featured 
at John Delfs’ Sons. “We fully appre- 
ciate the importance of handling mer- 
chandise which is well known to our 
customers,” Gilbert Delfs explained. 
“That’s why we make it a point to 
encourage the widest possible use of 
Ful-O-Pep formula feeds and the Bor- 
den products.” 

Neatness and absolute cleanliness 
are the rule throughout the Delfs feed 
plant. New paint is applied liberally 
and frequently so that the whole lay- 
out is in A-l order at all times. “No 
feed firm can expect to operate from 
a plant that is an eyesore and still do 
a good business,” Herbert Delfs em- 
phasized. “We keep the brooms and 
brushes busy all the time to insure 
the cleanliness and neat appearance 
of our propertey.” 

With its “odds and ends” and na- 
tionally advertised feeds, John Delfs’ 
Sons is steadily increasing its volume 
of sales and its service to hundreds of 
farmers in the greater Youngstown 
trading area. 
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Local Grains... Your Brand Name ...The HUBBARD SUNSHINE Way | 


Why ship grain to a terminal point to be manu- 
factured into feed—only to be transported back 
to the locality it came from? It’s so much more 
efficient and economical to process local grains 
right in your own plant. Blend them by formula 
with Hubbard’s Sunshine Concentrate, and sell 
the feed under your own brand name. 


When manufacturer-dealers make their own com- 
plete livestock and poultry feeds using local 
grains and Hubbard’s Sunshine Concentrate. . . 
when feeders are provided with laboratory and 
farm tested feeds at a substantial saving in grain 
handling and hauling costs ... that’s The 
HUBBARD SUNSHINE Way. 


Write for complete information on how you can build your 
own sound, profiitable business on the Hubbard plan. 


Hubbar 


EASTERN BRANCH 


Milling Co. 


MANKATO, MINN. 


410 ELEVENTH STREET, AMBRIDGE, PA 


e©22e 
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A NEW SERVICE FOR OUR READERS 


Each month on this page Gerald Burke, widely known 
business counsellor of Binghamton, N. Y., will analyze a 
particular problem facing retail feed dealers in the present 
period of highly intense competition. Mr. Burke has had 
12 years’ experience in public accounting and tax work and 
is business counsellor for the Cooperative Feed Dealers, Inc., 
a purchasing organization of independent retailers. Questions 
submitted by readers will be answered by Mr. Burke every 
month. If you have a problem on which you would like his 
expert advice, address it to Better Business Clinic, The Feed 
Bag, 1712 W. St. Paul avenue, Milwaukee 3, Wis. 


Tios Worth Knowing About 
Partnership Agreements 


e PARTNERSHIP is the most common 
form of business organization among feed 
dealers. It has been favored because of its 
simplicity. A partnership may be created 
simply by the partners entering into an 
agreement, either written, oral, or implied. 
Bu:iness may be conducted in any state 
with a minimum of government interfer- 
ence. Problems of management, and changes 
in enterprise are informally arrived at 
among the partners. Like an old shoe, it 
fits the feed man better than any other 
form of organization. 

Because so many partnerships have run 
smoothly for years, the disadvantages are 
likely to be forgotten at times. For example, 
each partner is personally liable for the 
partnership debts, and each partner may 
bind the partnership by his acts with re- 
‘spect to partnership matters. Death or 
withdrawal of a partner terminates the 
partnership. Partnership capital cannot be 
raised from public sources, and is, there- 
fore, limited to the resources of the part- 
ners. 

Some of the most difficult problems can 
and do arise because of the speed in which 
a partnership is terminated in the event of 
death or withdrawal. A great many of these 
difficulties can be eliminated by having in 
writing carefully drawn articles of co-part- 
nership. Each partner should sign the 
articles and retain a copy of the agreement. 
A copy should be filed with the recorder, 
clerk, or other official in the county where 
the principal place of business is located. 

Too many feed dealers have neglected to 
put their agreements in writing. In the 
event of death, bitter disputes and untold 
hardships result because the remaining part- 
ner and the deceased's estate have no writ- 
ten guide. Whether you are just forming a 
partnership, or have been operating one 
for years, you should have your agreement 
in writing. This simple model set has been 
used by a good many dealers: 

ARTICLES OF COPARTNERSHIP 

This Contract, made and entered into 
on the first day of February, 1947 by and 
between B. S. Davis of Kansas City, Mis- 
souri, party of the first part, W. H. Baker, 


of Kansas City, Missouri, party of the sec- ' 


ond part, and J. W. Miller, of Kansas City, 
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Missouri, party of the third part: 

WITNESSETH: That the said parties 
have this day formed a copartnership for 
the purpose of engaging in and conducting 
a retail feed store under the following stipu- 
lations, which are made a part of the 
contract: 

FIRST: The said copartnership is to 
continue for a term of ten years from date 
hereof. 

SECOND: The business shall be con- 
ducted under the firm name of Davis, Bak- 
er, and Miller, at 105 Fillmore Avenue, 
Kansas City, Missouri. 

THIRD: The investments are as follows: 
B. S. Davis; Cash, $1,000; Merchandise, 
$3,000; Equipment, $1,000; Land and 
Buildings, $8,000; Total Investment, $13,- 
000. W. H. Baker: Cash, $6,400; Merchan- 
dice, $200; Equipment $1,500; Land and 
Buildings, $5,000; Total Assets, $13,100, 
less Accounts Payable, $100, equals Net 
Investment, $13,000. J. W. Miller: Cash, 
$13,000. 

FOURTH: ‘All profits or losses arising 
from said business are to be shared equally. 

FIFTH: Each partner is to devote his 
entire time and attention to the business 
and to engage in no other business enter- 
prise without the written consent of the 
others. 

SIXTH: Each partner is to have a salary 
of $200 a month, the same to be withdrawn 
at such time or times as he may elect. 
No partner is to withdraw from the busi- 
ness an amount in excess of his salary with- 
out the written consent of the others. 

SEVENTH: The duties of each partner 
are defined as follows: B. S. Davis is to 


supervise sales. W. H. Baker is to supervise. 


purchases J. W. Miller is to have charge 
of finances and records. 

EIGHTH: No partner is to become 
surety or bondsman for anyone without the 
written consent of the others. 

NINTH: In case of the death, incapacity, 
or withdrawal of one partner, the business 
is to be conducted for the remainder of the 
fiscal year by the surviving partners, the 
profits for the year allocated to the with- 
drawing partner to be determined by the 
ratio of the time he was a partner during 
the year to the whole year. 

TENTH: In case of dissolution the as- 
sets are to be divided in the ratio of the 
capital invested at the time of dissolution. 

IN WITNESS WHEREOF, The parties 


aforesaid have hereunto set their hands 
and affixed their seals on the day and year 
above written. 

(Signatures) 

The essentials are outlined in the above 
articles of copartnership. The partners 
should include and completely outline any 
other agreements that are important to the 
success of the partnership 


QUESTIONS AND ANSWERS 

Q. What is the best way of handling the 
termination of a partnership from the 
standpoint of taxes? 

A. It is best to take a physical inventory 
as soon as possible, and to close the 
books just as if it was the end of your 
business year. This is very important in 
the death of one of the partners, because 
the deceased partner’s estate will want an 
accounting as soon as possible. Two re- 
turns will have to be prepared for the 
deceased: one for the’ period he lived dur- 
ing the taxable year, and one for the 
balance of the year. It is very important 
to segregate the two periods because the 
profit may vary considerably from one 
period to the other, and exact accounting 
will be expected. The partnership will 
have to prepare a return from the be- 
ginning of the business year until the 
date of death unless other definite pro- 
visions are made. 

Q. Will articles of copartnership prepared 
by the partners without legal assistance 
stand up in court? 

A. Yes, if it clearly expresses the wishes of 
the partners. The language used must be 
readily understood. That is why it is 
advisable to secure legal counsel on mat- 
ters of this kind. The cost of having a 
good lawyer check over your agreement 
is very minor. He will most likely sug- 
gest changes where the intentions of the 
partners are not clear, and he may sug- 
gest other. clauses of decided importance 
because of the particular circumstances 
connected with your business. 


Q. What precaution can be taken to elim- 
inate disputes that may arise in the termi- 
nation of the partnership? 

A. Incorporate in the articles of copartner- 
ship a selection of arbitrators agreeable 
to all the partners. Agree to abide by 
their decision if and when they are called 
upon to settle a dispute. 


Q. In the event one partnership with a 
calendar ended Dec. 31 terminates, can 
a new one be organized with a fiscal year 
ending June 30? 

A. Yes, the new partnership can end its 
business year whenever it wants to end 
it. As a matter of fact, a definite tax ad- 
vantage may be gained by having a short 
year to begin with. For example, sup- 
pose A and B operate a partnership on 
a calendar year. A dies May 25, 1947. 
B and C buy A’s interest from his es- 
tate and form a partnership with a fiscal 
year ending June 30, 1947. On his 1947 
tax return, B will only have to report his 
share of the profit for about the first 
five months of the old partnership, and 
about one month of the new partnership. 
He will report a full year on his 1948 
return. If taxes are lower in 1948 (and 
they most likely will be) he will be able 

» to take advantage of the lower rate. 
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by Congressman LAWRENCE H. SMITH 


Racine, Wis. 
Aug. 1, 1947 
FIRST SESSION 80th CONGRESS 


Congress finished its first session in the early hours of last Sunday morning. 
There was great excitement and interest as bills were messaged from one body to 
the other. The galleries were packed with visitors most of the day and until ad- 
journment. Only important bills were being considered; that is important in the 
eyes of the Republican leadership which had determined what bills were to pass. 


Upon reflection it strikes me that two important things happened in this 
session of the congress (1) a successful effort to cut government spending, and 
(2) resistance to powerful labor lobby by passage of the Taft-Hartley bill. 


The public will never know what a difficult job it was to cut expenses. The 
pressure upon the house appropriations committee cannot be described and it came 
from all sections of the country upon the urging of the various governmental 
agencies and departments. It is now apparent that the budget was cut well above 
the 3 billion dollar mark. Chairman John Tabor contends that the total saving 
was made in the face of increased demands for overseas assistance. The bureau- 
crats must now understand that the Republican congress intends to practice economy. 


The effect of the Taft-Hartley bill remains to be seen. Labor will attempt 
to avoid it, but already there is evidence that the leaders recognize that it is 
not as bad as they have charged. It is my opinion that one year from now it will 
prove to be a good law and will have established a balance between labor and 
management. Final judgment must be withheld until the supreme court passes upon it. 


THE BOX SCORE 

Bills Passed: 

The Taft-Hartley bill over a veto. Unification of armed services. Cashing 
of terminal leave bonds. Presidential succession bill designating speaker of the 
house. Portal-to-portal pay demands voided. Continued wartime excise taxes. 
Froze increased social security tax rates. Retained 3 cent postal rates. Estab- 
lished national service foundation. Continued Reconstruction Finance Corp. Rent 
controls extended to March 1, 1948. Export and import controls of strategic 
materials continued. Increased pensions to Spanish war veterans. And lesser 
important measures. 


Bills passed but _vetoed: 

To reduce income taxes. Passed twice and veto sustained in both instances. 
Taft-Hartley bill passed over a veto. Establishing import quotas and fees on wool. 
Veto sustained. 


Bills pending: 

One to increase minimum hourly wage rate. .A long range housing program. St. 
Lawrence seaway project. Voice of America broadcasts. Inter-American cooperation. 
Permission for 400,000 displaced persons to enter the United States. Broadening 
of the social security act to include more groups and to increase the payments. 


INVESTIGATIONS 

Adjournment does not mean a vacation for the balance of the year. Most mem- 
bers will be engaged in committee investigations and in travel studies. It was 
decided that the members should get first hand information on conditions abroad 


(Continued on page 97) 
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Livestock eat more 
feed, gain 
but cost less feed 


SALT 


MORTON SALT COMPANY, Chicago 4, Illinois 


OU eat your cake and have it too, when you recom- 

mend to your farmer customers that they feed their 
livestock enough salt. You sell more feed — salt stim- 
ulates the appetite so that livestock eat more. At the 
same time, they make better use of their feed . . . gain 
weight faster . . . cost less to feed to market weight 
and finish. The farmer profits as well as you — and 
your feed gets a reputation for top performance. 
The whole story is one of the most amazing in 
livestock feeding and nutrition. Write for it. , 
And sell Morton’s Free Choice Salt, especially ~ 
developed for livestock feeding, and nationally 
advertised in more than 60 farm publications. 
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Keep Stock Moving 


Vital to Profit Says Lang 


e@ KEEPING your stock moving is 
important to steady profit in the retail 
feed business, according to Fred M. 
Lange, whose busy feed and farm sup- 
ply store at Sedalia, Mo., handles 
8,500 sacks of formula feeds monthly. 
“There’s no percentage in overstock- 
ing nor will your customers keep com- 
inc back if you are understocked,” 
Mr. Lange explained. “The happy 
medium is a stock which is sufficient 
to handle all your customers’ needs at 
all times and yet is not so large that 
it costs you money in rat or other stor- 
age damage or depreciation.” 

Selling feed on a big scale has been 
the tradition in the Lange family for 
two generations now. Fred Lange’s fa- 
ther opened his first feed store in 
bustling Sedalia more than 60 years 
ago and operated it himself until his 
death in 1925. Then son Fred took 
over and long-time customers kept 
buying at the Lange store because it 
was evident that the younger Mr. 
Lange intended to maintain the splen- 
did reputation for quality merchandise 
and conscientious service which his 
father had built up. 

“We've been on this farmers’ thor- 
oughfare for threescore years and we 
intend that the Lange name will al- 
ways be synonymous with service 
and reliability,” Mr. Lange declared. 
“Farmers used to come here on horse- 
back and with mule-powered wagons. 
Today they drive up in modern heavy 
duty trucks and chrome-plated pas- 
senger automobiles but our old-fash- 
ioned belief in all-out service hasn't 
changed one whit!” 


Wew 
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Good quality feed is the basis of 
any successful feed business, Fred M. 
Lange reasons, and so he stocks na- 
tionally-advertised formula rations. 
These include Ful-O-Pep, Staley’s, 
and Pratt’s with all three having their 
regular customers in the Sedalia terri- 
tory. 

Neatness is a rule which is rigidly 
maintained at the Fred M. Lange feed 
store and farmers have indicated their 
wholehearted approval of its thor- 
oughness. Sedalia has its share of 
drab, dirty feed stores and so the 
farmers who buy from Mr. Lange 
really appreciate the fact that his con- 
veniently located place of business is 
always spick and span. 

Sixty per cent of all sales at Mr. 
Lange’s feed store are for straight cash 
and the aggressive dealer is gradually 
winning over more and more of his 
customers to the cash basis. “Once 
farmers get used to paying cash, they 
are excellent salesmen for the cash 
theory,” Mr. Lange stated. “Farmers 
always want cash for the farm produce 
they sell and so it only seems fair that 
they pay us in cash for the feed and 
other farm supplies that help them to 
produce these commodities.” 

Dressprint feed sacks have main- 
tained a high degree of popularity in 
the Sedalia trading area and Mr. 
Lange obliges many of the farm wo- 
men whose husbands buy from him 
by saving them the particular patterns 
they prefer. Nearly half the Lange 
feed volume is in dairy rations with 
dairying becoming increasingly popu- 
lar in west central Missouri. 

When Fred M. Lange states he has 
“ample storage space for quite a lot 
of feed”, he isn’t kidding. There is 
warehouse space in the sturdy two- 
story brick building for 45 carloads 
of feed. The second floor of Mr. 
Lange’s building is especially designed 
for feed storage, with plenty of light 
and air admitted to keep the sacks 
of feed in top condition. 

Altogether, the Fred M. Lange feed 
store measures 30 by 120 feet with 
frontage on a street that gets 75 per 
cent of all the farmers’ business. Its 


SPECIAL STAFF FEATURE 
Photos by The Feed Bag 


FEED dealers must keen their 
stock moving constantly from 
warehouse to customers if they 
want to insure steady profits, 
declares Fred M. Lange, shown 
left above with his brother 
Paul looking over a recent is- 
sue of The Feed Bag. The 
Lange feed store is shown at 
lower left. 


central location has prompted Mr. 
Lange to abandon earlier plans to 
move to a larger building because he 
feels convenience is extremely impor- 
tant to farmers when they are doing 
their feed buying. 

“We have a broad loading dock 
back of the store which cuts down on 
congestion in our salesroom,” Mr. 
Lange explained. “This platform en- 
ables farmers to load directly at truck 
bed level and saves both them and 
us a lot of extra work.” 

Five employes staff the ever grow- 
ing Lange feed store with Fred Lange 
himself doing all the purchasing and 
book work. Paul Lange, Mr. Lange’s 
brother, serves as contact man outside 
the store, making regular calls at the 
homes of all regular and prospective 
customers. Paul Lange is well versed 
on most farm problems and is a popu- 
lar visitor to farms in the Sedalia 
area. 

When farmers want their feed de- 
livered, Mr. Lange is glad to oblige 
provided their orders are substantial. 
Two well kept trucks handle all the 
delivery work. Large orders are de- 
livered free, with a reasonable fee 
charged for smaller loads and for mi- 
nor orders in Sedalia itself. 

Sidelines add their share to Fred 
Lange’s profit every year. Profitable 
sellers in addition to feed include Kelly 
hybrids and other types of seed 


(Continued on page 95) 
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FIDY Sales 


Why is Fleischmann’s Irradiated Dry 
Yeast on the “preferred list” of so 
many progressive feed manufacturers? 
Why do up-and-coming livestock 
farmers ask for rations containing this 
rich source of vitamin D? 


Vitamin Know-How and more than 
20 years of painstaking research in 
laboratories and in the field are re- 
sponsible for much of this continued 
success. 


Know-How keeps Irradiated Dry Yeast 
always uniform in quality, high in 
vitamin D potency and economical 
to use. 


Research provides findings to aid in 
the formulation of cattle and swine 
feeds needed for good health, good 
growth and profitable production. 
These findings help keep you up to 
date on recent nutritional develop- 
ments—help you ¢e// and sell your 
customers the many FIDY benefits! 


For further information about FIDY, 
for prices and the name of your near- 
est distributor, address Desk FB-8, 
STANDARD BRANDS INCORPO- 
RATED, Agricultural Department, 595 
Madison Avenue, New York 22, N.Y. 
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Thousands Attend Baby Chick Show 


IBCA Convenes at Cleveland July 22-25 


e THE hatchery industry’s biggest 
trade show, the annual exposition and 
convention of the International Baby 
Chick association, drew more than 
5,000 poultrymen and representatives 
of allied industries to Cleveland, Ohio, 
July 22-25. 

The exposition, which attracted vis- 
itors from 36 states of the union and 
a number of foreign countries, gave 
hatcherymen an opportunity to see the 
newest developments perfected by sci- 
ence to make their work easier and 
more pleasant. The feed industry was 
well represented with exhibits by 
many of the nation’s leading formula 
feed manufacturers in prominent 
places in the spacious exhibit halls. 

The IBCA could hardly have found 
a more suitable locale for its 1947 
meeting than the scenic Cleveland 
lakefront. Ample display space was 
provided in the underground Lakeside 
exhibit hall of the Cleveland Public 
auditorium and visitors found the 
grassy Mall a pleasant place to relax 
and get a breath of fresh air after 
several hours of walking on the con- 
crete floors of the exposition area. 

Meeting sessions were held in the 
IBCA theater in one hall of the expo- 
sition area, while the huge “Garden 
Party” banquet was held Thursday 
evening, July 24, in the main arena 
of the Cleveland Public auditorium. 

The 1947 IBCA show was the 22nd 
in the organization’s history while the 
convention was the association’s 31st. 
More than 130,000 square feet of floor 
space was used for exhibits this year 
with a record high of 162 individual 
displays, 

The feed industry was capably rep- 
resented on the IBCA convention pro- 
gram by Clyde M. Hendrix, Clinton, 
lowa, vice president of the Pillsbury 
Mills feed and soy division; Walter 
C. Berger, Chicago, IIl., president of 
the American Feed Manufacturers as- 
sociation; and R. Q. Hammer, adver- 
tising director of Consolidated Pro- 
ducts Co., Danville, Ill. 

Mr. Hendrix’s topic was “Across 
the Counter.” He spoke at the after- 
noon session July 23 and gave the 
hatcherymen some timely tips on the 
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importance of modern merchandising. 
Mr. Berger spoke at the morning 
meeting July 24 on the subject, “The 
Feed Situation — Austerity or Pros- 
perity.”. He discussed various phases 
of the problem facing poultry and 
livestock feeders due to the wider 
use of cereal products for food pur- 
poses. 

Mr. Berger pointed out that greater 
efficiency in egg production during 
the past decade had helped” improve 
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the general prosperity of the poultry 
industry while at the same time in- 
creasing the per capita egg consump- 
tion across the nation as a whole. The 
rate of lay per hen increased from 12] 
in 1936 to 154 in 1946, Mr. Berger 
noted, with 4,000 eggs produced per 
ton of poultry feed in 1946 compared 
with only 3,300 a decade before. 
“We must continue to strive to 
place eggs on the consumers’ tables at 
a lower cost so that they will continue 


WELL represented with booths at the International Baby Chick exposition were 
more than 75 feed and allied companies. Six of the exhibits at the mammoth 
show are pictured below. From left to right, they are: TOP ROW—E. A. Dietze, 
Herman Bos, and Walter Buelke, Dr. Salsbury's Laboratories; Jack R. Vanlieshout, 
R. A. Zuercher, and Roy Benkert, Western Condensing Co. MIDDLE ROW— 
D. W. Martin, Clyde Hendrix, and George Morris, Pillsbury Mills; Paul Langel, 
L. A. Francis, and Earl Pivan, Dawe's Products Co. BOTTOM ROW—Sam 
Honegger, Edward Tossing, and Elmer S. Roth demonstrating the whistles 
Honeggers’ gave away; William Rosenbach, C. T. Ater, and Bud Palmer, Atkins 
& Durbrow Corp. (Photos by The Feed Bag) 
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to prefer eggs on an economical basis in 
comparison to other foods,” Mr. Berger 
concluded. 

Mr. Hammer stressed the need for “Sell- 
ing the Package”, the subject of his ad- 
dress. He said that hatcherymen need to 
become more conscious of the importance 
of selling chicks by the package, feed and 
chicks as a package, and new and improved 
ideas on chick raising by the package. “Or- 
ganization of sales techniques is highly im- 
portant,” Mr. Hammer stated. “There's 
room for considerable improvement in the 
sales methods of most hatcherymen and 
their employes.” 

Other speakers well known to the feed 
industry were featured on the convention 
program. Dr. C. A. Bottorff, Lederle Labo- 
ratories, Inc., Pearl River, N. Y., spoke 
July 24 on “Fighting Chick Mortality with 
Sulfa.” S. L. Althouse, editor of the Hatch- 
ery Tribune, told how “Breeders Must Show 
the Way.” College representatives who 
spoke included Dr. R. George Jaap, Ohio 
State and Dr. P. P. Levine, New York state 
veterinary college. Government officials on 
the program were W. D. Termohlen, chief 
of the PMA poultry branch; Robert F. 
Moore, bureau of agricultural economics; 
and Henry Miller, director of fair trade 
practices for the federal trade commission. 

Leo Baumgartner, Litchfield, Minn., was 
elected president of the IBCA to succeed 
Nat C. Thompson, Petaluma, Calif. Noel 
Shaver, Crawfordsville, Ind., was elected 


first vice president and Andrew Christie, 
Kingston, N. H., second vice president. 
D. D. Slade, Lexington, Ky., is the new 
secretary-treasurer of the organization and 
Don Turnbull, Kansas City, Mo., was re- 
elected executive secretary. 

Retiring president Thompson and Roy 
M. Durr, Atlanta, Ga., were elected execu- 
tive directors of the IBCA. 

* * & 

Glenn Campbell, Campbell-Sanford Ad- 
vertising Agency, Cleveland, was honored 
t “The Egg and I” breakfast for his out: 
standing work in promoting egg and poul- 
try product use during the past several 
years. Mr. Campbell received a tremendous 
ovation and a rising vote of confidence 
from the more than 500 breakfast guests. 

There was hail and some white stuff that 


looked like snow in Cleveland July 22. [It 
also rained hard but opening day enthusi- 
asm wasn’t dampened much, although many 
hatcherymen were. 


All exhibits and the daily meetings were 
held in Cleveland’s spacious Lakeside ex- 
hibit hall, which is used as an underground 
parking station except during expositions, 
The IBCA exposition entrance was a bright- 
ly covered canvas marquee at the top of 
a broad concrete ramp which led to the 
chick show. * 

Rabble rousers and soapbox evangelists 
in the public square attracted conventioneers 
crossing over from the Cleveland hote! to 
the chick exposition. These would-be ora- 
tors were about the only speakers Cleve- 


(Continued on page 79) 


WORK was mixed with play at the International Baby Chick association expo- 


sition, with many feed industry members staffing the exhibits sponsored by their 
firms. Shown in top row are, left to right, A. K. Stephenson, Henry Schmidt, 
Dr. E. F. Kaupp, and James Andrews, Hilltop Laboratories; Charles L. Davidson 
and J. K. Davidson, Stonemo; J. G. Henry, H. L. Sorgenfrei, C. H. Connolly, 
C. W. Whitmoyer, and Burt Garrett, Whitmoyer Laboratories, SECOND ROW— 
Fred Maschmeyer, R. J. Eckstrom, Roy Marriott, and Louis E. Gregory, Lederle 
Laboratories; Jay Dusek taking a future customer's picture at the Arcady booth; 
R. A. Tobias, R. W. Nelson, R. C. Hudson, and M. H. Keating, H. D. Hudson 
Mfg. Co. BOTTOM ROW—E. A. Bryce, A. J. Zemel, W. A. Stippich, and 
W. L. Krapp, Premier Peat Moss Corp.; G. Kellock Hale and William Evergnam, 
North Carolina Granite; L. J. Kraft, A. E. Roder, Homer Bardsley, S. E. Geasey, 
Clem Reed, Harry Kloss, Waldo Johnson, Henry Seinen, and Richard Gursey, 
Borden Co. (Photos by The Feed Bag) 
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ANY different factors are needed to make VITAMELK BASE gives you a comprehensive feed 

a good feed. Each of them, according to enricher that embodies this latest nutritional 
recent scientific research, must be present not knowledge. Naturally, this isa DAWE’S product, 
only in the right amount but interbalanced with because the Dawe’s laboratories are the industry’s 
all other nutrients. pioneers in unified, interbalanced feed enrichment. 


DAWE’S also offers the added service of individu- 
alized formula audits, as well as selling aids and 
other co-operation based on years of practical feed 
mill experience. _ 


It will pay you to learn more about how DAWE’S 
can add power to your feeds and sales. Mail cou- 
pon today! DAWE’S MANUFACTURING CO., 
4800 South Richmond Street, Chicago 32, Illinois. 


The Comprehensive 
Feed Enricher 


VITAMELK BASE, FLAVONNE R1BO-D, ENRIC 
DAWE'S DRY-D (U.S. P.), DAWE’S STEROL-D, 
ALASKA BRAND FEEDING DAWE’S 
FORMULA AUDIT BUREAU 
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Treat Your Employes Considerately 


They Can Make or Break Your Business 


@ TREAT your employes well and 
they'll treat your customers equally 
well.” That's the business philosophy 
of S. A. Violette, who operates the 
Clintonville Flour & Feed Co., Clin- 
tonville, Wis. Mr. Violette is con- 
stantly improving the facilities of his 
big feed plant, not only to please his 
customers but also to give his em- 
ployes better conditions under which 
to work. 

“No feed dealer can act like Simon 
Legree to his help without the custo- 
mers catching on,” Mr. Violette de- 
clared. “In the retail feed business, 
as in every other phase of commercial 
and industrial life in America, em- 
ployes must be treated fairly so that 
they can feel a real interest in the 
firm for which they are working.” 

Recently Mr. Violette installed a 
completely modern shower room in the 
basement of his mill for his employes’ 
use. A new 50 gallon capacity electric 
water heater insures an ample supply 
of steaming hot water all day long and 
every working day of the year. 


Nor does Mr. Violette neglect the 
departments of his plant in which his 
employes are busy most of the time. 
Modern steam heat keeps the entire 
building at a comfortable tempera- 
ture for working, even in Wisconsin’s 
30 below zero winters. 

“We do our best to make improve- 
ments in our mill every year in order 
to give our customers better, faster 
service and our employes more plea- 
sant working conditions,” Mr. Vio- 
lette explained. “Farmers today are 
becoming intensely conscious of mod- 
ern developments in all fields. The 
farmer of today is far better educated 
than his predecessors and shops around 
for business establishments that are 
equipped to give fast, efficient, and 
reliable service.” 

Explaining that most farmers today 
own or have on order new trucks and 
that rural roads are greatly improved 
over a decade ago, Mr. Violette em- 
phasized that feed stores and mills 
must be improved accordingly. “To 
travel a few extra miles to get far 
better service means little to the av- 
erage farmer today. He goes to the 
store he likes best regardless of a 
slightly longer trip. 

“The modern farmer knows mod- 
ern mill equipment when he sees it 
and he knows just which merchandise 
will perform well for him and which 
won't. Any feed dealer who thinks 
he can outwit the farmer with shoddy 
service and unsatisfactory merchandise 
is only outwitting himself,” Mr. Vio- 
Ictte asserted. 

What Mr. Violette says about the 
feed business today is not based on 
hearsay or snap judgments. Before 
purchasing the Clintonville Flour & 
Feed Co. he managed the Oconto 
Milling Co. at Oconto, Wis., for a 
number of years and then was man- 
ager of his present plant for 13 years 


SATISFIED employes mean sat- 
isfied customers, according to 
S. A. Violette, above, owner 
of the Clintonville Flour & 
Feed Co., Clintonville, Wis. 
Workers deserve courtesy and 
consideration at all times de- 
clares Mr. Violette, whose 
plant is shown at left. 


before he acquired ownership of i: in 
1940. The firm was previously owned 
by the Northern Milling Co. 

Since S. A. Violette took over the 
business in 1940, sales have jumned 
from $84,000 per year to well over 
$200,000. Much of Mr. Violetie’s 
profit has been reinvested in the feed 
mill in line with his “keep modern” 
policy. 

The eye appealing exterior of the 
Clintonville Flour & Feed Co. is deco- 
rated in an attractive light shade 
with prominent brightly colored signs 
painted on it. Capacity of the firm’s 
elevator is 12,000 bushels and the 
company has a 30 by 120 foot ware- 
house. Currently the firm is busy with 
a new 30 by 51 foot addition, includ 
ing a full basement. 

“We are proud of our grinding and 
mixing department and keep it in A-1 
order all the time,” Mr. Violette 
stated. “The farmers like to watch the 
milling machinery operate because it 
works smoothly and is well kept.” The 
milling department measures 30 by 60 
feet and includes two 1% ton Haines 
mixers, a 65 h.p. Blue Streak grinder, 
seed cleaner, seed treater, corn crack- 
er, and corn sheller. A 24 ton capacity 
scale serves the custom department 
while a modern 10 ton scale is used 
at the office for smaller loads. 

Two outside hoppers have been in- 
stalled to eliminate unnecessary han 
dling of bags and to speed up produc 
tion. One large capacity hopper ic 
commodates trucks with large loods 
while a smaller hopper handles the 
work for farmers who bring in a half 
dozen sacks of grain in their automo: 
biles. Glass slots in the floor of the 
milling department enable employes to 
check the movement of grain down 
the chutes which are supplied by the 
exterior hoppers. Several brilliant elec- 
tric lights make observation of the 
moving grain a simple task. 

Although he offers a complete cus 
tom service, Mr. Violette stresses to 
his customers the many advantages of 
feeding balanced formula rations. Tie 
Clintonville Flour & Feed Co. features 
King Midas and Wisconsin formula 


(Continued on page 9%) 
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The confidence you feel in dealing with Percy Kent's 


experienced staff is based on your knowledge that 
P/K service, material and designs are outstanding .. . 
all the factors necessary for a satisfactory relationship. 


For over sixty years Percy Kent has pursued the policy 
of ALWAYS SOMETHING NEW, and the success of 
this plan is evidenced by the brightly styled Ken-Print 
materials, the new sales-building designs, the perfected 
wash-out inks, and the extra-durability in every bag. 


Skilled P/K service is behind every order you place 
for Ken Print Bags. That’s why there’s an overwhelming 

preference among leading millers and manufacturers 
for “Bags by Percy Kent’. 
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Experts Study Feed Picture 


AFMA Calls Session of Survey Group 


@ FEED grain production this year is down 
about 900,000,000 bushels from last year’s 
all-time high, a fact-finding subcommittee of 
the American Feed Manufacturers associa- 
tion college feed survey committee has re- 
ported. The subcommittee was called into 
special session at Chicago, Ill., in late July 
because of the current vital need for infor- 
mation on the availability of livestock and 
poultry feeds this fall. 

The 1947 wheat crop is estimated at 
1,400,000,000 bushels, however, by far the 
largest ever recorded. This production plus 
a small carry-over from last year should 
make it possible to fill all normal domestic 
demands for food, seed, average prewar 
feeding of livestock and poultry, and still 
leave a balance of 750,000,000 bushels. 
This would permit a carry-over of 200,000,- 
000 bushels and 550,000,000 bushels for 


Mutual Millers & Feed Dealers 
Association, H otel Jamestown, 
Jamestown, N. Y.....Aug. 25-26 


Grain & Feed Dealers National As- 
sociation, Hotel Statler, St. Louis, 
Mo. Sept. 14-17 


Iowa Nutrition School, Iowa State 
College, ‘Ames, Iowa.......Sept. 25 


Illinois Feed Association, Pere Mar- 
quette Hotel, Peoria, Il. 
Sept. 28-30 


Northeastern Poultry Producers 
Council, Grand Union Hotel, 
Saratoga Springs, N. Y. 

Oct. 1-3 


Association of American Feed Con- 
trol Officials, Shoreham Hotel, 
Washington, D. C.....Oct. 23-24 

Wisconsin Hatchery Association, 
Hotel Schroeder, Milwaukee, Wis. 

Oct. 29-31 


Michigan Associated Feed Men, 
Michigan State College, East Lan- 

Ohio Animal Nutrition Conference, 
Ohio State University, Colum- 
bus, Ohio Nov. 6-7 


Cornell Nutrition Conference, Ho- 
tel Syracuse, Syracuse, N. Y. 
Nov. 6-8 
Western Grain & Feed Association, 
Fort Des Moines Hotel, Des 
Moines, Iowa..................Nov. 24-25 


American Dehydrators Association, 
Congress Hotel, Chicago, 
Jan. 15-16 


export and to supplement feed grain supplies. 

The condensed survey report of the sub- 
committee follows: 

“Feed crops have been considerably dam- 
aged by unseasonably cold and wet weather 
throughout much of the nation. Most of 
the crops in the Corn Belt were planted 
two to four weeks late. Extensive flooding 
prevented the planting of much fertile bot- 
tom land. Haying was delayed and the 
feeding quality was lowered. 

“Two bright spots appear in the current 
crop picture: the record wheat crop now 
being harvested and the excellent pasture 


Committee Personnel 


Leading agricultural authorities who 
participated in the conference called by 
the American Feed Manufacturers asso- 
ciation at Chicago included: Dr. R. M. 
Bethke, Ohio experiment station, Woos- 
ter; Dr. L. C, Cunningham, Cornell uni- 
versity, Ithaca, N. Y.; Dr. J. L. Krider, 
University of Illinois, Urbana; Prof. W. 
J. Loeffel, University of Nebraska, Lin- 
coln; Prof. E. D. Parnell, Texas A & M 
college, College Station; Prof. J. R. 
Wiley, Purdue university, Lafayette, Ind.; 
and Prof. C. E. Wylie, University of 


Tennessee, Knoxville. 
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conditions that have prevailed. Feed sup- 
plies for the next year are largely dependent 
upon the weather during the balance of the 
summer and fall. With abundant soil mois 
ture, good growing weather, and a late fall, 
good corn and soybean crops may yet be 
realized. 

“Under these conditions what will be 
the impact upon the production of meat, 
milk and eggs? During the first nine months 
of the feeding year beginning Oct. 1, 1946, 
the production of meat, milk, and eggs was 
about equal to that of a similar period a 
year ago. Total egg production was slightly 
less than a year ago. Milk production ex- 
ceeded last year’s by a slight margin. De- 
creases in pork, lamb, and mutton were 
offset by increases in beef and veal so that 
about the same quantity of total meat will 
be available to consumers this year at least. 

“The bumper harvest of 1946 feed crops, 
especially the record corn crop, has made 
it possible to maintain this high level of 
production of meat, milk, and eggs during 
the current year. This high level of pro- 
duction has resulted in the use of about the 
same total amount of feeds so far this feed- 
ing year as occurred last year during a 
similar period. This was indicated in the 
college feed survey report made last fall. 

“Under price ceilings there was a short- 
age of high protein feeds. For the period 
under review there was actually a small de- 
crease in the use of grains and cereal by- 
products and a slight increase in the use 
of high protein feeds. 

“No significance change in total livestock 
production, other than seasonable, is ex- 
pected in the next few months. Evidence 
indicates that there will be slightly more 
pigs produced this fall than last. Present 


price discounts on heavy hogs at markets 
and a less favorable hog-corn ratio wil! 
probably result in the marketing of hog. 
at lighter weights during the third quarte: 
of this calendar year than the same perio: 
last year. 

“Reports indicate that the number « 
chickens being raised in 1947 will pro>- 
ably equal or slightly exceed the numb: 
raised in 1946. Turkey production is co 
siderably smaller than a year ago. The nur - 
ber of cattle placed in feedlots during +) - 
first half of 1947 was larger than for 
similar period a year ago. In general cat{'« 
feeding operations have been for shor: ; 
periods of quicker turns than usual. Da: y 
cattle numbers are slightly below those «: 
last year, but the rate of grain feeding };... 
continued heavy up to July 1, even thou:! 
pasture conditions have been favorable. 

“The July 1, 1947 farm stocks of corn 
were nearly 200,000,000 bushels, or absout 
40 per cent larger than a year ago. Quits 
stocks, however, were slightly smaller. The 


total stocks of feed grains and the remain: 

supplies of high protein feeds at mid-year 
appear to be sufficient to carry out the in- 
dicated livestock and poultry operations {or 
the next few months or to the fall harvest. 

“The official estimate as of July 1 by 
the department of agriculture indicated a 
corn crop of 2,600,000,000 bushels, as- 
suming normal growing weather for the bal- 
ance of the season. This is nearly 700,000, 
000 bushels smaller than last year’s record 
production, but about equal to the 1936-45 
annual average production. A further re- 
duction in total feed grain production is 
indicated by a nearly 20 per cent smaller 
oat crop and a smaller acreage of grain 
sorghums. Barley production is slightly 
larger than a year ago. These reductions 
mean a lowering of total feed grain produc- 
tion by about 900,000,000 bushels from a 
year ago—the all-time high. 

“The production outlook of high pro- 
tein seed crops is brighter than that for the 
feed grains. The soybean acreage is up ap- 
proximately 10 per cent, cotton nearly 20 
per cent, and flax is expected to be mate- 
rially larger than the small crop of last year 
indicating an increased supply of oil seed 
meals. 

“Pasture conditions have been excellent 
in most parts of the country and hay sup- 
plies will likely be greater than in 1946 
although the feeding quality of the hay 
generally will be lower. 

“In contrast to the production of feed 
grains, the total production of wheat of 
1,400,000,000 bushels is by far the largest 
on record. This production plus the smell 
carry-over from last year’s crop, makes it 
possible to meet normal domestic require: 
ments for food, seed, average prewar fee: 
ing of livestock, and other uses and to leave 
a balance of about 750,000,000 bushels. !/ 
a carry-over of approximately 200,000,00'! 
bushels were provided for, some 550,000 
000 bushels of wheat would be available f: 
export or for supplementing feed grai 
supplies in order to maintain the productio: 
of meat, milk and eggs that prevailed dui 
ing the past year or two. What dispositio:: 
will be made of these excess stocks of whea: 
will determine what changes will have t: 
be made in livestock and poultry productio: 
in the coming year.” 
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Protein content, vital amino acids, vitamins 
and minerals in the quantities which are 
necessary to insure complete digestion. 


Convenient safe storage. Easy-to-ship 
and handle. Keeps indefinitely with no dan- 
ger of nutrition loss. Store it until you need it. 


Noticeable savings in time, money and 
operations. LIQUA-FISH flows evenly from 
. Storage tank to mixing vat. 


Ss Reliability of the processor, who is one of 
a. the oldest and largest fish meal and solu- 


ble manyfacturers in the industry. 


Dependable supply. Its source is fish from 
the sea whose stock is inexhaustible and 
unaffected by drought and shortages. 


Helps reduce unhealthy dust in mixing 
plant and in feed bags, which cuts down 
the operating efficiency of the plant. 


Choice of quantity, you may order a drum 
or tank car of LIQUA-FISH, whatever your 
plant operating needs demand. 


so it will never be exposed to plant or 


y Sealed sanitation. LIQUA-FISH can be used 
freight dirt, remaining ocean pure. 


that’s what new LIQUA-FISH users are learn- 
ing every day in all sections of the country. 


LIQUA-FISH, in liquid form, is the product of con- 
tinuous research and is biochemically and mechan- 
ically perfected for adoption by mixers who use a 


All the fish contained in dry fish meal and 
solubles is present in LIQUA-FISH in liquid 
form. That is why LIQUA-FISH is 2 for 1}. 


fish product in their poultry and hog feed. 


Wire or write for more information important to 
every alert mixer of hog and poultry feeds and 
we'll send you a sample and prices. Patents are 


applied for on process and product. 


remember 


a's 2for Tintank 
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rs or drums! 


The benefit of competent advice upon re- 
quest, for the most efficient application of 
this new liquid all fish product, LIQUA-FISH. 


product of 


DEHYDRATING PROCESS CO. 


10 HIGH STREET, BOSTON 10, MASS. 
e350 
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Newspaper Editor 


Texas Dealer Plays Dual Role 


e@ EDITING a newspaper in addition 
to his duties as manager and co-owner 
of the Georgetown Grain Co., George- 
town, Tex., keeps Sam E. Harris busy 
from early morning until late at night 
six days a week. Mr. Harris’ news- 
paper was his own promotion idea and 
it has caught on very well in his Texas 
trading area. 

The Blackland Reporter, Mr. Har- 
ris’ publication, is distributed without 
charge to the mail boxes of 2,200 
farmers and ranchers every Friday 
morning. Originally started as a four 
page paper in October, 1946 the pub- 
lication now contains eight pages of 
news and advertising of interest to 
rural residents. 

“The Reporter has caught on splen- 
didly in the Georgetown area,” Mr. 
Harris stated. “It has provided us 
with an excellent advertising medium 
through which to publicize our feed 
and farm supply store and at the same 
time has given Georgetown a really 
creditable newspaper.” 

The newspaper itself is an out- 
growth of the bulletin board which 
was a very popular feature in the sales- 
room of the Georgetown Grain Co. 
This bulletin board, like those in many 
other feed stores throughout the coun- 
try, provided farmers with a place for 
listing their needs, items they had for 
sale, and merchandise they wanted to 
trade. 

“We 


this bulletin 


incorporated 
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board idea into “The Trading Post’, 
a popular column in the Blackland 
Reporter,” Mr. Harris related. “Farm- 
ers now can make use of our circula- 
tion to more than 2,200 of their fellow 
agriculturists to publicize their wants 
and surplus commodities. The free 
listings in the Blackland Reporter al- 
ways build good will for our firm and 
win us new friends regularly.” 

Next he contacted the post office 
department and obtained the necessary 
permission to circulate his publication 
through the mails at special rates. 
Since that first issue, nine months ago, 
the Blackland Reporter has gained 
greater popularity and stature in the 
community every week. Its reader list 
has grown steadily and merchants of 
Georgetown have noted excellent re- 
sponse to their advertisements. 

“Of course we give plenty of atten- 
tion to the Georgetown Grain Co. in 
the pages of our newspaper,” Mr. Har- 
ris explained. “That was one of the 
basic reasons for its publication. We 
find that reports of unusual success 
by farmers who use our feeds always 
make newsworthy items and encour- 
age non-customers to come in and 
get acquainted with us.” 

The principal line of feed handled 
at the Georgetown Grain Co. is Pur- 
ina. The firm has been handling the 
rations in the checkerboard sacks ever 
since 1899. Shawnee feeds, a south- 
western product, are also popular sell- 
ers as are field seeds and fertilizer. 
The Georgetown Grain Co. handles 
Advance, ‘Nicholson, Potts-Calkin, and 
Holden’s field seeds and hybrid corn. 

Mr. Harris graduated from Texas 
A & M college in 1939 and brought 
many fresh ideas to the Georgetown 
Grain Co. when he bought out his 
father’s partner, Ernest Johnson, in 
1940. The newspaper promotion was 
one of the most profitable of these. 


PUBLISHING a weekly news- 
paper in addition to his duties 
as co-owner and manager of 
the Georgetown Grain Co., 
Georgetown, Tex., keeps Sam 
E. Harris plenty busy. His part- 
ner, Joe McCook, shown right 
with a customer, aggressively 
merchandises the firm's big 
stock of field seeds. 


SAM E. HARRIS 


Recently S. H. Harris, the younger 
Mr. Harris’ father, sold his interest in 
the firm to Joe McCook, who is also 
very much interested in any and all 
services which will aid the farmers of 
the Georgetown section of Texas. 

Getting the Georgetown newspaper 

started was no easy task. First Mr. 
Harris contacted a local printer and 
got his rates for printing a four page 
paper. Then he set out to explain to 
other businessmen his idea for pub- 
lishing a newspaper to tie together 
more closely the rural residents and 
the merchants of Georgetown. Thanks 
to excellent cooperation on the part 
of the other retailers, Mr. Harris was 
able to issue Vol. 1 No. 1 of his news- 
paper with adequate advertising to 
cover all costs and with a slight mar- 
gin of profit. 
“We have sold 40 per cent more fer- 
tilizer and seed for cover crops this 
year than last, thanks to our news- 
paper advertising,’ Mr. Harris de- 
clared. 

“Women are the biggest poultry 
raisers in this territory,” Mr. Harris 
stated. “Our newspaper has a column 
written by a’ farm woman in chatty, 
informal style about topics of interest 
to women. This feature is extremely 
popular. We sometimes offer small 
cash prizes in contests of interest to 
farm women and recently had more 
than 100 entries in one competition.” 

Its downtown location in the heart 
of busy Georgetown has made the 
Georgetown Grain Co. a convenient 
center where farmers and ranchers of 
this agricultural area can purchase 
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THE FACTS 
of the sale on June 2 


ARE THESE 


39 lots brought $88,750 
17 bulls averaged $2,310 
22 females averaged $2,249 
top-priced bull $8,400 
second-priced bull $7,500 
top-priced female $5,000 


*EDELLYN FARMS have bred and distributed more 
breed-improving sires and matrons than any other 
herd in America. 


The result of the sale on June 2nd fully con- 


firmed the expectations of Mr. Atlason, as expressed in his letter of 
April 30, for this sale brought the highest average in Edellyn’s history. 
Brown-Forman is pleased to know that BROWN-FORMAN 
SOLUBLES, used in Edellyn Farms feeding, contributed measurably 


to the value of these outstanding shorthorns. 


Perfected by research 
Proved by feeding 
Produced with unfailing 


ETTER 
UNIFORMITY by BROWN-FORMAN, 
-year re j i i ity. 
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Results Determine Value Feeds 


Industry Must Show the Way to Farmers 


e COMPOUNDING of feed formu- 
las to produce maximum results today 
is more complex than formerly. Our 
information has advanced, but so have 
our feeding results. The feeder today 
would not be satisfied with the results 
of a few years ago. As we introduce 
more and more refinement and closer 
and closer balance to bring about these 
desired results the chances for up- 
setting factors to throw the whole 
program out of gear are also increased. 

When the nutritive requirements of 
poultry and the nutritive values of 
feedstuffs are known, it will be a com- 
paratively simple task to formulate 
adequate poultry rations. Much pro- 
cress has been made toward solving 
these problems but the picture is by 
no means complete. As long as this 
situation continues, the risks of an 
unbalanced formula are always pres- 
ent. 

It is the purpose of the nutritional 
laboratories to help solve the riddle of 
nutritive requirements and nutritive 
values, thereby reducing the risks of 
an unbalanced diet in practical usage. 
Poultrymen cannot afford to experi- 
ment with feeds. Many formulas of 
superior value have come from the 
laboratories; but the real worth of a 
formula is still determined on the 
thousands of farms scattered over the 
country. 

In recent years, more and more 
feed manufacturers have established 
laboratories for study of feed prob- 
lems. Much of their work is neces- 
sarily devoted to improving the re- 
sults and reducing the risks of their 
own feed formulas; but they also con- 
tribute information which, when com- 
bined with that of the colleges and 
experiment stations, serves to reduce 
the risks and promote the welfare of 
the poultry industry as a whole. 

Compared with other domestic ani- 
mals, poultry utilizes a relatively large 
percentage of byproduct feeds. The 
composition of these feeds changes 
hour water treatment. Other examples 
are sold under the old familiar names. 
Advances in the field of human nu- 
trition and increased technology in 


“An address presented at the New England 
—* meeting held June 12 at Kingston, 
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By R. C. RINGROSE* 
University of New Hampshire 


industry result in removal of a greater 
proportion of the original product for 
human consumption. This fact argues 
for caution in making substitutions in 
prepared formulas and _ necessitates 
continual inquiry on the part of the 
feed manufacturer. 

Until recently there was a general 
tendency to interpret nutritive re- 
quirements in terms of a definite 
amount of certain kinds of nutrients. 
Such an interpretation is now less 
rigid. The newer information places 
more emphasis on the relation of the 
part to the whole and the balance be- 
tween individual components of the 
formula. The necessity for such a 
viewpoint with regard to minerals has 
been prevalent for some time but 
more recently it has been necessary 
to extend it to the proteins or ami- 
no acids, the vitamins, and to the 
carbohydrate portion of the formu- 
la. As examples, one may cite the 
increasing evidence of the relation- 
ship between the amino acid tryto- 
phane and the vitamin niacin, or the 
necessity for considering the form 
of vitamin D and the character of 
the phosphorus present in the ra- 
tion. The discovery and elucidation of 
such relationships is now providing 
definite answers to some of our former 
perplexing problems. 

It has been said that the war re- 
duced fundamental research and in- 
creased the application of this re- 
search. This statement certainly ap- 
plies to the poultry industry. Whether 
you realized it or not the feed indus 
try and the poultry industry carried 
on a gigantic experiment in applied 
nutrition during the war period. The 
experiment was successful. If we draw 
the analogy to the football field, we 
of the poultry industry were “blocking 
them out”; you of the feed industry 
were “carrying the ball”; together we 
scored. It is not common practice to 
break up a winning combination but 
rather to attempt to make it stronger. 
Let us continue to move in that direc- 
tion. 

One of the basic lessons learned 


from this experiment in applied nu- 
trition is that fundamental research 
eventually “pays off”. We did not 
suddenly discover in 1943 that it was 
possible to reduce the amount of ani- 
mal protein to 10 per cent of the total 
protein of the ration. Good evidence 
for this practice was available earlier. 
Why was it not applied? I do not 
know. But I do believe that the pro- 
gressive feed manufacturer of the fu- 
ture will give more attention to the 
results of research work from the 
viewpoint of making the practical ap- 
plication. The demands of the feeder 
for better rations and competition 
from other manufacturers will provide 
the incentives. I suggest in this con- 
nection that you always be sure of 
the ground you are upon, but do not 
wait until the evidence becomes over- 
whelming. 

The experiments of the last few 
years, both fundamental and applied, 
have greatly increased the number of 
materials from which the feed manu- 
facturer may select. Activity in the 
field of vitamin supplements has been 
particularly aggressive. Witness the 
host of distillers solubles, fish solubles, 
fermentation residues, and special fer- 
mentation products as well as other 
products now available; and more 
are on the way. In addition we already 
have in use synthetic riboflavin, cho- 
line, and in some cases pantothenic 
acid. The possibilities in the field of 
synthetics have not been exhausted. 
Even now there is present the com- 
petitive influence of these products 
upon feedstuffs of more natural ori- 
gin. The activity in this field of new 
products has not been limited to the 
development of new vitamin supple- 
ments. Protein supplements are also 
receiving attention. 

Perhaps the best example here is 
that of linseed meal. Recent evidence 
indicates marked improvement in the 
nutritive value of linseed for poultry 
feeding following a simple twelve 
hour water treatment. Other examples 
could be cited, but the point is that 
the use of a particular feedstuff in the 
future will depend more on economic 
than on biological relationships. It is 
possible then that feeding in the future 
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can be carried on more economically than 
in the past. This is of considerable impor- 
tance to the poultry farmer since his feed 
cost has habitually represented 50 to 60 
per cent of his cost of production. 

Let us turn our attention again to the 
recent war period because it was during this 
period from 1942 to 1946 that the poultry 
industry and the feed industry were put 
to the most severe test in history. What 
happened? During the years 1940 to 46 
the average production per bird on a na- 
tional basis rose steadily from 134 to 154 
eggs per bird. Even more recent and spec- 
tacular are the figures for January of this 
year—38 per cent above average. 

These results were accomplished with less 
labor on farms than ever before. These are 
remarkable results when considered on a 
national basis. Equally interesting also is the 
question, ““How were such results attained?” 

There is no single answer to this question 
but I believe the answer lies in three direc- 
tions: (1) Wider use of better bred stock; 
(2) Wider use of formula feeds; and (3) 
Better management. 

I think we have now all agreed that 
growth rates and production results are de- 
termined by inheritance or breeding. Fur- 
ther advances in this field are the job of 
the geneticists and poultry breeders. When 


the poultryman starts a new brood of chicks 
the maximum results he can obtain are 
already set by the inherent ability of the 
stock he uses. Our interest as feed men lies 
in so feeding and: so managing that stock 
in order that the maximum possible results 
may be realized. The average poultryman 
does not fully realize that feeding and man- 
agement are inseparable. Therefore, I sug- 
gest that you feed men with your daily 
contacts with farmers emphasize more 
strongly than ever this phase of the produc- 
tion problem. 

We all have been frequently reminded 
that the road ahead will be rough. There 
seems to be general agreement that only 
the efficient will survive. Therefore, much 
has been said about efficiency of produc- 
tion, and as it is applied to farming in gen- 
eral to labor efficiency. Labor efficiency on 
the farm is one of the important factors in 
determining returns from the farm opera- 
tion. In the sense that poultry production 
has not been mechanized to an extent as 
have operations on other types of farms, 
and perhaps never will be, it may even be 
more important on the poultry farm. 

In the feeding of laying stock it is often 
recommended that fresh feed be given 
daily. When applied to the mash this means 
feeding fresh mash daily. Is such a practice 


“Looks like the Contented Hour is on again!" 
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really necessary? Will there be any differ- 
ence in feed consumption or egg produc- 


* tion following such a practice as compared 


with one of less frequent feeding of mash? 
I know a large poultry producer, and he is 
a good poultryman, who uses large hoppers 
and feeds mash but once a week. As far 
as I can see his results are as satisfactory 
as are the results of those who feed more 
frequently. He has certainly saved labor 
The amount of labor and the dollars and 
cents value can easily be calculated. For 
example, on a farm for which it requires 
30 minutes daily to fill the hoppers with 
mash, a change is made to every other day 
for this chore. There would result in 4 
year’s time a saving of roughly 1114 day 
of labor. The time saved counts up rathe: 
fast. Certainly there is a point somewhere 
between once a day and once a week feed- 
ing where the labor expanded is not justi 
fied by the returns. 

There are many ideas relative to supple 
mental feeding. We have all seen in usc 
feeding programs in which the feeder was 
carrying out some part of the program 
every hour or two of the day making as 
many as five or even six trips through the 
pens daily on the feeding program. Such a 
program is not conducive to the greatest 
labor efficiency. But the point I would like 
to make is that where the feed in use is 
your feed, you are in a better position than 
anyone else to discuss with the feeder a 
program that will bring about the same 
results with less expenditure of time and 
labor. If you will also bring in to the pro- 
gram consideration of methods of watering 
and gathering of eggs, or in other words 
the entire chore route, additional opportuni- 
ties for saving time and labor will usually 
be found. 

If you will do this, you will have per: 
formed a real service to the feeder and in 
the long run it should work out to your 
advantage. In developing your own feeds 
and recommendations for feeding, it would 
also be desirable to inquire critically as to 
the time and Jabor involved in the feeding 
program. Keep in mind that with hens of 
the same breed and variety, and laying 
about the same number of eggs there is no 
material difference in total yearly feed con- 
sumption on any system of feeding yet 
devised. ‘Any system of feeding which pro- 
vides proper nutrients in adequate amounts 
is bound to be successful from the stand- 
point of nutrition. Read this quotation from 
a well known poultry breeder: “We keep our 
feeding program just as simple as possible 
so that our selection work will help us to 
breed a bird that is easy to feed and does 
not need a lot of supplementary feeding and 
handling.” 

The feed industry has done a fine job 
of manufacturing poultry feeds. Its interest 
now should lie in encouraging the most 
efficient use of that feed. Such an interest 
will work to the mutual advantage of every- 
one concerned. 

@ O. D. BLACKWELL, Nowata, Okla., i 
constructing an addition to his elevator to 
house new feed milling equipment. 
@ VERNON C. WILLIS, Stuttgart, Ark., 
has purchased the Farmers Exchange at 
Clarendon from R. R. Trimble. 
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vailable for 


immediate shipment 


E¥Z/ is available for immediate shipment — assure uniform dispersion in a feed, and at the 
whatever your needs and wherever you’re located. same time, high enough to be economical. 
B-Y-21 gives you a guaranteed riboflavin po- That’s not all. B-Y-21 is priced solely on its 


tency of 3630 milligrams per pound, or 8000 micro- riboflavin content. You do not pay one penny for 
grams per gram. Its concentration is low enough to the other valuable Bvitamins and nutrients B-Y-21 

contains. For fortifying mixed 
feeds adequately with natural 
riboflavin, order B-Y-21*. It’s 
all rich feed material. 


*Reg. U.S. Pat. Off. 


AGRICULTURAL DIVISION > COMMERCIAL SOLVENTS CORPORATION & TERRE HAUTE, INDIANA 
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What these words 
feed tag mean poultrymen? 


IHE WORDS “D”-Activated Animal 

Sterol on a feed tag stand for the 
scientific source of Vitamin D, origi- 
nated by Du Pont. 

The development of “D”-Activated 
Animal Sterol was the result of 10 
years’ research by Du Pont to provide 
the feed industry with a uniform, de- 
pendable source of Vitamin D. That 
research continues even today, as pro- 
duction facilities for “Delsterol’* are 
being further expanded. 


Predominant and Economical 
Source of Vitamin D 
Through recent years of shortages, 
“Delsterol” was the predominant source 
of Vitamin D used to fortify manufac- 
tured poultry feeds. During this period, 
national average egg production per 
bird rose more than one-sixth, to its 
present level of 154 eggs per bird. Con- 


tributing to this rise were factors of bet- 
ter breeding and better management, 
plus the skill of feed manufacturers in 
maintaining uniformly high feed stand- 
ards. 

Du Pont has continued to pass on to 
the feed manufacturer the savings that 
have resulted from new and improved 
techniques developed by Du Pont in the 
manufacture of “Delsterol.” In fact, Du 
Pont has reduced the price of “Del- 
sterol” seven times in the past seven years. 

Your Customers Get These 
Advantages When You 
Use “Delsterol” 
“Delsterol” “D”-Activated Animal Ste- 
rol offers many advantages as a source 
of Vitamin D. It is exceptionally stable, 
and consistently uniform in quality. It 
supplies Vitamin D in a form that is 
readily assimilated by poultry, and does 


5. PaT.OFF 
BETTER THINGS FOR BETTER LIVING 
oe» THROUGH CHEMISTRY 


not impart “off” flavors or odors to the 
meat. Further, it does not lump or con- 
geal in cold weather. 

“Delsterol” meets the requirements 
of all standard mixing equipment. Its 
dry powder carrier facilitates thorough, 
accurate dispersion throughout the feed. 

For full details about this. scientific 
source of Vitamin D, write to E. I. du 
Pont de Nemours & Co. (Inc.), Organic 
Chemicals Dept., Wilmington 98, Del. 


* Reg. U. 8. Pat. Of, 
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@ EFFECTS of the long range United 
States agricultural policy on industry, 
the nation as a whole, and the world 
will be the principal subjects discussed 
at the $lst annual convention of the 
Grain & Feed Dealers National asso- 
ciation to be held Sept. 14-16 at St. 
Louis, Mo., F. Peavey Heffelfinger, 
Minneapolis, Minn., president of the 
organization, has announced. More 
than 1,000 feed men from 40 states 
are expected to attend the convention 
which will be held at Hotel Statler. 

“This convention will be one of the 
most important meetings in the his- 
tory of our organization and one of 
profound significance to all persons 
concerned with the future of this na- 
tion’s system of food production, as- 
sembly, processing, and distribution,” 
Mr. Heffelfinger declared. 

Headline speakers on the conven- 
tion program will include leading fig- 
ures in the feed industry, college staff 
members recognized as experts in their 
fields, and government officials. The 
well-balanced three-day convention 
program, arranged by Ray B. Bow- 
den, executive vice president of the 
National, and Ron F. Kennedy, the 
organization’s secretary-treasurer, also 
includes plenty of time for recreation 
for the feed dealers who attend. 

Donald Danforth, president of the 
Ralston Purina Co., St. Louis, will 
be featured speaker at a special feed 
industry luncheon to be held during 
the convention. Mr. Danforth’s topic 
will be “Service to the Livestock and 
Poultry Feeders.” He is expected to 
discuss current problems facing feed 
retailers, the role they play in Amer- 
ican agriculture, and ways in which 
they can help farmers still more. 

Mr. Danforth joined Purina on his 
graduation from Princeton university 
in 1920 and became secretary-treasurer 
of the company in 1925. In 1929 he 
was elected vice president and treas- 
urer and became president of the com- 
pany in 1932, His wide experience in 
the industry makes Mr. Danforth well 
qualified to speak on the subject of 
service. 

E. G. Cherbonnier, feed counsellor 
of the Grain & Feed Dealers National, 


THE FEED BAG — August, 1947 


National Will Meet St. 


51st Annual Convention Sept. 14-16 


DONALD DANFORTH 


will preside at the feed industry lunch- 
eon. John Hinck, Corning, Iowa, 
chairman of the organization’s na- 
tional retail feed committee, and Max 
F. Cohn, Buffalo, N. Y., chairman of 
the national feed distributors commit- 
tee, are co-chairmen of the luncheon 
which will be held at the Statler, offi- 
cial convention headquarters. 

President Heffelfinger pointed out 
that the convention program will in- 
clude not only the viewpoint of the 
teed trade but in scheduling represen- 
tatives of colleges, government agen- 
cies, and farm organizations the Na- 
tional will also enable these groups to 
present their views. An outstanding 
Canadian agricultural authority will 
discuss current farm and feeding prob- 
lems in that northern neighbor na- 
tion, Mr. Heffelfinger stated. 

L. J. Norton, acting head of the de- 
partment of agricultural economics at 
the University of Illinois, will be one 
of the outstanding college experts on 
the three-day convention program. 
John H. Davis, executive vice pres 
ident of the National Council of Farm- 
er Cooperatives, will speak on behalf 
of farm organizations, while Fred D. 
Entermille, assistant director of the 
grain branch of the production and 


_ marketing administration, will repre- 


sent the department of agriculture. 


F. P. HEFFELFINGER 


Mr. Entermille will also meet with 
secretaries of the many state feed as- 
sociations affiliated with the Grain & 
Feed Dealers National to discuss the 
widely publicized uniform grain stor- 
age agreement. This agreement is ex- 
pected to become increasingly impor- 
tant to country elevator operators in 
forthcoming months. 

Another government representative, 
Harry Weiss of the wage and hour 
division, will be present to talk over 
portal-to-portal pay provisions with 
the state secretaries. The secretaries’ 
meeting will be held Sept. 14. 

Entertainment features planned for 
the feed men who attend the conven- 
tion are numerous. They include big 
league baseball pitting the St. Louis 
Cardinals against the New York Gi- 
ants, an evening abroad the last re- 
maining showboat on the Mississippi 
river, and a river trip on the luxurious 
excursion liner Admiral. 

Officers of the Grain & Feed Deal- 
ers National association in addition 
to Messrs. Heffelfinger, Bowden, and 
Kennedy are: Henry H. Green, Pat- 
tonsburg, Mo., Charles G. Robinson, 
Memphis, Tenn., and Ronald C. 
Booth, Cedar Rapids, Iowa, vice pres- 
idents, and the following directors— 


(Continued on page 95) 
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CHARLES O. BELSHE 


@ SIMPLE arithmetic can help raise 
many retail feed stores from the sales 
doldrums into the realm of increasing 
business, according to Charles O. 
Belshe, who operates the Northfield 
Farm store, Northfield, Minn. Mr. 
Belshe applies mathematics both in 
his sales talks to farmers and to the 
management of his business, both with 
excellent results. 

“Figures, like money, talk,” he ex- 
plained. “A small portion of meaty 
arithmetic is usually far more effective 
with the average customer than are 
discussions which point out elaborate 
results which can be expected from 
the merchandise.” Mr. Belshe main- 
tained that farmers are first and fore- 
most intrested in increasing their 
profits and are glad to listen to any 
and all plans by which this can be 
accomplished. 


The ambitious Northfield feed deal- 
er has been weaving interesting sales 
arguments with figures ever since he 
first opened his feed and farm supply 
store back in 1944. Even on opening 
day, when guests from far and wide 
came to visit the new store, Mr. Belshe 
was already well fortified with sales 
facts and figures to back up his initial 
introduction to the Northfield farm 
trade. The gala opening ceremonies 
were complete with entertainment and 
free gifts and many of those who took 
a “look see” that first day are now 
counted among the regular customers 
of the Northfield Farm store. They've 
learned that Charles Belshe backs up 
his facts and figures with quality mer- 
chandise that lives up to all expec- 
tations. 
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Facts and Figures 


They Help Belshe Clinch Sales 


There is ample space in the North- 
field Farm store to display three full 
carloads of formula feeds at one time. 
Mr. Belshe likes to see his feed in- 
ventory stacked in massive piles which 
he believes impress farmers as they 
walk through the feed department. 

Obviously, with as much as three 
carloads of feed in his salesroom at 
one time, Mr. Belshe does a very size- 
able business and one which requires 
constant checking to avoid unneces- 
sary overhead and to assure a fair 
profit. Mr. Belshe coordinates his own 
work with figures in a three-way pro- 
gram with these aims: 

(1) By keeping close tab on the 
bookkeeping records of his firm, he is 
able to make changes from time to 
time which increases efficiency. 

(2) By teaching farmers how to 
keep orderly records on farming pro- 
jects he has built good will and custo- 
mer confidence. 


(3) By demonstrating to farmers ° 


with sound figures how changes in 
their feeding programs or the installa- 
tion of new equipment can boost their 
profits, he has encouraged progressive 
farming in the Northfield area. 

Because he keeps a week to week 
check on the store’s books, Mr. Belshe 
knows exactly which merchandise is 
making money, which moves slowly, 
and plans his future orders from 
wholesalers accordingly. “I consult 
bookkeeping records several times a 
week, study all tallies carefully, and 
waste no time in eliminating merchan- 
dise that isn’t selling and replacing 
it with products that are popular.” 

Not only does Mr. Belshe teach 
farmers how to keep records for their 
own benefit but he also makes periodic 
visits to their farms to make sure that 
they are following his instructions cor- 
rectly and to give them additional 
hints on maintaining money-saving 
farm records. 


FIGURES talk, if you know 
how to use them, according 
to Charles O. Belshe, opera- 
tor of the Northfield Farm 
store, who is well fortified 
with statistical data to prove 
the value of the feeds he sells. 
Shown right is an exterior view 
of Mr. Belshe's store at North: 
field, Minn. 


“Record keeping doesn’t come easy 
for most farmers,” he observed. 
“Many times it is the farmer's w'fe 
who assumes the responsibility {or 
keeping books. In that case, I still 
point out the merits of the bookkeep- 
ing plan to the farmer himself so that 
he can appreciate the significance and 
importance of his wife’s record keep- 
ing.” 

When poultry raisers in the North 
field trading territory dropped off in 
their purchases of baby chicks last 
spring, Mr. Belshe recognized that the 
profits of his business were threatened 
and immediately set out to prove to 
the farmers how continuing poultry 
projects would be beneficial to them. 

The net result of this selling cam: 
paign, the details of which were thor- 
oughly ingrained in the Northfield 
Farm store staff, was that many poul- 
trymen not only returned to order 
more baby chicks but stepped up their 
orders in some cases as much as 250 
per cent. 

As second in importance to facts 
and figures sales talks, Mr. Belshe lists 
his follow-up system on all feed or- 
ders. In a special file, the firm records 
the date of each feed purchase, brand 
of feed purchased, number of bags, 
and the name and address of the cus: 
tomer. 

These entries are copied from or- 
der books at the end of each day on 
4 or 5 inch cards, with each regular 
customer having his own card. The 
system includes both the active regu’ 
lar customers and those who buy only 
occasionally or who have not visited 
the Northfield Farm store for some 
time. At present there are more than 


(Continued on page 1/8) 
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from chicks 
to chickens... 
milk nutrients 
help promote 
health, growth, 
and vigor! 
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KRACO is a dried cheese whey that is really different 
from other poultry feed supplements. It is made from 
natural whey—not neutralized whey. It retains the 
nutritive values of whey; that’s why poultry raisers get 
better balance in the ration, better results from chick 
to chicken, by adding Kraco to starter, growing, laying 
and fattening mashes. 

Kraco is also well suited for use as a feed supplement 
for hogs, cats and dogs. 


4 important feeding aids in KRACO: 


LACTOSE—a source of health and vigor. This im- 
portant milk sugar is found only in milk products... 
and Kraco contains 70% lactose! 
PROTEINS—build body muscles and tissues. Kraco 
contains 12% milk protein, valuable in supplement- 
ing the protein in grains. 
MINERALS—helpmakehealthy,strongbones.Kraco 
helps supply calcium and phosphorus, an aid in devel- 
oping deep frames and capacity for egg production. 
4. VITAMINS—essential to poultry health. Kraco 
contains factors of the Vitamin B-G complex, includ- 
ing Riboflavin in natural form. 


. 


Helps prevent coccidiosis 


Another plus for Kraco! Added to a flushing mash and 
with proper sanitation, Kraco is a valuable aid in the 
prevention of coccidiosis in your flock. 


Write or wire to your nearest Kraft office 
for further information about Kraco. 


Industrial Food Products, KRAFT Foops COMPANY 


General Offices: 
500 Peshtigo Court, 
Chicago 90, Illinois 
New York 

San Francisco 
Atlanta 
Minneapolis 
Denison, Texas 
Branches in all 
principal cities 
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Feed Plant Heart Village 


Finney is Civic Leader of Holland, Pa. 


@ HOLLAND, Pa., probably wouldn't 
exist if it weren't for L. C. Finney, 
farsighted feed dealer in the tiny ham- 
let located in the southeastern section 
of the Keystone state. Mr. Finney’s 
neat stone feed plant is one of the 
only four buildings in the little com- 
munity and is the center of practically 
all of its business life. 

“I feel I have a real obligation to 
my community not only from the 
feed selling standpoint but also from 
the standpoint of civic service. Al- 
though ours is by no means a metro- 
politan type firm, it nevertheless is 
the backbone of our thriving little 
village.” 

The building which houses L. C. 
Finney’s feed business is a real relic 
of the past. It was constructed way 
back in 1787, with the original outer 
walls of sturdy stone looking as if 
they were good for another 160 years. 
Mr. Finney’s father preceded him in 
the feed business in Holland and L. C. 
(who admits with a grin that his first 
name is Lafayette) is carrying on the 
traditions of service and community 
leadership which the senior Mr. Fin- 
ney began. 

Despite its location in a community 
with a total population of only 300, 
Mr. Finney’s firm did an $80,000 vol- 
ume of business during 1946 and 
hopes to boost that figure even higher 
this year. Besides full lines of Ful-O- 
Pep and Purina formula feeds, Mr. 
Finney also stocks remedies, poultry 
feeders and fountains, farm hardware, 
insecticides, and a score of other farm 
necessities. “We are constantly ex- 
panding our sidelines because we have 
found them not only profitable but 
also extremely valuable to the poultry 
raisers who are our customers,” he 
stated. 


“In a tiny community, a varied stock 
is even more important than in an 
area where a farmer can go from feed 
store to hardware to department store 
to assemble all his needs,” Mr. Finney 
explained. “Tie-in sales mean a great 
deal to our profits, of course, but more 
important they save farmers in our 
trading area miles of driving and many 
hours.” 


Mr. Finney gets able assistance in 
the operation of his feed plant from 
his sons Bill and Joe. Another staff 
member handles the firm’s custom 
equipment while a local girl brings 
the bookkeeping up to date one day 
a week. 


“This part-time bookkeeper is very 
valuable to us.” Mr. Finney declared. 
“She really knows her stuff and we 
appreciate not having to run to the 
books every time a customer comes in. 
Our girl has the books well organ- 
ized and does a highly capable job on 
the day she works.” 


Besides being its feed merchant, L. 
C. Finney is also Holland’s postmaster 
and the owner of its general store. 
But feed is his first love and so he 
devotes most of his time to the feed 
plant. 


Cash is the general rule at Mr. Fin- 
ney’s feed plant just as it is at an ever 
increasing number of feed stores and 
mills across the country. Although 
limited credit is granted and some 
delivering done, the bulk of sales are 
made on a straight cash and carry 
basis. 


L. C. Finney doesn’t limit his pro- 
motions despite the small population 
of Holland. He firmly believes in ad- 
vertising and does extensive direct 
mailing as well as sponsoring space 
regularly in the local weekly. He has 
held open house festivities at his plant 
many times in the past and would like 
to expand these activities if more good 
films were available for use at them. 


Cleanliness is demanded throughout 
Mr. Finney’s feed plant. Separate en- 
trances to the plant and displayroom 
largely eliminate dust on the displays 
and all merchandise is effectively ar- 
ranged for maximum ease in shopping. 


PRACTICALLY all the business 
life of tiny Holland, Pa., de- 
pends on L. C, Finney, above, 
progressive feed dealer who 
also is the village's postmaster 
and proprietor of its genera! 


store. The 160-year-old feed 
store building is shown at 
lower left. 


The milling department is a com: 
bination of the historical and the mod- 
ern. With water power close by and 
economical, Mr. Finney operates a 
water wheel grinder in his basement 
in connection with a tractor power 
plant. Upstairs he has Kelly and Del- 
linger hammer mills, a Jewell corn 
cracker, Sprout-Waldron attrition mill, 
and two scales. A new 1% ton truck 
handles the firm’s deliveries. 


Fire gutted Mr. Finney’s feed build- 
ing back in 1918 and left only the 
outer walls standing. But after a year 
all damage was repaired and the Fin- 
ney feed business once again began 
operating normally. 

Normalcy is good, but progress is 
even better, according to L. C. Finney, 
who is now improving his service and 
merchandise constantly in order to 
perpetrate the traditions of complete 
community service set up by his fa- 
ther many years ago. “Tomorrow is 
what counts,” he declared. “Today is 
already here and yesterday has long 
since gone!” 
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Tra-min adds ORGANIC lodine 
plus important trace minerals. 


Costs less than Potassium lodide alone! 


THERE ARE OTHER REASONS 100, FOR USING Tra=-min 


@ Organic lodine in Tra-min is better assimilated ... Six-year 
feeding tests show that Organic Iodine is more readily assimilated 
by animals and fowl than Potassium Iodide (Inorganic Iodine). 
Why waste money on iodine that can’t be utilized? 


@ Organic lodine in Tra-min is 100% stable ... Always the 
same, Organic Iodine never weakens or deteriorates in iodine 
value. Potassium Iodide on the other hand often loses much of 
its strength in a relatively short time. 


@ Tra-min supplies other important trace minerals... Manganese, 
cobalt, copper and iron are absolutely essential to proper growth 
and development of animals. By adding Tra-min to your feeds 
you can supply adequate amounts of these trace minerals in 


proper balance. 

@ It's free-flowing—easy to mix... Feed manufacturers like to 
use Tra-min in their feeds and mashes, because it mixes easily 
and becomes evenlv dispersed in the feed. 


SAVE MONEY! Investigate Tra-min today. 


For full particulars write to Dept. B-S. 


WISCONSIN 


“The Western Lime & Cement Co. 


Milwaukee 1, Wisc. 


Hannsz Hatchery Supply Co. Grandone, Inc. 
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WEST COAST 
Nutritional Products Co. 
Bozeman, Mont. 


MINNESOTA 
Newsome Commission Co. 


_. Minneopolis, Minn. 


DAIRY 
: 
. _ Manufacturers of Products of Scientific Meri : 
MYERSTOWN, PENNSYLVANIA 
a 


Dawe’s—the pioneer—has done it again! 
The Feed Industry needed it; asked for it; ex- 
pected it...and Dewe’'s laboratories have done 
it! Gone is the guesswork of Vitamin A and D 
potency in mixed feeds! 

By the special AD-SEAL-IN process, (patent 
pending), every particle of the dry carrier is 
sealed with a protective coating which guards 
the vitamins against exposure to air both before 
and after being mixed into feed. 

The Vitamins A and’ D in AD-SEAL-IN are 
protected against not only oxidation, but also 
the destructive action of minerals or other 
ingredients in the feed, harmful to vitamins. 

The protective seal remains effective up to 
160° Fahrenheit. This means protection even 
though the feed may be in direct sunlight, as 


DAWE’S PRODUCTS CO. 
4800 South Richmond St., Dept. FB-25 
Chicago 32, Illinois 


Please rush complete details about AD-SEAL-IN. 


Name 


GUARANTEE 


Firm 


Address 


City 


99 & 


when hauled in trucks or placed in outdoor 
feeders, or under adverse storage conditions _ 
such as in a hot warehouse. 

The AD-SEAL-IN coating passes through the 
stomach unaltered, and is not absorbed until it 
reaches the intestines. Thus, the potency of the 
vitamins is guarded from the time they leave 
Dawe's laboratories until they reach the intes- 
tines of the animal. .. 

AD-SEAL-IN is immediately available in 
potencies of 5,000 USP Units Vitamin A, and — 
1,000 AOAC Units Vitamin D per gram. 

This product is a fine, free-flowing, easy-to- 
mix powder, and very flexible in use. Thus one 
pound will replace two and one-half pounds of 
2,000-A /400-D feeding oil. 
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Make Your Store Front Appealing 


It Should be Modern, Neat, and Adaptable 


@ TODAY the entrance front of a 
store provides ideal on-the-spot con- 
tact between the customers out front 
and the store inside. As such, it should 
be designed as a direct expression of 
its own establishment—of the equip- 
ment, lighting, materials, textures, col- 
ors, and structure of the interior sales 
space. When so designed, it is better 
fitted to accomplish its task of keeping 
the weather out and inviting the pub- 
lic inside. 

At the same time, store fronts must 
be planned for the shopping condi- 
tions around them. Those in a city 
shopping district crowded with side- 
walk traffic will be very different in 
character from the fronts of highway 
drive-in stores appealing to the motor 
trade. In either location, stores treated 
on an individualized basis will again 
be quite different from those which 
are planned as integrated units of some 
larger shopping center. Whatever 
form it takes, the store front has a 
definite, clear cut job to do: 

First, it must catch the eye. Attract- 
ing public attention on a street crowd- 
ed with competing store fronts is not 
the easiest job in the world. Only a 
well organized store front has a good 
chance to succeed. 

Second, it must identify the store. 
The general impression it gives should 
spell out the identity of the store 
proprietor and the character of the 
merchandise he offers. 

Third, as a medium for displaying 
merchandise, the store front acts as 
a stage set. The displays it dramatizes 
will create the urge to buy. 

Fourth, the store front should pull 
customers into the store. From a cus- 
tomer’s angle, selling begins on the 
sidewalk. The plan and character of 
each store front should invite the ap- 
proaching pedestrian to follow a line 
of show windows to the entrance door 
and on into the indoor “shopping 
street”. 

Store fronts are essentially three 
dimensional posters. Each store front 
can be as wide and high as the store 
behind it and as deep or shallow as 
its designer chooses. Visually, it can 
vary in depth from the limits set by 
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By MORRIS KETCHUM, JR. 


show windows with closed back- 
grounds, to those set by the rear walls 
of the interior sales space. 

To act as an effective advertising 
poster, the store front must have in- 
dividual character, good balance and 
composition, distinctive, timely illus- 


These helpful hints on remodeling the 
exterior of your feed store were pre- 
sented by Morris Ketchum, jr., prominent 
New York store designer and member of 
the American Institute of Architects, at 
the store modernization show held at 
Grand Central Palace, New York City, 
July 7-12. Mr. Ketchum stresses the im- 
portance of an attractive exterior to a 
modern retail store and emphasizes that 
modernization should be practiced out- 
side as well as inside a store. 


trations in the form of displays, and 
a brief, easily read message expressed 
by sign lettering. The materials and 
equipment used in its construction 
should boldly express the character of 
the store. 

The first impression created by any 
store may come from a fleeting glimpse 
as one drives by in an automobile, or 
while riding in a street car or bus, 
or else from a closer view while walk- 
ing along the sidewalk. It has been 
estimated that a typical pedestrian 
takes less than 7 seconds to pass an 
average show window and that fast 
moving motor traffic takes only 3 
seconds. It is, therefore, obvious that 
every principle that will bring and 
keep attention to the store front must 
be put to work. It will take all that a 
store planner can offer to equal the 
average stopping power of most show 
windows—less than 10 per cent of all 
sidewalk traffic—and to pass the top 
mark of 20 per cent set by better than 
average displays. 

The merchandise on display, wheth- 
er shown in a set pattern of show 
windows or by means of a general 
view of the interior sales floor, should 
be framed like a picture by the store 
front. Never forget that the entire 
front acts as a stage. Displays, back- 
grounds, lighting, atmosphere should 
all combine to create a theatrical set- 
ting for the store’s merchandise. Al- 


though the picture frame may be per- 
manent, the scenery should be change- 
able. In order to hold public attention, 
displays must vary from week to week 
and must take on new forms and pat- 
terns—all within the physical limits 
set by the store front. 

Since bold, easily visible signs and 
a quick general impression of colorful 
merchandise on display will be enough 
to attract fast moving auto trade, the 
principal problem in designing a store 
front is to successfully appeal to the 
slower pace of pedestrian traffic. En- 
trance fronts must always be planned 
for moving crowds. There must be 
room enouph along the store front for 
comfortable window shopping condi- 
tions and an easy transition between 
street front displays and interior sales 
space. Intelligent planning is vitally 
necessary in order to turn the visual 
appeal of signs and displays into ef- 
fective pull-in power. 

At this point the three-dimensional 
advantages of store front advertising 
come into their own. Display space in 
depth is just as important as display 
frontage in width. The time has passed 
when every storekeeper felt that econ- 
omy of space compelled him to squeeze 
his store front against the property 
line. Instead, store entrance fronts are 
now planned with space for outside 
traffic. Traffic aisles are just as neces 
sary on the store front as they are on 
the sales floor. Window shoppers are 
always on the move. They should be 
given plenty of elbow room as they 
are drawn to the entrance door by an 
attractive line of merchandise displays. 

One easy way to accomplish this 
is to pull the sidewalk itself into the 
store as a “store front lobby.” Such 
lobbies, sometimes called arcades, make 
the transition from street to sales area 
a painless one. At the same time, they 
merge the display values of the inte- 
rior with those at the store front and 
help to turn window shoppers into 
store shoppers. 

Where available store area does not 
permit a full-fledged store front lobby, 
it is usually advisable to at least allow 
some elbow room for window shop- 
pers along the store front. This can 
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be done by recessing all or part of the front 
about two or three feet back from the build- 
ing line. The consequent loss in interior 
sales floor area inside will be more than 
compensated for by the added pulling 
power of the entrance front. 

In crowded city shopping districts where 
both sidewalk space and display frontage 
are at a premium there are very real and 
logical reasons for using store front lobbies, 
whether shallow or deep: 

First, they multiply the display possibili- 
ties of a narrow frontage. There can be as 
many as three times the number of show 
windows within a given width with a re- 
cessed front, when the wall of the store is 
arbitrarily located on the building line. 

Second, with a store front lobby, it is 
possible to create a greater variety of dis- 
play treatments. In this type of front, for 
example, there can be show windows on 
the walls to right and left, one or more 
table top display cases in the central floor 
area, additional show windows on the rear 
wall. As an alternative, the rear wall itself 
may be completely glazed so as to permit 
a view of the sales space beyond. 

Third, a store front lobby provides the 
clearest way to extent a hospitable welcome 
to window shoppers. It affords freedom 
from the sidewalk’s heavy traffic, shelter 
from the weather, and leisure to study the 
merchandise on display. 


In middle of the block locations, side- 
walk lobbies will give the stores that use 
them added dignity and importance, added 
window shopping traffic. On a street cor- 
ner, these advantages will be immensely 
strengthened by the fact that an open 
lobby can pull pedestrian traffic from both 
streets by acting as a convenient short cut. 

By recessing the store front, it is pos- 
sible to create corner show windows, even 
though the store involved is not on a cor- 
ner location. The width of the store front’s 
open lobby turns its side wall show windows 
into corner displays visible up and down the 
street. Like show windows on a street cor- 
ner, such displays have maximum visibility 
and attraction. 

Store fronts, whether set on the building 
line or recessed, can be designed either as 
closed or open fronts or as a combination 
of the two. The closed front is the more 
familiar type. It is like a flat billboard, as 
wide and high as the store itself, as shallow 
as the depth of its own closed show 
windows. 

Although the entrance door or doors to 
a shop of this type may afford a glimpse 
of the store inside, the closed show win- 
dows themselves are planned as miniature 
theatre sets for merchandise displayed at 
or near eye level, rather than for a view of 
the sales space inside. Each show window 
is equipped with appropriate but change- 
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Prices of farm products were highest in 1816, two 
years after the war ended. By 1821, five years later, 
prices had fallen to about half those received in 


Prices of farm products in 1864 were nearly double 
those received before the war. By 1871, seven 
years later, prices had fallen to about five-eighths 


War of 1812: 

1816. 
Civil War: 

of those received in 1869. 
World WarlI: 


Prices of farm products in 1919 were about 214 
times those received before the war. By 1921, two 
years later, prices had fallen to about three-fifths 
of those received in 1919. 


World WarII: Prices of farm products in 1946, like those of 1919, 
were about 214 times those received before the 
war. If history repeats itself, prices of farm prod- 
ucts will fall in the next few years. 


-— ROLAND W. BARTLETT, 
Professor, Agricultural Economics, 
University of Illinois 
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able floor and wall materials, lighting and 
display equipment, to properly set off its 
contents. Within the limits set by the fixed 
design pattern of a typical closed front. 
such show windows are capable of presen: 
ing a flexible and varied sidewalk display. 


Closed store fronts, however, are quit: 
limited in scope and flexibility, no matte 
how well planned their show windows and 
displays may be. The closed front will a! 
ways continue to have its uses, chiefly where 
privacy or exclusiveness are desirable or 
essential. It is losing popularity, however, 
due to the greater display opportunities 
offered by the open store front. 

In the average store, only a_ limited 
amount of space can be spared for exterivy 
display from the total available for store 
front depth, sales floor and service area. 
Therefore, the number and variety of show 
windows at the store front is seldom gei- 
erous enough to display at one time each 
and every type of merchandise on sale. 

Both large and small stores answer this 
problem by frequently changing their show 
window displays. This is done not only for 
the sake of variety but also to permit each 
sales division to be represented on the store 
front from time to time. With a closed 
front, this system is a burdensome necessity. 
With an open front, there is an opportunity 
to utilize all the life, color, and activity of 
the interior sales space as a store front at- 
traction, thus automatically giving its mer- 
chandise representation. 

Another powerful influence in bringing 
back the open front is the fact that today 
standards for planning and equipping the 
interior sales space have never been higher. 
If a merchant must devote a sizable share 
of his building budget to the creation of 
an attractive sales floor, it is then an ob- 
vious economy for him to obtain a double 
return on this expenditure—once from its 
effect on the indoor “shopping street” and 
once again from its effect as a store front 
display. 

The open front is so called because it is 
visually open. The same metal and _ glass 
walls keep the weather out but the closed 
window backs are gone. Window shoppers 
are able to see the interior sales space 
framed like a show case by its own store 
front. Aside from adding interest, variety 
and a view of sales area traffic to the store 
front line up, open fronts help to solve the 
perpetual problem of giving complete side- 
walk representation to all the store’s me! 
chandise. The sales departments immedi 
ately inside the glass front act as their own 
display. 

Only merchandise from the more remot: 
areas of the sales space need be especially 
featured in the show windows. This tre: 
mendous increase in the variety and scope 
of street front displays within a given front: 
age is of great value. One floor shops can 
be sure of showing most of their tota! 
merchandise at one time; multi-floor store: 
have less trouble in representing all thei: 
sales departments at frequent intervals. 

When combined with a store front plan 
appropriate to outside sidewalk traffic con: 
ditions and to inside merchandising, open 
fronts can be more successful than closed 
fronts in minimizing the apparent physical 


(Continued on page 80) 


THE FEED BAG — August, 1947 


| 
¢ 
a 
| _ = 


THE FEED BAG — August, 1947 


DRY CARRIERS 


VIT-AD—Stabilized Vitamins A and D in soybean oil meal; guaranteed 
400 AOAC chick units of Vitamin D and 1000 USP units of Vitamin 
A per gram. Easy to use: just measure out the required amount 
for your batch and mix in mixer with other ingredients—economical 
—conveniently packed in 100-Ib. drums. 


VIT-D-100—Stabilized Vitamin D in soybean oil meal—guaranteed 100 
AOAC chick units of Vitamin D per gram. Easy to use: just meas- 
ure out the required amount for your batch and mix in mixer with 
other ingredients—economical—packed in 100-lb. bags. 


VIT-D-400—Stabilized Vitamin D in soybean oil meal—guaranteed 400 
AOAC chick units of Vitamin D per gram. Easy to use: just meas- 
ure out the required amount for your batch and mix in mixer with 
other ingredients—economical—conveniently packed in 100-Ib. 
drums or bags. 


for every feed 


VIT-D-2000—Stabilized Vitamin D in soybean oil meal—guaranteed 2000 
AOAC chick units of Vitamin D per gram. Contains 908,000 AOAC 
chick units of Vitamin D per pound—conveniently packed in 50- 
and 100-Ib. drums. 


requirement 


For the feed manufacturer who feels that his feeds contain sufficient 
Vitamin A obtained from ingredients in his feeds in the form of carotene 
(pro-vitamin A), VIT-D-100 and VIT-D-400, and VIT-D-2000 are the ideal 
dry products. To those who prefer "Vitamin A insurance" VIT-AD is 
recommended, 


OIL CARRIERS 

SILMO 4D-1A Feeding Oil—Guaranteed 400 AOAC chick units of Vitamin \ 

D and 1000 USP units of Vitamin A per gram. P 

SILMO XX Vitamin Oil—Cod liver oil with added Vitamins A and D; avail- 2 ‘J 

able with 400 AOAC chick units of Vitamin D and 2000 USP units ccf. 

of Vitamin A per gram, and also 400 AOAC chick units of Vitamin A ae 

D and 3000 USP units of Vitamin A per gram. o!, 
SILMO 8D-2A Feeding Oil—Guaranteed 800 AOAC chick units of Vitamin “wa 


D and 2000 USP units of Vitamin A per gram. 


SILMO 8D-4A Feeding Oil—Guaranteed 800 AOAC chick units of Vitamin 
D and 4000 USP units of Vitamin A per gram. 


Some feed manufacturers prefer the use of feeding oils and cod 
liver oils because of their “wetting down" effect. The 400-D oils are more 
practical for this purpose—however, a certain amount of “wetting down" 
can be obtained through the use of 800-D oils which are more attractively 
priced. In addition to the above oils, special high potency feeding oils 
can be made to your specifications for use in special products such as feed 
concentrates and mixed supplements. 
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Serve Farm Youth 


They Mean Profit in Future 


@ GETTING young customers started 
in proper methods of feeding is far 
easier and more effective than trying 
to change long-established habits of 
veteran farmers, declares Bert Case, 
who operates Case’s Feed store, Atchi- 
son, Kan. That’s the reason Mr. Case 
spends his time freely helping 4H 
club members develop healthier, bet- 
ter producing livestock and poultry. 

“My office is filled with photo- 
graphs of prize winning cattle raised 
exclusively on the formula feeds I 
handle,” Mr. Case explained. “These 
pictures are the best advertising I 
could ask for. They are concrete evi- 
dence of results which can be accom- 
plished by scientific feeding. They not 
only convince youngsters but also help 
to break down prejudices against 
manufactured rations voiced by vete- 
ran stock and poultry raisers who have 
become pretty firmly set in their out- 
moded feeding habits.” 

High grade livestock and poultry 
raised by Mr. Case’s customers con- 
sistently win top awards at county 
fairs and stock and poultry shows in 
Atchison and neighboring counties. 
Mr. Case is always eager to help his 
customers improve their herds and 
flocks so that they can win prizes, and 
the award-winning farmers are glad 
to tell their friends how quality ra- 
tions from Case’s Feed store helped 
them turn the trick. 

Case’s Feed store features the full 
line of Pillsbury’s Best feeds exclu- 
sively and Mr. Case reports splendid 


results with them in the Atchison trad- 
ing area. He is thoroughly convinced 
of the merits of formula feeds and 
works hand in hand with representa- 
tives of the manufacturer in publi- 
cizing the advantages of feeding qual- 
ity products. There is a large Pillsbury 
mill in Atchison and the milling com- 
pany works closely with Mr. Case in 
arranging advertising programs aimed 
at building formula feed sales. 

“Too much feed is purchased on 
the strength of habit,” Mr. Case as- 
serted. “Live demonstrations right in 
the salesroom help wake farmers up 
to the superiority of modern balanced 
rations over old time feeding methods.” 
Recently Mr. Case conducted a pig 
feeding demonstration right in his 
salesroom. He fed one pig Pillsbury 
formula feed and another corn and 
chops. At the end of the demonstra- 
tion period, the formula fed pig had 
gained twice as much weight as the 
other. “This was conclusive proof to 
many doubters of the actual worth of 
scientifically produced rations.” Mr. 
Case commented. 

To back up his effective live dis- 
plays, Mr. Case advertises regularly 
in the Atchison newspaper. A large 
display advertisement every Thursday 
reaches thousands of farmers in the 
Kansas trading area. One corner of 
each ad is devoted to a short para- 
graph entitled “Bert Says.” Farmers 
watch this space for Mr. Case’s ob- 
servations on current feed and farm 
problems. 

One recent paragraph under the 
title “Bert Says” read as follows: 

“My guess is that feed will be high- 
er again next week, so if you need a 
few extra bags, better come in today.” 

Mr. Case’s advertisements are al- 
ways three columns wide by 6 inches 
deep because he does not believe farm- 
ers take the time to read small or over- 
crowded ads. 

Case’s Feed store was first opened 


YOUNG farmers get special 
attention at Case's Feed store, 
Atchison, Kan., because Bert 
Case, the owner, is laying the 
groundwork for future business 
by cultivating their friendship. 
An exterior view of the neat 
brick feed store is shown right. 


BERT CASE 


for business only four years ago but 
already Mr. Case has built up a large 
list of satisfied customers in his trading 
area. Mrs. Case handles all the office 
work for her husband while Mr. Case 
is his own best salesman. A delivery- 
man completes the compact Case’s 
Feed store staff. 

“We are still operating on a com- 
paratively small scale but we are build: 
ing on a sound basis and have great 
plans for the future,” Mr. Case de- 
clared. “Quality merchandise and fair 
treatment to small and large, young 
and old purchasers alike have won us 
many customers who are spreading our 
name and reputation throughout the 
community.” During 1946 Case’s Feed 
store grossed $90,000 with overhead 
costs extremely low because of care: 
ful management and a small staff. 

The vast majority of sales at Case's 
Feed store are made on a cash and 
carry basis. Large lot orders are de- 
livered on request, but these too are 
paid for either in advance or imme- 
diately on delivery. “We think cash 
selling is the only way to do business,” 
Mr. Case stated. “We would prefer 
not to grant credit even to those farm- 
ers whose credit reputation is gilt- 
edged.” 

Among the most profitable side- 
lines at Case’s Feed store are seed corn 
and garden seeds. Although these are 
mainly seasonal sellers, they account 
for a substantial volume of business 


(Continued on page 84) 
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Self-Service Plan Boosts Sales 


Holley & Faucett Make it Easy to Buy 


@ ATTRACTIVE displays of mer- 
chandise which encourage self service 
can build the sales volume of feed 
stores considerably, according to Rob- 
ert Holley and Oma Faucett, feed 


_ dealers at Tuscaloosa, Ala. Through- 


out the big Holley & Faucett Feed 
store customer convenience is the 
watchword and everything the store 
sells is readily accessible to farmers 
without the necessity of clerk service 
unless they desire it. 

“We feel that the easier it is for a 
farmer to pick up farm needs, the 
more he will buy,” Robert Holley de- 
clared. “Most farmers prefer not to 
be rushed in their shopping, yet want 
expert help to be available when they 
want it. By training our employes 
thoroughly and by making our mer- 
chandise convenient we have built our 
business up to new levels in recent 
years.” 

From its broad front to the rear 
door, the Holley & Faucett Feed store 
shines with cleanliness. The wide glass 
panels which form the front of the 
salesroom are kept gleaming at all 
times and the merchandise displays 
which they exhibit are equally bright 
and inviting. 

Dust never gathers on the merchan- 
dise in the Holley & Faucett windows 
because frequent dustings make the 
accumulation of dust almost impos- 
sible. The merchandise arrangements 
are changed frequently because both 
Mr. Holley and Mr. Faucett are well 
aware that farmers ignore a display 
after they have seen it for the second 
time. 

“Appearance of a feed store will 
not sell feed by itself,” Mr. Faucett 
declared. “But if a store isn’t spick 
and span the farmers are certain to go 
elsewhere for their farm needs. That's 
why we back up the quality merchan- 
dise we handle with a bright, present- 
able salesroom and an equally bright 
and clean warehouse.” 

The broad front display windows at 
the Holley & Faucett Feed store make 
the use of artificial lighting within 
the salesroom practically unnecessary. 
Bright sunlight, acclaimed by almost 
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everyone as the best light, keeps the 
big displayroom sunny and cheerful 
throughout the business day. 
Directly facing the front entrances 
of the Holley & Faucett Feed store 
are neat shelves which display to good 
advantage the firm’s wide inventory of 
livestock and poultry remedies. On ad- 
joining shelves Mr. Holley and Mr. 


FROM its broad front, sho 
above, to the rear door, + 
Holley & Faucett Feed sto: 
Tuscaloosa, Ala., shines wit 
cleanliness, Attractive displa 
inside encourage customers 


Faucett display other profitable and 
eye-appealing sidelines, including 
bright packages of dog food, poultry 
feeders and fountains, and a dozen 
other farm necessities. 

So that customers will know exactly 
what type of feed they're buying and 
will be satisfied with their feed pur- 
chases when they get back to their 
farms, the Holley & Faucett Feed store 
always has an open sack of each va- 
riety of formula feed on display. This 
enables the employes to show the 
farmers exactly what they are buying 
and eliminates entirely complaints that 
occasionally arise when customers feel 
they didn’t get the feed they had 
wanted. 

“Seeing is believing,” Mr. Faucett 
stated. “That’s why we like to let the 
farmers see and feel the merchandise 
they are going to buy. We handle 
quality products and we're not afraid 
to have our customers examine every- 
thing we have for sale before they 
buy anything.” Prices are plainly 
marked on all items of merchandise in 


the big displayroom and farmers c¢;n 
easily compute their own total pur 
chases without the aid of clerks unless 
they desire them. 

The busy Holley & Faucett Feed 
store is ideally located near the War- 
rior river bridge in thriving Tusc. 
loosa, a city of 30,000. There are no 
competing farm stores between tlic 
firm and the bridge over which most 
farm traffic enters Tuscaloosa, so Mr. 
Holley and Mr. Faucett really have 
“first crack” at the farm trade. 

At the rear of the one-story brick 
structure Mr. Holley and Mr. Faucett 
store their bulk dog food, rabbit food, 
and loose grain in sturdy wooden bins 
which are readily accessible. “We 
stock pet foods mainly as a conveni- 
ence to the farmers,” Mr. Faucett ex- 
plain¢d. “In themselves they do not 
bring in a large profit but our custo- 
mers do appreciate the fact that we 
are striving to fill their every farm 
need.” 

Additional merchandise which is 
carried mainly as a convenience to the 
farmers includes leather goods, house- 
hold necessities such as brooms and 
mops, light hardware, and a limited 
stock of groceries. “We sell a consid- 
erable volume of flour and a large 
volume of fertilizer too,” Mr. Holley 
stated. “Both these products mean 
not only a fair profit in themselves 
but also serve as excellent tie-in items 
with feed sales. This is especially true 
in the case of farmers who tell us they 
raise their own corn or some other 
grain.” Seeds also sell very well it 
the Holley & Faucett Feed store and 
Alabama farmers are becoming in 
creasingly more aware of the benefits 
of scientific planting and cultivation. 

Three employes keep busy serviny 
customers who like clerk assistance 
along with their self service. A new 
Dodge truck adequately takes care of 
all deliveries to farms. The Holley 
Faucett Feed store offers free delive: 
ies within 10 miles of Tuscaloosa on 
all orders of $10 or more. 

Frequent advertisements in the Tu: 
caloosa News point out to farmers ani 
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DRIED MILK PRODUCTS CORP. 
Public Ledger Building e 


The Modern "Successor" to 
Condensed Buttermilk! 
High in Vitamin Content 


Fortified with All Essential Amino Acids 


In Semi-Solid EMULSEAST is achieved a palatable 
and digestible “successor” to Condensed Buttermilk. 
The high amino acid content of the Semi-Solid 
brewers’ yeast (richest source of vitamin B Complex) 
combined with Semi-Solid buttermilk and whey 
(enriched with pure Wheat Germ Oil) assures the 
highest assimilation of proteins. Shearer’s Semi-Solid 
EMULSEAST helps build healthier poultry . . . flesh 
of highest quality and higher egg production. 
Note the natural vital elements combined in Semi- 
Solid EMULSEAST 

| Brewers’ Yeast 

Semi-Solid Buttermilk 
{ Whey 


Enriched with PURE WHEAT GERM OIL 


The dealer has in Semi-Solid EMULSEAST a product 
with all the makings of a “best seller” for his feed 
buyers! 


You can sell Semi Solid EMULSEAST by the barrel 
and build a firm following of “repeat” customers who 
come back—again and again!—for this highly potent 
supplement. 

ATTENTION FEED MIXERS — By adding a small 
amount of Semi Solid Emulseast to your own mashes 
will not only increase the palatability, but will step 
up the efficiency of your brand of feeds to a much 
higher degree. This is due to the high essential Amino 
Acid content of Semi-Solid Emulseast, which is lack- 
ing in feeds. 


A Product of 


SHEARER'S 


Philadelphia 6, Pa. 
WAlnut 2-1825, 2-1826 
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EmulsEast Tells a Story of RICH NUTRITIONAL BENEFITS 


These elements, emulsified with the Pure Wheat Germ 
Oil (Vitamin E Complex), brings you a complete vita- 
min supplement for poultry and livestock. Can be fed 
regularly as a supplement either in the feed or 
on top. 

And the essential amino acids, too, are included in 
Semi-Solid EMULSEAST. These are the vital building 
stones that make for the highest digestion of proteins. 
With these amino acids in Semi-Solid EMULSEAST 
the poultry will be aided in the complete digestion 
of proteins . . . better nourishment that makes for 
sound health, flesh of highest quality, and higher 
egg production. 

IT IS MORE ECONOMICAL TO FEED SEMI-SOLID 
EMULSEAST BECAUSE IT IS 56% SOLIDS. 


EmulsEast Tells a Story of RICH DEALER PROFITS 


The most imporiant benefit found when Semi-Solid 
Emulseast is added to your feeds, is that due to its 
high Amino Acid content, the usual loss of proteins 
is lessened due to the fact that the Amino Acids, 
which are the building stones for the proteins, go to 
work immediately and distribute these feed proteins 
in the systems of poultry to the extent that they are 
not usually passed out through the droppings. The 
feed, therefore, is properly digested so that the 
valuable proteins are not wasted. 

An interesting Semi-Solid EMULSEAST Exclusive 
Dealer Profit Plan is available. Write and we'll send 
you the whole story . . . write TODAY! 

EMULSEAST was developed by GRELCK, the 
originator of Semi-Solid Buttermilk 


Mail this Coupon — NOW! 


SHEARER’S DRIED MILK PRODUCTS CORP. 
Public Ledger Building, Phila. 6, Pa. 


We'd like to have more details on Semi-Solid EMULS- 
EAST Exclusive Dealer Plan. Please send literature and 
the special sales-profits offers. ‘ 
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At the outset of the Spanish American 
War, Roosevelt organized the Ist U. S. 
Volunteer Cavalry. The reckless and exul- 
tant sweep of Roosevelt and his “Rough 
Riders” at Son Juon Hill notably con- 
tributed to breaking the Spanish spirit. 


CHASE was ennaataiiiiidiiens Better Bags 


He rode from the far-off western plains to San Juan Hill 
to the White House—a colorful, vigorous, and outspoken 
champion of the underprivileged and of American rights! 
T. R.—he is honored, respected, and he will never be 
forgotten! 


During this thrilling chapter of American history, and 
many years before, Chase was manufacturing bags of all 
types for agricultural products, industrial and military sup- 
plies and equipment. 


Today we celebrate our Centennial. This is important to 
you, we believe, because our 100 years of experience is your 


assurance of a better container for r products 
er contai you ucts. 

Your nearby Chase salesman will be glad to provide 

complete information. e OPEN MESH BAGS 


e PROTEX BAGS—SEWN, ALSO 
CEMENTED SEAMS 


One Hundred Years of Experience 
in Making Better Bags for ae 2 @ TOPMILL BURLAP BAGS 
Industry and Agriculture. , fg e COTTON BAGS FOR ALL NEEDS 


e@ SPECIALTIES 
FOR BETTER BAGS. coe “BETTER BUY CHASE 


BOISE BUFFALO e CHAGRIN FALLS,O. CLEVELAND  CROSSETT, ARK. © DALLAS DENVER DETROIT GOSHEN, IND. 
HARLINGEN, TEXAS © HUTCHINSON, KAN. © KANSAS CITY ¢ MEMPHIS e MILWAUKEE © MINNEAPOLIS) ¢ NEW ORLEANS ¢ NEW YORK 
OKLAHOMA CITY ORLANDO, FLA. ¢ PHILADELPHIA PITTSBURGH PORTLAND, ORE. ¢ REIDSVILLE, N.C. ST.LOUIS SALTLAKECITY TOLEDO 
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Readers who are interested in obtaining a publication which gives 
a complete digest of most of the experimental data published in the 


United States and foreign countries may 


obtain complete details 


by writing to The Feed Bag, 1712 W. St. Paul Ave., Milwaukee 3, Wis. 


Title of Experiment: Amount of Feed and 
Nutrients in the Rumen of Cattle Through- 
cut a 24-Hour Period as Affected by the 
Plane of Feeding and Character of the 
Ration. 

Authors: Wise Burroughs, Paul Gerlaugh, 
E. A. Silver and A. F. Schalk, Agricultural 
Experiment Station, Wooster, Ohio. 
Digest: Rumen contents of steers were ex- 
amined every four hours throughout 24 
hour period for purposes of gathering in- 
formation pertaining to fundamental rumen 
physiology in the utilization of feeds by 
cattle. Two rumen fistula steers were fed 
successively three rations at three levels of 
feeding. The composition of the rations 
differed only in the form of corn used: 
whole shelled corn, ground shelled corn, 
and ground ear corn. The rumen ingestea 
examinations included the weight of the 
wet crude fiber, ether extracts and ash. 
Estimations of the amounts of feed existing 
in the ingesta throughout the day were de- 
terminations based upon nutrient analysis. 
Only slight differences were noted in the 
rumen contents when whole shelled corn 
was compared with ground shelled corn; 
marked differences in the water and fiber 
makeup of the rumen existed when ground 
car corn was fed. The significance of these 
differences can be evaluated only in part at 
present, since information is incomplete 
concerning favorable to rumen micro- 
organisms in bringing about fiber digestion 
and synthesis of protein and vitamin 
nutrients. 


* 

Title of A’ Comparison of 
Gains and Carcasses Produced by Three 
Types of Feeder Steers. 

Authors: J. H. Knox and Marvin Koger, 
Agricultural Experiment Station, State Col- 
lege, New Mexico. 

Digest: About 350 yearling Hereford steers 
were classified by the visual method into 
compact, medium and rangy types and were 
used in feeding experiments over a period 
of years. Comparisons were made of gain, 
finished grade, carcass grade, dressing per- 
centage and gain expressed in percentage 
of initial weight. In eight years the rangy 
cattle surpased both other types in both 
gain and dressing percentage. Every year 
they were superior to the compact steers 
in these respects. The higher rate of gain 
made by the rangy cattles appears to be 
related to the greater size rather than to 
difference in form. The higher average 
dressing percentages obtained from the 
rangy steers may have been because deep 
hodies add to the appearance of blockiness 
while shallow bodies may cause cattle to be 
classified as rangy. The compact type had 
a slight non-significant advantage in fin- 
ished grade and gain expressed in percent- 
age of initial weight. The latter point is 
interpreted to mean that there probably 
was no advantage for the rangy type in 
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efficiency of gain, in spite of greater total 
gain. There was no difference between the 
types of carcass grades. 

Title of Experiment: The Effect of Vitamin 
Supplements Upon Survival of New-Born 
Calves. 
Authors: R. G. Hansen, Paul H. Phillips 
and I. W. Rupel, University of Wisconsin, 
Madison. 
Digest: The effect of vitamin supplements 
upon survival of new-born calves fed a 
skim milk basal ration from birth was stud- 
ied. It appears that under certain conditions 
new-born calves require vitamin A in ex- 
cess of 10,000 I.U. per day when severe 
diarrhea and ability to survive were used 
as the criteria for establishing approximate 
requirements. A total of 25,000 I.U. of 
vitamin 'A per day in the form of fish liver 
oil concentrate greatly enhanced the chance 
of survival of calves fed skim milk ration. 
In the presence of adequate vitamin A in- 
gestion the favorable supplementary effect 
of niacin was found to be negligible. The 
blood plasma vitamin A concentrate followed 
previous observations namely that on the 
average the new-born calf has a very low 
blood plasma vitamin A level. 

Title of Experiment: Growth of Chickens 
Fed Only During the Cooler Part of the 
Day. 
Author: Burt W. Heywang, U. S. Depart- 
ment of Agriculture, Glendale, Ariz. 
Digest: The result of several experiments 
indicate that the growth of young white 
leghorn chickens is stimulated and their 
gross efficiency of feed utilization is in- 
creased when they have access to feed dur- 
ing the cooler hours of the day. This same 
benefit results when they receive continuous 
light instead of only daylight, during hot 
weather, but not during moderate or cool 
weather. The stimulation of growth during 
hot weather was not believed due to an 
increase in feed consumption. 

+ 
Title of Experiment: The Treatment of 
Linseed Meal to Improve its Feeding Value 
for Chicks. 
Author: F. H. Kratzer, Agriculture, Agri- 
cultural Experiment Station, Fort Collins, 
Colo. 
Digest: Linseed meal was mixed with three 
times its weight of water, allowed to stand 
for a day at room temperature and dried. 
Chicks which were fed a diet containing 
the treated meal grew three times faster 
than chicks fed untreated linseed meal. Ex- 
traction or treatment with 50 per cent 
ethanol improved linseed meal to a similar 
extent; extration with 95 per cent ethanol 
was not effective. 

Title of Experiment: Effect of Diet on the 
Response of Chicks to Folic Acid. 
Authors: T. D. Luckey, P. R. Moore, C. A. 


Elvehjem and E. B. Hart, University of 
Wisconsin, Madison, Wis. 

Digest: A study of the effects of dietary 
constituents upon the activity of synthetic 
folic acid in chick nutrition indicated that 
no definite requirement for this compound 
can be established since the response to 
a given amount of folic acid depends upon 
the type of ration used. Folic acid produced 
the least response with high-fat diets or 
diets containing glucose, sucrose or starch 
as the sole carbohydrate and the best re- 
sponse with diets containing high protein, 
low fat or corn meal and dextrin as the 
carbohydrates. Hemoglobin responses were 
better on diets containing dextrin or corn 
meal than diets containing other carbo- 
hydrates. Feather development could not be 
correlated with either the amount of folic 
acid in the diet or the rate of growth of 
the chicks when low levels of folic acid 
were included in the diet. Whole liver sub- 
stance, when added to a diet containing 
sucrose as the carbohydrate, gave an in- 
creased growth response that could not at- 
tributed to its folic acid content. 


Straw and Stubble Injure 
Clover and Timothy Stands 


Last year’s heavy combined straw and 
stubble left undisturbed seriously injured 
clover and timothy stands on many Indiana 
and other Midwest farms, the Purdue ag- 
ronomy department has reported. The hay 
yield in Purdue tests where the stubble was 
clipped and all growth removed soon after 
harvest was over twice as much this year 
as the hay yield including straw and weeds, 
where nothing had been done with the 
straw. Where either the stubble was clipped 
and the mass of straw allowed to fall to the 
ground or where it was run over with the 
cultipacker without clipping the hay yields 
were about 50 per cent greater than from 
fields in which the straw was undisturbed. 

These results are in line with observa- 
tions made in previous years and with Ohio 
experiment station trials over a period of 
years. The practice of clipping the stubble 
where clover and alfalfa have been seeded 
not only removes the mat of straw that is 
usually somewhat bunched and held up by 
the grain stubble, but also stops annual 
weeds that often make strong competition 
for the legume and grass seeding. Fall pas- 
turing of rank growths of clover under 
heavy straw is also beneficial to the stand. 

When less straw is needed, removal of 
the heavy combined straw without clipping 
helps to make a more uniform legume stand 
by removing bunchy straw masses. Where 
no straw is needed grass stands are im- 
proved by close clipping soon after com- 
bining. Close clipping is not injurious to 
red clover and alfalfa as new growth comes 
from the crown. The growing forage plants 
which come up through the mat of straw 
shade the straw, helping to keep it moist. 
This makes the straw rot more quickly so 
that little of it is left by the following June 
to be picked up in the hay. 

Clipping of young sweet clover is not 
advised. Rolling down the tall stubble and 
straw masses with a cultipacker or limiting 
pasturing to break up and trample down 
the heavy straw masses is recommended. 
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In 1932, Perry Parks started his career 
with Purina with a $700 order for Chows. His 
first year Parks sold 1,500 bags — largely through 
house-to-house can- 
vass; Gainesville, 
Georgia, began 
to know about 
Perry Parks and 
his Checker- 
board wares. 


As is true of a great many Purina Dealers, 
Parks soon took an aggressive, alert interest in 
the community affairs— joined Rotary, Cham- 
ber of Commerce, other 
Gainesville civic 
groups. Meanwhile, 
recognizing the 
problem of 
opening more 
and bigger 
feed markets 
in a cotton 
community, he cast about for new merchandise 
outlets —- wider sales opportunities. 


He soon sensed the tremendous future in 
the broiler business . . . began to spend a lot of 
time building customers, servicing and feeding 
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their flocks and 
his hunch was 


right: Northeast 
Georgia began 
to develop into.one 
of the country’s lead- 
ing broiler areas. Perry 
Parks grew right along with the industry he had 
helped to develop... today dresses and ships a 
half million broilers a year all over the South. In 
1946 he sold 108,000 bags of Purina Chows. 


By 1946 Parks had sold a 
million dollars worth of 
Purina merchandise, 
Y received his Purina 
Million Dollar 
3 Dealer Award. With 
a fine home and fam- 
« ily and a leading 
business position in 
Gainesville, Perry Parks can look back on 17 
years of splendid growth. 


Many fine success stories have been written by 
Purina Dealers over the country. The Purina 
Franchise has been a major ingredient in all of 
them. For this Franchise is much more than an 
agreement to market Purina products—it stands 
for the mutual drive and spirit that get business 
results. Yes, Purina and Purina Dealers pull 
together on the Purina Franchise. 


RALSTON PURINA COMPANY 


St. Lovis 2, Missouri 


THE PURINA FRANCHISE—HUB OF A PROFITABLE FARM SUPPLY BUSINESS 
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Farmers Endorse Unique Displays 


Mayer Features Eye-Catchers Year 


@ UNIQUE promotions and stimu- 
lating publicity ideas have spread the 
fame of Frank H. Mayer, feed dealer 
at Oneida, N. Y., far and wide among 
the farmers of the Empire state. 
Credit for a score of unusual business 
stimulators goes to Kennard Stephens, 
young Missourian war veteran who 
manages the Mayer Feed store for Mr. 
Mayer. 

“Ken's really got a million worth- 
while ideas in his head,” Mr. Mayer 
declared. “Things really pop around 
here when he’s got a new promotion 
in mind. But the best point in favor 
of all his publicity ideas is that they 
really pay off in increased business 
for our store.” 

On the flat roof of one of the 
buildings in the feed plant group 
there’s always a bright, eye-appealing 
display featuring life-size figures. At 
Christmas time, for example, Mr. 
Stephens set up a Santa Claus, replete 
with evergreen, sleigh, and reindeer. 
At Easter a giant rabbit with huge 
colored eggs is the center of the dis- 
play. On the Fourth of July a tall, 
lank Uncle Sam smiles down at the 
community. Thanksgiving calls for a 
proud turkey, pumpkins, and long 
shocks of corn. 

“We keep this display fresh and 
current throughout the year,” Mr. 
Stephens explained. “We reason that 
no farmer is going to keep looking 
up at our store roof if it merely has 
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our name posted on it. But with 
this big display always new and al- 
ways prominent, farmers often drive 
up from a considerable distance mere- 
ly to see what the current scene is. 
Of course, the vast majority of these 
farmers, many of them non-customers, 
then stop in at our salesroom and 
make a purchase.” 


Mr. Stephens is well versed in mod- 
ern merchandising techniques. Prior 
to four years of service as a gunner 
in the army air forces in World War 
II, he was a member of the advertis- 
ing department of the St. Louis Globe- 
Democrat and also served in the ad- 
vertising department at Purina Mills. 
All this experience has been put to 
excellent use at the Frank H. Mayer 
Feed store. 


Every local parade, field day, or 
civic function in Oneida calls for pro- 
motion on Mr. Stephens’ part and he 
always has some unusual feature to 
publicize the products and services of 
the Mayer Feed store. There’s always 


PROMOTION minded Frank 
H. Mayer is shown far left 
watching Kennard Stephens lift 
a three months’ old, 307 pound 
calf. Center photo shows firm's 
appealing rooftop Christmas 
tableau complete with Santa 
Claus and reindeer, Mr. Mayer 
is shown again at right with an 
employe dressed in a costume 
to stimulate dog food sales. 


‘Round 


a bright, snappy float bearing the 
Mayer name in every local event. 


Nor does Mr. Stephens lack promo- 
tion ideas for the feed store itself. 
One of his most profitable publicity 
stunts was lifting Lucy, a formula 
feed fed calf, daily from the time 
she was three weeks old until she 
weighed well over 300 pounds. Lucy, 
a sturdy Holstein, rated a special pen 
in the Mayer salesroom and promotion 
of formula feed sales was tied in 
closely with her remarkable growth 
record. 


Originally Mr. Stephens merely got 
his arms around Lucy and lifted her 
off the floor. But as she grew heavier 
he began to use a canvas sling and 
was still managing to raise her com- 
pletely off the floor when she weighed 
310 pounds. 

Cleanliness and neatness are evi- 
dent throughout the Frank H. Mayer 
Feed store. The exterior always is 
freshly painted. Inside the display- 
room self-service is emphasized. Low, 
open shelves and island-type tables en- 
courage farmers to help themselves 
to the products they need and then 
take them to the counter for wrap- 
ping. 

All the promotional activities of the 
Mayer Feed store are tied in closely 
with the firm’s advertising. Newspaper 
display space and direct mails are used 


(Continued on page 106) 
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EXPERIENCE 
RESEARCH 


E. F. Drew Products give qual- 
ity performance year after year. 
They fortify all manufactured . 
feeds adequately with essential 
Vitamins A and D. : 


VITANDRY 2000 VITAND VITANDRY D2 
: D-Activated Animal A and D Feeding Oils and Irradiated Yeast St ’ 
Sterol. Fortified Codliver Oils. 


15 EAST 26th ST., NEW YORK 10, N. Y- 
f Commerce Bldg., Zone 10 » CHICAGO: 919 N. ichig eo 
& Co., Ltd., Montreal BRAZIL: E. F. Drew & Cia Rio De 
FACTORIES & LABORATORIES: BOONTON, N. J. 
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Malting Barley Prices Set Record 


All-Time High Will be Paid This Year 


e BARLEY growers in seven mid- 
western states will receive the highest 
prices in history this year for their 
crops provided present prices continue 
and their grain is a variety approved 
for malting. The Canadian embargo 
on exported barley combined with an 
increasing demand by United States 
maltsters has boosted barley prices to 
all-time highs, according to Dr. John 
H. Parker, Milwaukee, Wis., director 
of the Midwest Barley Improvement 
association. 

Dr. Parker warned, however, that 
the malting industry would pay a 
premium over feed barley prices only 
it the grain meets special malting 
requirements. 

“Certain grain characteristics are 
necessary in the exacting process of 
malting,” Dr. Parker said. He then 
outlined several methods by which 
barley growers can assure their grain 
of every chance to qualify for the 
premiums earned by quality malting 
barley. 

“First, the grain must be a variety 
containing these special character- 
istics,” he pointed out. “In the seven 
midwestern states these varieties are: 
Bay, Kindred, Manchuria, O.A.C. 21, 
Oderbrucker, Odessa, and Wisconsin 
38.” Dr. Parker noted that the average 
return per acre of barley last year was 
$40.65 in Illinois, Iowa, Michigan, 
Minnesota, North Dakota, South Da- 
kota, and Wisconsin. 

Barley for malting must be mature 
grain with moisture content not more 
than 14 per cent and kernels must not 
be cracked, broken, skinned, or frayed 
in threshing, Dr. Parker stated. Grain 
must have high test weight, be bright, 
and free from weathering or other 
damage. Malting barley stored in farm 
bins should always be watched care- 
fully and turned if necessary, he em- 
phasized. This is done to avoid heat- 
ing in the bin. 

In order to get the highest premium 
offered by maltsters, the barley grow- 
er should plant certified seed from a 
good commercial crop grown from 
certified seed the previous year, Dr. 
Parker advised. 


“For highest quality, barley should 
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be planted early. Just before planting, 
seed should be treated with new im- 
proved Ceresan to control smut and 
other plant diseases,” he stated. Yields 
will be increased and grain quality 
improved if phosphate or phosphate- 
potash is used as fertilizer on the bar- 
ley, Dr. Parker asserted. 

“The Midwest Barley Improvement 
association finds that barley harvested 
while even slightly green, will mean 
lower yields, lighter test weight, high- 
er moisture content, and more dam- 
aged kernels than in a fully ripe crop. 
But as soon as the kernels are hard 
and the straw is yellow, the mature 
crop should be harvested promptly to 
avoid weather damage,” he said. 

“In harvesting with a combine, 
proper adjustment and operation is 
extremely important to preserve the 
value of the grain.” Dr. Parker listed 
suggestions for this proper and effi- 
cient operation: 

(1) Keep cylinder speed low. Re- 
duce speed when grain is dry. Avoid 
speeding up when cylinder is loaded 
lightly. 

(2) Have no end play in cylinder 
bearings. 

“Point two is especially important 
with threshers or combines equipped 
with spike-tooth cylinders,” Dr. Park- 
er stated. “When spike-tooth cylinders 
are used, it is imperative that concaves 
be set down at least half-way. Only 
one or two rows of concave teeth 


"We'll bring her back when we get our 
bell fixed!" 


should be lowered after threshing 
wheat.” 

Third point recommended is the ad- 
justing of sieves to insure least pos- 
sible return of tailings to cylinder. 
Fourth, fifth, sixth and seventh points, 
in order, are: Keep sufficient wind 
blast in front of sieves to keep opening 
free of chaff and other material. Sieves 
should be nearly level and care should 
be taken to keep up the rear end. All 
conveying augers should have suffi- 
cient clearance. If weather is hot and 
dry, combine should be adjusted to 
avoid cracked kernels. 

In combining barley one of two 
methods may be used: (1) direct or 
straight combining of standing, ripe 
grain; or (2) swathing or windrowing 
the grain when it is ripe enough to 
cut with a binder, and then combining 
it from the windrow, after a few days 
of drying. The windrowing method is 
common practice in the “Thumb” 
area of Michigan and in the Red river 
valley of North Dakota and Minne- 
sota. Dr. Parker warned binder-thresh- 
er users to guard against weather dam. 
age in shock or stack, by careful shock- 
ing and capping of shocks. 

“In binder-thresher harvesting, too, 
it is important that the thresher is ad- 
jacent to avoid damaging kernels. One 
way of decreasing the possibility of 
damage is to feed bundles evenly and 
avoid overloading the machine,” he 
emphasized. 

@ RAYMOND PILLE, Maple River, Iowa, 
was married recently to Ruth Bernholtz of 
Carroll. Mr. Pille is associated with the 
B. A. Pille & Son elevator. 


@ W. W. DEWEY & SONS, Pekin, IIl., 
have completed construction of new grain 
storage facilities with a capacity of 93,600 
bushels. 

@ ALBERT TALLEY, Jefferson, S. D., 
has purchased the Akron Feed Mill at 
Akron, Iowa, from J. Ernest. 

JOE ROBINSON DIES 
Joseph Robinson, Beloit, Ohio, who 

served as sales representative for the G. E. 
Conkey Co., Cleveland, for the past 17 
years, died June 20. Mr. Robinson was well 
known to feed dealers throughout the Buck- 
eye state and was mayor of Beloit at the 
time of his death. 


eéle 


(Pm 


BES 


Consign Your 
Barley te... 


La BUDDE 
Feed & Grain Go. 


® Carl Houlton, Manager 
Grain Department 


You will find it profitable to trade in the Milwaukee M 
—whether you want to buy or sell grain or feed. The mem 
of the Milwaukee Grain Exchange listed on this page stand 
to give you excellent personal service. 

Milwaukee is a primary market for barley. Here the larg 
brewers and maltsters in the world offer an excellent market { 
malting barley. Added to this is the fact that Milwaukee enjo 
a large demand for all types of feed grains. 

Next time you want to buy or sell we suggest you look to t 


Milwaukee market. It will be to your advantage to contact t 
firms listed on this page. 


W. M. BELL COMPANY 


COMMISSION MERCHANTS 
SPECIALIZING IN 
BARLEY and RYE 
AT MILWAUKEE 


e INQUIRIES ON FEED GRAINS INVITED e 


MOHR-HOLSTEIN COMMISSION COMPANY 


COMMISSION MERCHANTS 


BARLEY and Other Grains 


EXCHANGE TELEPHONE 
MARQUETTE 0940 


P.C. KAMM 
COMPANY 


Milwaukee Wisconsin 


GRAIN 
MERCHANTS 


Specializing in 


BARLE 


OFFICE TELEPHONE 


DALY 5226 

for 

GRINDING OR 
Phones—Office: Daly 2654, Exchange: Marquette 0940 

POULTRY FEED 

Personal Service Proves Profitable with 
Johnstone -Templeton Co. OATS 

WRITE 
PHONE 
& Always Honest, Reliable, Satisfactory Pisani 
A. L. Johnstone Quin Johnstone For Quotations 
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ARLEY MARKET 


Ship Your Barley 
to Milwaukee... 


® The World’s Largest 
Malting Barley Market 
and Let Riebs Get You 
Top Market Prices for It. 


® Ask us for To Arrive . 
Bids on All New Crop 


Grain. 


® Send Samples for Bids 
or Values. 


The RIEBS CO. 


Grain & Stock Exchange 
Milwaukee Wis. 


Cc. F. COUGHLIN, MGR. 
CONSIGNMENT DEPT. 


«GRAIN.» 


Reliable 


Service 


BARLEY 


A 
Specialty 


— SHIP TO — 


ROY |. CAMPBELL 


CHICAGO, ILL. 


STRATTON GRAIN CO. 


MILWAUKEE, WIS. 


ST. JOSEPH, MO. 
SCHNEIDER, IND. 


BUYERS and SELLERS of GRAIN, SPOT and 
“TO ARRIVE", CONSIGNMENTS 


MILL FEEDS—FEED PRODUCTS—BY PRODUCTS 
Future Orders Solicited 


NEW YORK, N. Y. 


ANY GRAIN YOU SHIP RECEIVES 
OUR PERSONAL ATTENTION 


JOHN DAVIS, MGR. 


CONSIGNMENT DEPARTMENT 


WALTER 


GRAIN & STOCK EXCHANGE 
MILWAUKEE, WIS. 


FOR 
INFORMATION 
AND 
PUBLICATIONS 
ON 


MALTING 
BARLEY 


* 


A Profitable Cash 


Grain Crop in Seven 
Midwest States 


Illinois Minnesota 

Iowa North Dakota 

Michigan South Dakota 
Wisconsin 


* 


, Write to 
Midwest Barley Improvement 
Association 
828-N. Broadway 
Milwaukee 2, Wisconsin 
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Postal Cards are Fine Salesmen 


They Sell Extra Feed for Ahearn-Gore 


@ POSTAGE paid reply cards mailed 
to customers at regular intervals have 
proven themselves excellent salesmen 
for the Ahearn-Gore Co., Nashville, 
Tenn., which sells hundreds of extra 
sacks of feed each month with the 
assistance of Uncle Sam’s post office 
department. 

Periodically, Frank Ahearn and 
Ralph Gore, owners of the firm, mail 
out double postal cards to all their 
customers. On one card they list feeds 
and other farm supplies in stock with 
the prices of each. On the return card 
the same merchandise is listed with 
space for each customer to check his 
needs and to write in the quantities 
he wants to purchase. 

“These cards have brought us 
splendid results,” Frank Ahearn de- 
clared. “Begun originally as an ex- 
periment, they have come to be our 
regular standbys and virtually have 
the status of extra salesmen on our 
staff.” 

The double postal cards enable cus- 
tomers to check current prices and 
available supplies without even taking 
the trouble to telephone the Ahearn- 
Gore Co. During the wartime period 
of feed scarcity, the cards were espe- 
cially important but they have lost 
none of their usefulness with the re- 
turn of formula feed to normal supply 
levels. 

Thanks to their postal card sales 
idea and alert all-around merchandis- 
ing, Mr. Ahearn and Mr. Gore have 
built their monthly sales of formula 
feeds up to an average of 5,000 sacks. 

Seasonal merchandise gets its right- 
ful share of attention on the Ahearn- 
Gore postal cards too. For example, 
sometimes the cards advise that baby 


e 6406 


chicks are in stock or are expected 
within a short time and that early 
orders are suggested. Poultry feeders, 
fountains, and other equipment are 
periodically listed on the mailing cards. 

“We're very well pleased with our 
field sales program, which we call 
‘selling feed by R. F. D.’,” Mr. Gore 
stated. “When we began our initial 
merchandising of the Wayne feed 
line we made a thorough canvass of 
all the farms in Davidson county, our 
trading territory. We sent our ‘feed 
scout’ to talk to the farmers, to learn 
the size of their flocks and herds, and 
to give the first sales talks for our 
feeds.” This initial selling plan was 
backed up by twice weekly deliveries 
and a pledge of unlimited service. 

While some of their competitors 
laughed off the postal card sales plan 
during the war periods Frank Ahearn 
and Ralph Gore worked hard at it, 
confident that when the buyers’ mar- 
ket returned the farmers would re- 
member the fair and square treatment 
they had gotten from the Ahearn- 
Gore Co. during the days of critical 
shortages. Their 5,000 sack monthly 
sales volume testifies to the success of 
their idea. 

Classified advertising in the Nash- 
ville daily newspapers has also proven 
extremely profitable for the Ahearn- 
Gore Co. So has local sponsorship of 
the Wayne radio program which is 
featured over local stations throughout 
the country. The Ahearn-Gore Co. is 
plugged liberally at the beginning and 
end of the 15-minute show and from 
time to time farmers who buy from 
Mr. Ahearn and Mr. Gore are inter- 
viewed on the program. 


“We're really pleased with the in- 
terest farmers have shown in this 
noontime radio program,” Mr. Gore 
asserted. “Checks made by our staff 
among our customers show that 70 
per cent of the farmers listen regu- 
larly to the program. They are es- 
pecially interested in the testimonial 
interviews with farmers whom they 
know and with other farmers from 
various sections of the country.” 


Besides aggressive merchandising of 
feeds, baby chicks, and poultry equip- 


PENNY postal cards bring hun- 
dreds of dollars worth of extra 
feed business monthly to Ralph 
Gore, left above, and Frank 


Ahearn, who operate the 
Ahearn-Gore Co., Nashville, 
Tenn. Their sturdy two-story 
brick feed and farm supply 
store is shown at lower left. 


ment, the Ahearn-Gore Co. also push- 
es sales of Dr. Salsbury’s remedies, 
Toxite, milking machines, salt, and 
other popular farm necessities. A lim- 
ited amount of wholesaling of farm 
supplies is also done to smaller feed 
concerns in the Nashville area, but 
the firm’s business is primarily retail. 

Since last January, the Ahearn-Gore 
Co. has been handling milking ma- 
chines with splendid results. During 
the first six months of 1947 Mr. 
Ahearn and Mr. Gore sold 75 milkers 
and find the machines tie in very well 
with the firm’s dairy feed business. 
A special room at the Ahearn-Gore 
is given over entirely to the display 
of the milkers. 

Another profitable sideline depart- 
ment is the firm’s modern hatchery. 
The hatchery has a capacity of 44,000 
eggs. 

Mr. Ahearn started in business 25 
years ago as a partner in Patton, 
Hatcher & Ahearn. Patton and Hatch- 
er interests are no longer active in 
the firm with Ralph Gore now Mr. 
Ahearn’s partner. 

“We do no custom work whatso- 
ever,” Frank Ahearn stated. “We have 
complete confidence in the ability of 


(Continued on page 110) 
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PAYS 


Robert C. 
Miller 


Proprietors: 


ationally Advertised 


Des Moines, la. 


= Trissel 


ment to remove © 


e 
large round and hag a Prods 


Capillaria 


Yes, and it will pay you to recom- 
mend and sell these two ‘“‘top demand”’ 
products, Dr. Salsbury’s Avi-Ton and Dr. 
Salsbury’s Rota-Caps—and other Dr. Salsbury’s 
products, as well. 

National advertising in farm and poultry magazines 
and consumer-ssatisfaction have built up a strong con- 
sumer demand. Cash in on this demand by featuring these 
products in your advertising and in your store. Use Dr. 
Salsbury’s helps, furnished you. Get added sales and profits. 


DR. SALSBURY'S LABORATORIES, Charles City, lowa * A Nation-Wide Poultry Service 


‘ 
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PROFICIENT 
Doctor: “Your cough is much better this 
morning.” 
Patient: “Well, it should be. I was prac- 
ticing all night. 
ok 


SHORT NIGHT 


Departing guest: “Well, goodnight — 


hope I haven't kept you up too late.” CAREFULLY SIFTED 


FOR FEED DEALER CONSUMPTION 


Host: “Not at all. We would have been 
getting up soon, anyway.” 
. * * # family it usually means some other gal is 

EXPENSIVE wearing the fur coats. 

“Does your wife play contract bridge?” 

“Well, judging by what it costs her, I ONE MAN’S OPINION 
would say she plays toll bridge.” It was the 90-year-old patriarch who ob- 

served: 

“Youth is a wonderful thing. It’s a shame 

they have to waste it on young people.” 


Even women find it difficult to argue 
with a man who won’t talk. 


/ Supreme Brand 
Condensed BUTTERMILK 


A pure, liquid creamery buttermilk just 
as it comes from the churn—condensed 
under vacuum to remove part of the 
moisture for economy in shipping and 
ease in handling. Contains all the na- 
tural nutritive qualities of fluid milk 
plus more lactic acid. The thick body of 
Supreme Brand Condensed Buttermilk 
provides all the valuable solids of milk, 
retains the original vitamins, minerals, 
_ proteins, milk sugar, lactic acid, and 
as 2% butterfat. 


®@ Nothing has been removed except the water, nothing has been 
added. Contains no skim milk, whey or preservatives. Packed in 
the famous yellow barrel. 


WRITE © WIRE © PHONE 


e Herpert K:CLorine 


Bulletin Building, Philadelphia 7, Pa. 
Rittenhouse 6-9885 Locust 7-2040 


e 66 


When the wife wears the pants in the 


SARDONIC DOCTOR 
Youngster—“What is a convalescent?” 
Doctor—“A patient who is still alive.” 

* 


The two greatest stimulants in the world 
are love and debt. 
& 


You can’t get rid of your temper by 

losing it. 
MUCH MARRIED 

Clerk, to a suspicious looking couple in 
the hotel lobby: “I don’t believe you two 
are married at all!” 

Lady: “Sir, if my husband wasn’t over- 
seas he would make you swallow those 
words!” 

* 

If you wish to know the road ahead, ask 

someone who has traveled it. 
* * 
BRIGHT BOY 

To start off the grammar lesson for the 
day the teacher wrote on the blackboard: 
“I didn’t have no fun at the seaside.” 

Turning around to the class she said: 
“Johnny, what's wrong?” 

Johnny: “Maybe it’s because you didn’t 
have no boy friend, ma’am.” 

* 


The reason so many hoboes wear good 
coats and shiny pants is that you can’t find 
pants hanging in a restaurant. 

A FAST THINKER 

Andy called at the big business house 
to apply for a job that he had seen adver- 
tised. 

“But, my dear man,” said the manager, 
“you are much too late! Why I’ve had 
over a thousand applications already!” 

Andy looked thoughtful. 

“Well,” he said, after a while, “how 
about employing me to classify the ap- 
plications?” 

It won’t be easier tomorrow than it is 
today. 

* * 

We have it that this year’s bathing suits 
are barely big enough to keep a girl from 
being tanned where she ought to be. 

* * 
CAUTIOUS 

Young lady at cosmetic counter: “I’m 
looking for a perfume for a party tomorrow 
night—something new and exotic.” 

Sales girl: “You've come to the right 
place. We just got in some marvelous new 
imported scents. Let's see, Languorous, 
Susceptible, Surrender, Relinquish, Vulner- 
able, Lassitude . . .” 

Young lady (interrupting): “But you 
don’t know the boy I'm going with .. . 
haven’t you something with a little more 
resistance?” 
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XXXX XXXX XXXXK XXXXK XXXX 


Here is a preview of the most important features in Pillsbury’s outstanding dealer-backing 
program—just now getting off to a rousing start—gathering momentum every day! It certainly 
will pay you to climb aboard and take all the advantage you can of this opportunity —selling 
this full line of Pillsbury’s Best Feeds and Concentrates as never before. 


‘Local Newspaper Advertising Helps 


You'll soon learn more about the interesting details of this big promotion 
—from future ads and from your Pillsbury sales representatives. 

If you’re not now a Pillsbury dealer, one of these valuable franchises 
may be available in your locality. Write or wire and find out about the 
possibilities, and the many advantages of identifying yourself with the 
rapidly expanding organization of Pillsbury’s Best Feed Dealers. 


Pi Mills, Inc. Feed and Soy Division 
Division Headquarters, Clinton, Iowa—Feed mills in nine other cities gansta ” 
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means to ‘ 
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Store Identification Plan State Farm Paper Ads 
eo Skilled Resale Help Big Station Radio Broadcasts : 
Leading Poultry Magazine Ads a, Radio Transcriptions for Dealers é) 
Numerous Sales Helps 
/ 
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PLAN MORE 


For details of 
Jay Bee Grind- 
ing Equipment, 
stationary or 
portable, write 
any of the ad- 
dresses below. 


John J. Woods & Sons, Jay Bee Sales Co....Kansas City, Me. 
T. G. Holland Mach. Co........474 Fairfax Rd., Drexel Hill, Pa. 
E. B. Harrison Cairo, Georgia 


0. D. Padgett Sandersville, Ga. 
A. F. Shirk Box 523, Canton, Ohio 
Jay Bee Sales Co.................... .220 Brondway, New York 7, N. Y. 
Frank S. Sanders...................- P. O. Box 656, Gainesville, Fla. 
Bryant C. Long...............- 1601 Choctaw St., Baton Rouge, La. 
Jay Bee Sales Co Jackson, Tenn. 
Jay Bee Sales Co................. 4619 So. 7th Ave., Louisville, Ky. 


M. E. Padgett. ttsville, S, C. 
= Bee of Texas ................ 1904 S. Akard St., Dallas, Texas 
W. H. Hust, ia Bee Co 
1031 N. Humphrey Ave., Oak Park, Ill. 
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J. B. SEDBERRY, INC. 


MORE BUSINESS 


More PROFITS...More Economy 
More Capacity per Unit 
More Production 


More grinding business than ever before is 
indicated. But profits can escape unless you are 
prepared to handle your share of the business 
with efficiency and economy. 

Jay Bee Grinders, product of a quarter of a 
century's experience, set you up for big capacity 
at low operating cost and. steady production o/ 
fine quality grinding. 

Put Jay Bee in your plans! And, speaking o! 
plans, we have, through the years, worked out 
mill installation diagrams to provide maximum 
efficiency in milling operations. We shall be 
glad to show you these diagrams. 

Remember, Jay Bee Mills are made for every 
grinding purpose ...in many models and sizes 
from 12 to 200 H.P. ... for Belt, V-belt or Direct 
Connected drives. And Jay Bee Portables not 
only extend your service area but can be used 
as auxiliaries to stationary mills in rush periods. 


Model W. Direct Connected 
60 to 200 H. P. 


Franklin, Tennessee 


A. E. Thompson Co 
718 Washington Ave. N., Minneapolis, Minn. 
Douglas W. Palmer........ 3808 44th Ave. S. W., Seattle, Wash. 
L. C. Dibert Company 
787-793 Brannan St., San Francisco, Calif. 
Western Engineering & Equipment Co 
2600 Santa Fe Ave., Los Angeles, Calif. 
Forest, Mississippi 


P. O. Box 497, Murfreesboro, Tenn. 
J. R. Sorrells Dothan, Alabama 
1508 S. First St., Louisville, Ky. 


Lima Armature Works 
The Sanders Co. 
Cc. Y. Wier, Jr. 


Lima, Ohio 
Greenwich, Ohio 
319 Rutger St., Utica, New York 
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Unusual Promotions Good Magnets 


Attract New Customers for Keglovich 


@ UNUSUAL advertising and promo- 
tion ideas bring new customers regu- 
larly to Frank Keglovich’s Keg-Lo- 
Vich Produce & Feed store, South 
Bend, Ind. Mr. Keglovich is quick to 
capitalize on new slants in merchan- 
dising and advertising and the results 
of his willingness to try the unusual 
have been excellent. 

“One of my most profitable ideas 
has been the splitting of my name into 
syllables,” Mr. Keglovich stated. 
“Many farmers get a big bang out of 
pronouncing my name in this manner 
because most of them never could pro- 
nounce it correctly before. On our 
store front, in all our advertising, and 
on our business stationery my name 
is strictly a three-piece proposition.” 

Another somewhat out of the ordi- 
nary advertising idea of Mr. Keglo- 
vich’s is running his quarter page dis- 
play advertisement upside down in the 
local newspaper. He decided to try 
this idea when he theorized that 9 
out of 10 readers couldn't resist the 
urge to turn the paper upside down 
to read the advertising message. 

To publicize his firm and its mer- 
chandise and services, Mr. Keglovich 
has posted six 6 by 10 foot signs on 
busy highways in the South Bend 
area, including the heavily traveled 
Dixie highway. Each of these bright- 
ly painted road signs emphasizes the 
Keg-O-Vich Feed store’s many ser- 
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vices to farmers and lists the mer- 
chandise which Mr. Keglovich handles. 

Predictions on future market ac- 
tivities are mailed regularly to the 560 
farmers on Mr. Keglovich’s direct 
mailing list. A careful reader of the 
Wall Street Journal, Mr. Keglovich 
is adept at picking out indications of 
future trends which appear in the 
financial newspaper's pages. “I don’t 
pretend to be any expert,” Mr. Keg- 
lovich explained. “But most of the 
time I hit the predictions pretty near 
right and the farmers seem to appre- 
ciate this little extra service.” 

From market news, Mr. Keglovich 
is able to note anticipated changes in 
feeding rations over the nation as a 
whole, future prospects for poultry- 
men, and other information vital to 
Indiana farmers. 

“We stress the unusual in our ad- 
vertising at county fairs too,” Mr. 
Keglovich related. “Our mechanical 
fighting roosters are especially popu- 
lar with the children and when the 
children want to see a particular fea- 
ture at the fair their parents almost 
always come along too.” The intrigu- 
ing mechanical roosters are loaned by 
the Quaker Oats Co., whose Ful-O- 
Pep formula feeds are featured at the 
Keg-Lo-Vich Produce & Feed store. 

About every three months Mr. 
Keglovich sponsors an educational 
meeting at a local hall for the benefit 
of his customers and other interested 
farmers. These meetings feature lec- 
tures by qualified authorities on cur- 
rent farm problems and the topics 
are always discussed in a concise and 
interesting manner. The meetings are 
usually held in the morning, because 
Mr. Keglovich has found that farm- 
ers in his trading territory prefer 
morning to evening sessions. When 
the meeting stretches over to the after- 
noon Mr. Keglovich always plays host 
to his customers at a tasty luncheon. 


UNIQUE and unusual adver- 
tising and promotion ideas 
draw new customers and sell 
plenty of extra feed for Frank 
Keglovich, left, owner of the 
Keg-Lo-Vich Produce & Feed 
store, South Bend, Ind. The 
Keglovich store is shown at 
upper right. 


“These lecture meetings make the 
farmer realize that there are many new 
kinks he can employ in his farming 
to increase his profits,” Mr. Keglovich 
remarked. “When prospective custo- 
mers realize that our store is trying to 
help them make more money instead 
of merely trying to take their money 
from them, they usually reciprocate by 
buying regularly from us.” 

A veteran of action on Guadal- 
canal, Mr. Keglovich entered the feed 
and produce business two years ago 
with only limited capital. Thanks to 
his vast store of ideas and his aggres- 
sive promotion policies, he has built 
the Keg-Lo-Vich Produce & Feed 
store into a highly profitable venture 
in that short period. Sales of Ful-O- 
Pep and Larro formula feeds last year 
totalled more than 2,300 tons. 

“We first began in business by buy- 
ing eggs,” Mr. Keglovich explained. 
“Then we figured that as long as our 
egg suppliers had to buy feed some- 
where we might as well sell it to them. 
Because our margin of profit is small, 
we have concentrated our merchan- 
dising on building up a large volume 
of business with excellent results.” 

As sidelines to his feed and produce 
departments, Mr. Keglovich handles 
Lederle and Dr. Hess poultry and live- 
stock remedies and baby chicks. Dur- 
ing the baby chick season sales aver- 
age 2,000 birds a week. 

To supplement his remedy depart- 
mente, Mr. Keglovich employs a vet- 
erinarian to diagnose serious poultry 
ailments which crop up in his custo- 
mers’ flocks. This skilled college train- 
ed expert takes complete charge of 
clearing up disease problems at no 
expense to the customer except for 
the remedies he recommends. Mr. 
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All Corn Sugars and Corn Syrups 
Removed from Price Control 


Corn syrups, sugars, syrup solids, and 
blended syrups containing 10 per cent or 
more corn syrup or corn sugar were re- 
moved from price controls July 15, the 
USDA sugar rationing administration has 
announced. The agency said that controls 
were removed because of “excessive ad- 
ministrative burdens which would accom- 
pany attempts to adjust the prices under 
control.” 

It is believed that the current high 
price of corn would necessitate an investi- 
gation and collection of data from the in- 
dustry on which to base any new price in- 
creases and would require time and expense 
out of proportion to its value to the sugar 
control program. The end of corn syrup 
controls is covered by amendment 1 to 
general order 6. 


Set Interim Cotton Loan Rate 
At 2437 Cents Per Pound 


The department of agriculture has an- 
nounced an interim cotton loan rate of 
2434 cents a pound for 1947 crop mid- 
dling 7% inch cotton, based on gross weight 
at average location. The 1946 crop interim 
loan rate was 2014 cents a pound, with the 
increase attributed to higher parity prices. 

Premiums and discounts have also been 
announced for all qualities of 1947 Amer- 
ican upland cotton. These apply to both 
regular and interim loans and are based 
upon the actual market differences for the 
various grades and staples. 

USDA plans to announce its base rate 
for regular 1947 crop loans in August, as 
soon as parity prices have been determined 
at the beginning of this year’s marketing 
season. The present interim loan rate pro- 
vides price support for 1947 crop cotton 
which is harvested early. 

Loans on cotton at 92.5 per cent of parity 
as of Aug. 1 are compulsory under the 1942 
stabilization act as amended. Regular loans 
will be available until May 1, 1948 and will 
mature July 31, 1948 unless called in earlier. 


Protein Feed Export Allocations 
Announced for Belgium, Finland 


Export allocations of 15,000 long tons of 
oilseed cake and meal for Belgium for ship- 
ment during the October-December quar- 
ter have been announced by the depart- 
ment of agriculture. The department also 
authorized the shipment of 900 long tons of 
water soluble blood meal to Finland for 
shipment in the current July-December 
period. 

The Belgian allocation fulfills a commit- 
ment to supply oilseed cake and meal in 
exchange for palm oil. The allocation to 
Finland covers a special type of blood meal 
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used in the plywood industry and which is 
in excess of domestic requirements. 

All other protein feeds and mixed feeds 
will be subject to emergency allocation dur- 
ing the July-December period, USDA said. 
Low protein feeds and mixed feeds con- 
taining 25 per cent or less protein which 
are now under general license to the Philip- 
pines and western hemisphere nations are 
the only exceptions. Currently the supply of 
most protein feeds in this country is suf- 
ficient to meet only domestic requirements. 

Because oilseed meals make up the major 
portion of the protein feed supply, deter- 
mination of specific quautities for allocation 
in the latter months of 1947 and early 1948 
cannot be made until official reports indi- 
cate the probable size of the 1947 soybean 
and other oilseed crops. 


Corn Export Allocations Replaced 
By Wheat and Other Grains 


Corn export allocations for July and 
August totalling 168,500 long tons have 
been replaced with 160,000 long tons of 
wheat, barley, and grain sorghums, the de- 
partment of agriculture has announced. The 
action was taken to reserve a larger sup- 
ply of the available corn for domestic use 
in view of prospects for a smaller 1947 corn 
crop and a more favorable supply of wheat. 

The cancellations raised to 213,000 long 
tons the quality of corn allocations can- 
celled since May 23. Previously allocations 
for 45,000 long tons of corn had been re- 
placed mainly by flour. 

The quantity of corn remaining in July- 
August allocations totals only 332,500 long 
tons. A total of 509,500 long tons had been 
allocated for July-August shipment, of 
which 8,500 long tons had been replaced 
by oats prior to the latest cancellations. Of 
the remaining allocations, all but about 45,- 
000 tons have already been procured by 
claimants, USDA said. 


U. S. to Ship 48,000 Tons of Flour 
To Italy, Austria, Greece 


The production and marketing adminis- 
tration is supplying 48,000 long tons of 
flour for Italy, Austria, and Greece which 
were previously announced for commercial 
procurement, the department of agriculture 
has announced. The allocations are for the 
July-August period. 

They include 12,000 long tons of semo- 
lina for Italy in July; 12,000 long tons flour 
for Italy in ‘August; 12,000 long tons flour 
for Austria in August; and 12,000 long tons 
flour for Greece in August. These countries 
are now being supplied under the foreign 
relief program being administered by the 
department of state. The above amounts, 
except for the semolina, are being shipped 
from stocks previously acquired by PMA, 
the USDA said. 


Drop Marketing Quotas, Acreage 
Allotments on 1948-49 Wheat 


No wheat marketing quotas or acreage 
allotments will be set for the 1948-49 wheat 
production and marketing season, the de- 
partment of agriculture has announced. The 
action was taken in accordance with provi- 
sions of the agricultural adjustment act of 
1938 which was designed to protect pro- 
ducers and consumers in maintaining ade- 
quate food supplies. 


Records of Rice Transactions 
Must be Kept Another Year 


Records of transactions involving rice, 
which were required under rice price con- 
trol provisions, must be kept until June 
30, 1948 even though the price of rice is 
no longer regulated, the government sugar 
rationing administration has announced. 
The records must be kept in compliance 
with the emergency price control act of 
1942 as amended, with respect to rice. 


USDA Chicago Offices Consolidated 
In New Headquarters of CCC 


The Commodity Credit Corp. offices at 
Chicago, Ill., has absorbed fiscal, shipping. 
and storage offices formerly handled sepa- 
rately by the production and marketing 
administration, the department of agricul- 
ture has announced. Consolidation of the 
offices was completed July 11. 


The new offices of the CCC in Chicago 
are at 623 S. Wabash avenue. They were 
formerly located at 208 S. LaSalle street. 
High rental costs in the Loop prompted 
moving the offices, officials said. 


No Changes Contemplated in Official 
Grain Standards for Soybeans 


No changes are contemplated in the offi- 
cial grain standards for soybeans during the 
current year, the department of agriculture 
has announced. The decision was made fol- 
lowing four informal hearings at which in- 
terested parties were given an opportunity 
to present their views on whether or not 
changes should be made in present official 
standards. 

The hearings were held at Toledo, Ohio: 
Chicago and Peoria, Ill.; and Cedar Rapids, 
Iowa. Subjects discussed included defini- 
tions, splits, damaged kernels, foreign ma- 
terial, and moisture content. 


Grant Thompson Promoted to Head 
PMA Feed Grains Section 


Grant Thompson, former aide to Norris 
E. Dodd when Mr. Dodd headed the AAA, 
has been promoted to chief of the feed and 
feed grains section of the production and 
marketing administration, the agency has 
announced. Mr. Thompson succeeds E. E. 
Jacobs, who has taken over direction of 
PMA field work. The new PMA feeds chief 
first entered government service in 1933 as 
a county AAA representative and is a 
Michigan farmer. 
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WHEY 


Wry FERMENTATION 


Put the “PLUS” in Your Mashes 


that increases Customer Satisfaction 


DRIED WHEY WITH RIBOLAC ... 100% the solids It is these "plus values in mashes containing 
of whey ... is the most complete group of naturally DRIED WHEY wiTtH ‘RIBOLAC that help build 
related nutrients for enriching poultry mashes. greater customer satisfaction. 

The high potency and ready availability of these DRIED WHEY WITH RIBOLAC is easy to disperse 
nutrients greatly increase the feeding value of evenly throughout the mix. It is exceptionally 
mashes. As a group, they help promote better economical from the standpoint of both material 
assimilation of all nutrients in the total and labor costs. 

ration intake. GUARANTEED You will find it worthwhile to look into 
Because it is a concentration of ingredients 50 the profit-making possibilities of standard- 
from the same source, their overlapping MICROGRAMS izing on DRIED WHEY WITH RIBOLAC 
nutritive functions are most effectively RIBOFLAVIN as a feed enricher for all types of poultry 
utilized. PER GRAM mashes. 


For further data please address inquires to National Sales Agents 
CON DENSING | 
‘National Sales Agents 
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Pheasants Attract the Farmers 


Schmigels Use Them in Live Displays 


@ PHEASANTS brooded and raised 
for the local fish and game club have 
won plenty of attention at the busy 
Schmigel Bros. Feed & Farm Supply 
Co., Hoosick Falls, N. Y. As part of 
its program of live displays, the firm 
raises sturdy pheasants for restocking 
purposes, the cost being paid for 
through the local sportsmen’s club. 

“We found that pheasants made a 
little more unusual live display than 
chicks or calves,” Fred Schmigel de- 
clared. “Of course, we also have used 
domestic livestock and poultry in our 
live displays but the novelty of for- 
mula-fed pheasants drew many inter- 
ested prospects to our feed store.” 

The rapidly growing Schmigel Bros. 
store is now a year and a half old. 
It is staged by Fred, John, and Al 
phons Schmigel. Fred saw service over- 
seas in the European theater of opera- 
tions during World War II while Al- 
phons put in many long months in 
uniform in the Pacific battle area. “We 
always dreamed of having our own 
business when we finally got out of 
service,” Fred Schmigel explained. 
“Our present feed store is by no means 
perfect but it is eminently gratifying 
to us to be our own bosses at last after 
a long time in uniform taking orders 
from others.” 

The Schmigel Bros. Feed & Farm 
Supply Co. grossed $60,000 in its 
first 11 months of operation and sales 
have been mounting steadily ever 
since. “We know we have a lot to 
learn about selling feeds,” John 


Schmigel stated. “But we feel that 

we have a real start now and that the 

future path won't be too rocky.” 
Because they make a practice of 


selling almost entirely for cash, the 
three Schmigels haven't many credit 
worries. “We want new business very 
much but we aren't afraid to say ‘no’ 
to prospective accounts that look 
risky,” Fred Schmigel declared. “Cash 
is our basic policy and the limited 
credit that we do grant is all definitely 
short-term. We sell only quality mer- 
chandise and we can offer better ser- 
vice and more customer conveniences 
because we do not have the element 
of credit losses to contend with.” 

Nationally known products form the 
basis of the Schmigel Bros. inventory. 
Purina and Park & Pollard formula 
feeds are featured and the three broth- 
ers report that sales of both lines are 
standing up well. “We encourage our 
customers to compare our feeds with 
any and all others by making tests and 
keeping records on their own farms,” 
Fred Schmigel explained. “Quite a 
number of farmers have already taken 
us up on this offer and every one of 
them has become a regular customer. 

“After all, if we don’t honestly be- 
lieve in the merits of our formula 
feeds, we can’t give very convincing 
sales talks. By enabling farmers to 
prove to themselves how good our 
feeds are, we feel we not only build 
business prestige but also enhance our 
firm’s good will,” he emphasized. 

The modern building which houses 
the Schmigel Bros. Feed & Farm Sup- 
ply Co. is constructed of cinder block 
and was built especially to the broth- 
ers’ specifications. It is 40 feet wide 
by 80 feet long, one story high, with 
the office and displayroom occupying 
a 20 by 30 foot space. 

The remainder of the sturdy feed 
store is devoted to storage space, mill- 
ing equipment, and garage space for 
the company’s delivery truck. The 
warehouse will accommodate four full 
carloads of bagged feeds with plenty 
of space left over for storage of side- 
lines. The warehouse is kept spotlessly 
clean at all times and the dust is care- 
fully controlled by frequent sweepings 
and thorough cleanings. 

“Cleanliness is vital in any feed 
store, both in its salesroom and ware- 
house,” Alphonse Schmigel stated. “It 


PHEASANTS are good draw- 
ing cards as live displays ac- 
cording to John and Fred 


Schmigel, above, owners of 
Schmigel Bros, Feed & Farm 
Supply Co., Hoosick Falls, N.Y. 
The loading dock of their 
modern one-stop farm store is 
shown at lower left. 


invites new customers because it gives 
farmers faith in the company’s pro- 
ducts and its intention and ability to 
serve well.” 


The Schmigel Bros. Feed store is 
located near the main line of the Bos- 
ton & Maine railroad, with a con 
venient siding reaching one end of its 
building. This makes it possible for 
the Schmigels to purchase in carload 
lots and facilitates unloading. 


Among the sidelines which sell well 
for the Hoosick Falls firm are Agrico 
fertilizer, Dr. LeGear remedies, ce- 
ment, electric fences, and poultry 
equipment. “We try to stock every 
reasonably profitable item that farmers 
request,” Fred Schmigel asserted. “As 
soon as the merit of a product has 
been proven and our customers ask for 
it, we do our best to get it in stock 
as quickly as possible.” 

Advertising is very important in 
the business plans of the three Schmi- 
gel brothers. They sponsor a large 
display ad weekly in the local news- 
paper and also advertise in newspapers 
published in nearby communities. “We 
also purchase display space in the high 
school annual, athletic programs, and 
the Grange book, all of which builds 
untold good will for us,” Fred Schmi- 
gel stated. Through the cooperation 
of the feed manufacturers whose pro- 
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Three-Weeks Old Chicks 
Vitamin D Test 


Sole Distributors 
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NEW ENGLAND BY-PRODUCTS CORP. 


177 Milk St., Boston 9, Mass. 


Vitamin research is basic 
in Gorton’s work with both 
vitamin oils and food. 

Standards for testing the 
potency of feeding oils are 
established by impartial 
authorities. Fully staffed 
chemical and biological 
laboratories carry out these 
requirements at Gorton 
Pew’s Gloucester plant. 

In addition Gorton pro- 
vides more than the mini- 
mum at every step. One in- 
stance is the extra Gorton 
check-testing which is care- 
fully controlled by perma- 
nently recorded _ serial 
numbers. 

Gorton “QUALITY CON- 
TROL” starts with the fish 
and carries through every 
stage to your drum of oil 
and its guaranteed potency. 
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Truck Costs for Handling Feed 


This Chart Shows the Mileage You Can Expect 


@ HERE IS a handy chart especially 
designed to help feed dealers compute 
the operating costs of the trucks they 
use in their businesses. The chart was 
drawn up with the 2 ton truck aver- 
aging an expected 63,000 miles rated 
as a $1,000 vehicle. 

Owing to present inflated prices of 
labor, steel, and other manufacturing 
operations, feed men will now have 
to pay somewhat higher prices than 
those indicated in the chart. Yet truck 
prices very likely will decline with the 
return to greater production. Too, the 


By F. W. MADISON 


continual improvement in manufac- 
ture means that greater mileage per 
dollar very likely will be obtained 
in future years, probably a much high- 
er mileage per dollar than in the past. 

In the old days, for example, a tire 
that ran 2,000 miles was considered 
somewhat of a wonder. Today it is 
common for tires to withstand severe 
service and still run 20,000 miles— 
and current tire prices are on the de- 
cline and are lower even than prewar. 


30,000 
40,000 
$500 
$ 600 
$ 700 50,000 
$ 900 
70,000 
4 $0,000 
3 + 90,000 
190,000 
$ 3000 
4 & 
° © $ 4000 = 
$ 5000 
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< x 
250,000 
S 
Ke) 300, 000 
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The accompanying chart was base! 
on an “average formula” which wis 
developed after making a thorough 
study of numerous trucks giving actu: 
average service under reasonably good 
conditions. 


Consequently the chart should give 
“average” results. As every feed 
er knows, nobody can tell definitely 
beforehand how far any truck is des- 
tined to travel before consignment to 
the junk pile or junk dealer. At the 
end of 100 miles the truck may he 
completely ruined through an acci- 
dent. At the end of 5,000 miles it 
may be prematurely worn out through 
recklessly poor care and poor driving. 
Or, it may run 200,000 miles because 
of extra good care and still be good 
for more. So much depends upon care 
that a strict mathematical determina- 
tion of truck mileage is well nigh im- 
possible. It is therefore necessary to 
throw out the exceptions and base 
charts like this on the “average” per- 
formance of trucks. 


To use the chart, run a straight 
line through the capacity of the truck, 
column A, and the cost of the truck, 
column B, and the intersection of the 
line with column C gives the mileage 
to expect. 


Thus for example the dotted line 
shows that a 2 ton truck costing 
$1,000 should give a mileage of 63, 
000 miles. Or, a 7 ton truck costing 
$10,000 shows an expectant mileaye 
of 190,000 miles. 

If, in your feed business you oper’ 
ate a truck, or a fleet of trucks, you 
will be interested in learning whether 
or not you are “beating” this chart or 
whether it seems to expect a mileage 
that is too high for your conditions. 

Or, if you are contemplating the 
purchase of a new truck at this time, 
or in the future, the chart will prove 
useful in helping you to determine 
whether or not that truck may be : 
good buy. Owing to present condi 
tions, as already stated, it is quite pos 
sible that you must pay more than 
the prices indicated in the chart, but 
it gives you a good basis for com 
parison. 
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* Scientific Design 
* Rugged Construction 


* Smooth Running 


Efficient Grinding 


Profitable Operation 


COMBINES ENDURANCE WITH 
REMARKABLE ADAPTABILITY 
FOR "VARIETY" GRINDING 


40 to 150 H.P. 
Engine or Motor Drive 


PROMPT DELIVERY OF SEVERAL SIZES 


A machine of such rugged construction and scientific design that it is the most outstanding 
hammermill on the market today—so carefully and accurately constructed that it will not get 
out of alignment throughout its lifetime. 


For flour and feed manufacturers there's profit in the enormous capacity, remarkable endurance 
and the uniformly fine quality grinding. For those engaged in varied feed grinding, profit lies 
in the Speed, adaptability, and quick “Change-over" features. 


Whatever your production problems, you'll find a profitable answer in these 
rugged, smooth-running, superbly efficient Hammermills. Thousands of custom 
grinders as well as many of the world’s largest millers have standardized 
on Jacobson UNIVERSALS for new installations and replacements. 


Wire, Write or Call for Complete Information 


| JACOBSON MACHINE WORKS J 


1074 Tenth Avenue S. E. Minneapolis 14, Minn. 
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pend More Make More 


Modern Plant Proves Worth to Kelley 


e@ SACRIFICING large profits to im- 
prove his business in its early days 
has paid golden dividends for V. A. 
Kelley, owner of the Kelley Feed & 
Grain Co., Vandalia, Ill. While he was 
getting started in the feed business Mr. 
Kelley practiced a policy of constant im- 
provement to his plant, which sometimes 
meant a substantial decrease in the 
amount of profit he got from his sales. 

“Vandalia needed my feed company 
and I felt I owed it to the community 
to give them a modern, efficient 
plant,” Mr. Kelley asserted. “I would 
still rather give the city a worthwhile 
place to buy than have a bulging bank 
account.” 

Just how popular Mr. Kelley's con- 
siderate ideas are with the farmers in 
his trading area is demonstrated by 
his firm’s ever mounting volume of 
business. In the four years he has 
been in the feed business in Vandalia 
Mr. Kelley’s trade volume has in- 
creased several hundred per cent. 

When Mr. Kelley took the boards 
off the windows of the abandoned 
Elam Grain Co. elevator in 1943 and 
opened it for business, he had any- 
thing but a modern layout. Two days 
after the company opened its doors, 
its elevator was filled to capacity. 
Crops were large, box cars lacking, 
and the limited storage facilities at the 
new Kelley Feed & Grain Co. could 
accommodate only a very small por- 
tion of the vast quantities of farm 
commodities. 

“Things looked pretty hopeless at 
first,” Mr. Kelley declared. “But we 
managed to get a few government 
grain bins and they afforded some re- 
lief. We worked around the clock, 


seven days a week, to keep the farm- 
ers’ grains moving in and to sell them 
the feeds they needed.” 

During those days Mr. Kelley often 
slept on the desk in his office, too 
tired and with too little time even to 
go home for a few hours’ rest. The 
customers soon recognized that V. A. 
Kelley was sincerely interested in their 
welfare and they supported his efforts 
by increasing his business every 
month. 

“When I previously operated a small 

feed business on my farm 18 miles 
from Vandalia, everything worked 
smoothly and efficiently. So the my- 
riad problems of my new city location 
sometimes almost swamped me,” Mr. 
Kelley stated. By Christmas of 1943 
the business had leveled off a little 
and the Kelley Feed & Grain Co. had 
time to plan improvements for the 
future. 
_ The company’s plant is located on 
a triangular plot of land near the main 
business section of Vandalia, a city of 
6,500. The Illinois Central railroad 
forms one 218 foot side of the triangle 
wRile busy city streets complete the 
other two sides. For many years an 
old grain elevator had stood on the 
spot so Mr. Kelley acquired historical 
tradition as well as an antiquated plant 
when he took over. 

Formula feeds are stressed at the 
Kelley Feed & Grain Co. “I like help- 
ing farmers produce better stock 
through proper feeding,” Mr. Kelley 
explained. “That’s why I handle only 
the best grades of manufactured ra- 
tions. They cost a little more in the be- 
ginning but are responsible for far bet- 
ter profits in the end.” McMillen’s 
Master Mix, Wayne, and Eclipse are 
the three major lines of feed featured. 
Different types of feed are handled in 
each line, with poultry and dairy feeds 
the principal sellers. 

Conditions are far different today at 


CONSTANT improvement of 


“his plant is the aim of V. A. 


Kelley, owner of the Kelley 
Feed & Grain Co., Vandalia, 
Ill., who is shown in center of 
picture at left inspecting a 
load of soybeans. The new 
$30,000 elevator at Mr. Kelley's 
firm is shown at upper right. 


the Kelley Feed & Grain Co. than 
they were in 1943. To handle the 1947 
soybean crop Mr. Kelley recently con- 
structed a new $30,000 elevator with 
a capacity of 32,000 bushels of beans 
and purchased 20 bins with a capacity 
of an additional 45,000 bushels. 

Modern unloading methods make it 
possible to unload a truck of soybeans 
at the Kelley Feed & Grain Co. in two 
minutes flat. A 2,000 bushel railroad 
car can be loaded in less than an hour 
with the firm’s modern equipment. 
The plant could handle loading of only 
four cars a day when Mr. Kelley ac- 
quired it in 1943. 

In the near future Mr. Kelley plans 
to construct a new 50 by 90 foot 
glazed tile building to house his feed 
and farm supply displayroom and of- 
fice. Included in the plans for this 
new structure are a comfortable lounge 
room, rest rooms, and even a modern 
shower bath. “Everything will be dé- 
signed for the convenience of the 
farmer in my new building,’ Mr. 
Kelley explained. “Rats won't have 
a chance, but everyone else will be 
more than welcome to use the build- 
ing as a meeting place when they come 
to town to shop.” 

Tied in with feed sales is the Kelley 
Feed & Grain Co.’s merchandising of 
implements, poultry remedies, milking 
machines, fertilizer, deep freezers, and 
paints. “These sidelines all do their 
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part to increase our annual profit,” Mr. 
Kelley stated. “They are easy to display, 
easy to handle, and easy to sell.” 

Pleasing farm children is an important 
point in Mr. Kelley's business policy. Mar- 
tin Torbeck, his right hand man, and Mr. 
Kelley himself pay special attention to the 
young folks. Imprinted pencils and other 
inexpensive but appreciated gifts are al- 
ways kept for distribution to the children. 

One employe of the Kelley Feed & Grain 
Co. spends two days of every week calling 
on farmers and talking over their problems 
with them. This trained farm salesman 
knows ways to overcome almost all farm 
difficulties and he is extremely popular 
with growers in the Vandalia territory. The 
company’s new truck handles free deliv- 
eries throughout the area. 


“We keep our delivery routes within our 
own rightful trading area,” Mr. Kelley 
stated. “We don’t try to edge over into 
the territory which should be served by 
another dealer. This makes for mutual un- 
derstanding and cooperation between the 
other dealers and myself.” 

Vandalia is rich in historical legend and 
Mr. Kelley is proud of the fact that his 
feed plant stands near the site of Illinois’ 
second state capital, where young Abraham 
Lincoln came as a legislator. 

Mr. Kelley gives warm support to all 
programs of civic betterment. He is an 
active member and booster of the local 
chamber of commerce and Lions club. 
“Keeping civic minded is not only the 
privilege but is actually the responsibility 
of every progressive feed dealer,” Mr. 
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FISH MEALS 


SUPPLIES 


PHONE 7756 


UNIVERSALLY KNOWN, READILY 
ACCEPTED BRANDS WILL HELP YOU BUILD 


SALES-POWER 


PILOT BRAND OYSTER SHELLS 

MT. AIRY GRAN-I-GRIT 

NOPCO A & D FEEDING OILS 

ARMOUR MEAT FEEDS 
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BLATCHFORD’S PRODUCTS 
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Universally Accepted Feeds, Ingredients and Supplies. 


WATERLOO MILLS COMPANY 


MANUFACTURERS — JOBBERS — WHOLESALERS 


Our service department offers free technical assistance to feed 
manufacturers, large and small 
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Kelley emphasized. He is also actively in- 
terested in the Illinois Feed association and 
the Mississippi Valley Farm Equipment as. 
sociation. Mr. Kelley is an active membc; 
of his church and a member of his church: 
board. 

“There's no secret to my ‘success’, if yor 
call it that,” Mr. Kelley stated. “Just keep. 
ing wide-awake and in tune with the timc, 
is all that has done it!” 


Atkins and Durbrow Merges 
With B. C. Peat Co. Ltd. 


Announcement of the merger of B. © 
Peat Co., Ltd., Vancouver, B. C., and Ai 
kins & Durbrow Corp., Chicago, Ill. ha. 
been made by John Mecking, president «| 
the Chicago firm. The merger is expected 
to increase sales of B. C. Peat products and 
to expand Atkins & Durbrow merchandi: 
ing of peat moss, vitamins, and other prv 
ducts for the feed trade. 

At present plans are being considered 
which would increase the activities of both 
firms, Mr. Mecking stated. No changes in 
officers or policies of the two organizations 
are contemplated at present although th. 
business scope of both firms is expected tu 
be broadened in the future. 

Atkins & Durbrow Corp.'s western cus- 
tomers for the present will be supplied with 
peat from the B. C. Peat Co. plant nea 
Vancouver with peat for eastern customers 
coming from Erie Peat, Ltd., Port Colborne, 
Ont. Atkins & Durbrow has offices in the 
following cities: New York City; Chicago: 
Boston, Mass.; Detroit, Mich.; Buffalo, N. 
Y.; Columbus, Ohio; Minneapolis, Minn: 
Omaha, Neb.; and Kansas City, Mo. 


Northwest Elevator Group 
Re-elects E. T. Pettersen 


E. T. Pettersen, Cargill, Inc., was re 
elected president of the Northwest Country 
Elevator association at the organization's 
annual meeting held recently. L. J. Carlin, 
Peavey Elevators, was re-elected vice presi- 
dent and J. F. McElligott was named ty 
another term as secretary. 

The following directors were elected tv 
serve until July 1, 1948: B. C. McCabe. 
International Elevator Co.; E. S. Ferguson, 
Atlantic Elevator Co.; H. I. McMillan, Os: 
borne-McMillan Elevator Co.; L. Weidt, 
Commander Elevator Co.; T. Beggs, Occi 
dent Elevator Co.; N. B. FitzGerald, Hub- 
bard & Palmer Co.; R. G. Cargill, Victori: 
Elevator Co.; and Messrs. Pettersen ani 
Carlin. 


@ CAPRON & KORNMEYER, Cramei 
Ill., have purchased the Farmington Milling 
Co. at Farmington from John Gagliardo. 
@ ETNA LUMBER & ELEVATOR CO 
‘Atwood, Ind., is constructing a new feed 
mill and elevator. 
@ ESTHERVILLE PRODUCTS CO., 
Estherville, Iowa, a new firm, has put’ 
chased the Greig & Co. feed mill, elevator, 
and hatchery from John Greig and F. T. 
Shadle. 
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— Chick Show 


(Continued from page 30) 


landers heard during the four-day stretch 

who weren't talking feed, eggs, or poultry. 

The Breeders’ Mart had fewer live dis- 

plays than anticipated, with poultrymen 

playing safe on contagious disease threats. 


ULTRA-Life 
the only exhibit at the baby 


Laboratories had 


chick exnosition which was 
equipped with a telephone and 
E, L. McKee, company vice 
president is shown above 
making good use of it. Note 
firm's attractive stop-and-go 
sign. (Photo by The Feed Bag) 


Allied Mills distributed attractive tropical 
worsted army overseas hats imprinted with 
“Win with Wayne”. The hats were army 
surplus neatly printed with blue letters ad- 
vertising Allied’s Wayne feeds. 


J. D. Sykes, vice president of the Rals- 
ton Purina Co., seemed to be almost every- 
where as he greeted visitors at the checker- 
board booth at Ninth and Straight Run 
boulevard. 

= 

Kasco Mills featured its new advertising 
phonograph record, “See “Em Layee”, at 
its booth. Marsh Pickett played disc jockey. 

+ 

The Quaker Oats Ful-O-Pep exhibit fea- 
tured a large flashing sign portraying two 
fighting cocks in action. 

General Mills, Inc.'s Larrowe division 
scored with an attractive booth and movies 
of the Larrowe research farm were a popu- 
lar feature at the IBCA Little theater. 

@ LEO TSCHANN, Northfield, Minn., 
has purchased the Oliver Garding elevator 
at Paynesville. 

@ SULLIVAN, INC., Ulysses, Kan., is 
planning to construct new grain storage 
facilities with a capacity of 300,000 bushels. 
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Flour Mills of America 
Aquires Katy Elevator 


Flour Mills of ‘America, Inc., Kansas City, 
Mo., has purchased the 3,300,000 bushel 
Katy elevator, Henry H. Cate, president of 
the milling company, has announced. The 
purchase was made from the Misouri, Kan- 
sas & Texas railroad. The newly acquired 
property will enable Flour Mills of America 
to engage in grain merchandising and stor- 
age, Mr. Cate stated. The firm plans to 
organize a separate division to engage in 
grain activities. 

The Katy elevator is one of Kansas City’s 
largest and was built of reinforced concrete 
20 years ago. Uhlmann Grain Co. has op- 
erated the elevator since it was built. Uhl- 


TRAMP 
IRON 


A DANGEROUS 
TRAVELER UNLESS 
YOUR PROTECTION 
is 

MAGNETS... 


mann also operates the 4,000,000 bushel 
Wabash elevator and other properties 
throughout the Southwest. 

With its new purchase, Flour Mills of 
America now has storage space in its ele- 
vators for 12,239,000 bushels of grain. Re- 
cently the firm purchased the Alva Public 
Terminal Elevator with 1,500,000 bushels 
capacity and is constructing additional stor- 
age facilities for 1,000,000 bushels of grain, 
to be ready for wheat storage this fall. 
Country elevators account for 1,371,000 
bushels of the Flour Mills’ storage facilities. 


@ KIMBELL MILLING CO., Kirkland, 
Tex., has opened its new elevator. 


@ FARMERS GRAIN & FUEL CO., Oli- 
vet, Mich., has been purchased by Ion and 
Russell Harrington from Jack Stroo. 


ERIEZ Non-Electric Permanent Magnets are neces- 
sary in every large or small grain handling plant to 
eliminate fire 

in dust-laden air . 
from damage .. . 
feeds, flours, starches, etc., thus protecting livestock. 


caused by tramp iron sparks 
. . to protect processing machinery 
and to prevent contamination of 


Eriez Magnets are approved by Mill Mutuals—Write 
for Bulletin 101 Today. 


When Magnetic Protection... See Eriez Fit 


ERIEZ MANUFACTURING COMPAN 
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— Ketchum 


(Continued from page 49) 


barrier between a store’s exterior and in- 
terior. At the same time, they accomplish 
this at minimum cost. 


The open front is a double purpose front. 
With this type of store front, no final deci- 
sion on display policy is necessary nor is 
management permanently committed to 
open front displays. If the necessary equip- 
ment is provided in the form of removable 
window backs or curtains, it is an easy 
matter to have closed show windows when- 
ever a closed store front is desired. For the 
sake of a varied display, this may happen 
quite often. 


In any store front, open or closed, func- 


tional requirements come first. After the 
plan and the general composition of any 


store front have been determined, show 
windows, entrance doors, signs, lighting, 
materials, colors and textures deserve care- 
ful study. Final success will depend on how 
well they are all integrated as an animated 
billboard, capable of attracting and holding 
trade. 


In contrast to an ordinary billboard, the 
store front has three dimensions, depth as 
well as width and height, and it offers real 
merchandise instead of a painted reproduc- 
tion. Best of all, a store front is always on 
the job, day and night, year in and year 


out. 


@ C. E. HELMICK, Quenemo, Kan., has 


opened a new feed store. 


Let t this 


SOYBEAN 
Oll MEAL 


MANUFACTURED BY 


To your customers, this bag means QUALITY. They know Swift 

is a brand they can trust. They know they can depend on Swift’s 

Soybean Oil Meal for high protein content, for uniformity of 

flavor, color and texture. That’s why Swift’s Soybean Oil Meal 

is your best selling buy—why it will pay you to order it today. 

Mixed, or unmixed, it’s a business builder that can’t be beat. 
You'll find our service is friendly and prompt. 


Soybean 


Oil Meal 


SWIFT & COMPANY 
Mills at: Cairo, Ill, Fostoria, Ohio 
Champaign, lll. Des Moines, lowa 
Frankfort, Ind.  Blytheville, Ark. 


Don Clark Named Assistant 
Secretary of National 


Don Clark has been appointed assistant 
secretary of the Grain & Feed Dealers Na- 
tional association, F. Peavey Heffelfinger, 
Minneapolis, Minn., president of the or- 
ganization, has announced. Mr. Clark will 
assist Ron F. Kennedy, secretary-treasurer, 
in carrying out the program of the National 
association. 

Mr. Clark is a native of Minnesota and 
graduated from the University of Minne- 
sota in 1930 with a degree in agricultural 
economics. After graduation he served as 
farm supervisor for the Federal Land bank 
in St. Paul and later for the Minneapolis 
office of the Mutual Benefit Life Insurance 
Co. 

In 1935 Mr. Clark became secretary of 
county agricultural conservation committees 
for the department of agriculture at Win- 
dom and St. Cloud. He joined the Com- 
modity Credit Corp. Chicago regional of- 
fice in 1939 and later served the CCC at 
Washington, D. C. 

Prior to his new appointment, Mr. Clark 
was a marketing specialist in the grain 
branch of the production and marketing 
administeration. Mr. Clark, who is 39, and 
his wife will make their home in St. Louis, 
Mo., headquarters of the Grain & Feed 
Dealers National. 


@ JOHN SIEMENS, Pixley, Calif., is plan- 
ning to construct a new $160,000 alfalfa 
processing plant. 


@ B. P. ST. JOHN & SON, Worthington, 
Minn., are planning to rebuild their ele 
vator which burned last winter. 


@ FARMERS GRAIN & SUPPLY CO., 

Thornhope, Ind., is constructing a new fire 

resistant building to house its grain drier. 


JOINS UNITY FEEDS 

John A. Hammond has been appointed 
to the sales and advertising staff of Unity 
Feeds, Inc., Boston, Mass., the company has 
announced. Mr. Hammond previously was 
associated for 12 years with the Chas. M. 
Cox Co., Boston. A graduate of the Babson 
Institute of Business Administration, he 
served in the army air forces during World 


War II. 


TOLL 44 
BRIDES 
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Harold Grassi Joins Staff 
Of Davis Enterprises, Inc. 


Harold W. Grass] has been named director 
of sales and advertising by Davis Enterprises, 
Inc., Dayton, Ohio, Dr. Alexander Davis, 
president of the firm, has announced. For 


HAROLD W. GRASSL 


the past 10 years Mr. Grassl has served as 
manager of the feed mixing division of Dr. 
Hess €& Clark, Inc., Ashland, Ohio. 

Prior to joining Dr. Hess & Clark Mr. 
Grassl was associated with the Quaker Oats 
Co., Chicago, Ill., for five years and the 
Albert Dickinson Co., Chicago, for 11 years. 
He served as manager of the Dickinson feed 
department. 

Mr. Grassl is a charter member of the 
Abbott Alumni association, composed of 
former Dickinson staff representatives who 
were trained by Harold A. Abbott, former 
vice president and general manager of the 
Dickinson feed department. He has been 


active in the feed industry for 26 years. 


@ CLARK GRAIN CO., Tecumseh, Neb., 
has purchased the Home Grain Co. elevator 
at Plymouth from Arthur Germer. 
@ ELKHORN FEED MILLS, Elkhorn, 
Neb., has installed a new grain drier and 
elevator leg. 
@ FARMERS UNION CO-OP, Lynch, 
Neb., has remodeled its elevator and added 
storage facilities for 7,000 bushels of grain. 
@ FARMERS CO-OP ASSOCIATION, 
Page City, Kan., is completing construction 
of its new elevator. 


MORRIS McDONALD DIES 

Morris J. McDonald, 58, president of 
McDonald & Co., New Albany, Ind., died 
July 16 following a major operation. Mr. 
McDonald had spent his entire life in the 
grain and feed business, having succeeded 
his father, the late John S. McDonald, as 
head of McDonald & Co. on the latter's 
death in 1945. Mr. McDonald's widow 
survives him. 
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@ LOWER FIRST COST 
@ LOWER POWER COST 
© LOWER UPKEEP COST 


For many years Gehl has had a repu- 
tation in both farm and commercial 
fields, for fast, clean-cutting mills, with 
big capacity, low power requirements, 
and long life. Gehl commercial mills, 
installed more than fifteen years ago 
are still in excellent condition. 


Most of the grinding in a Gehl mill 
is a ly done over the lip of the 
heavy steel breaker plate just before 
the grain reaches the screen. Hammers 
are tool steel, swinging, 4-way-rever- 
sible, making all four corners usable 
. . « less likely than rigid hammers to 
cause damage should a piece of iron 
get into the mill. 


Screens are extra long, and easily re- 
moved without tipping open the cover 
. . . without stopping mill . . . saves 
time and power (14 mesh sizes, ys” to 
2”). Positive auger feed, instead of 
suction pickup, prevents clogging . . . 
permits the use of a er blower 
and a compact dust collector . . . The 
blower is driven by a V-Belt. Various 


WRITE for details, stat- 
ing your capacity re- 
quirements 


Established 1867 


GEHL BROS. MFG. CO. 


DEPT. HH-540 WEST BEND, WISCONSIN 


GE L HEAVY DUTY 


COMMERCIAL HAMMER 


MILLS 


sizes pulleys available to meet elevating 
requirements. Heavy boiler plate hous- 
ing . . . rigid and practically unbreak- 
a e. 


FOR ELECTRIC MOTOR, BELT 
DRIVE OR DIRECT-CONNECTED 
GASOLINE MOTOR 


There are two models of the Gehl com- 
mercial mill—No. 20, with a grinding 
chamber 20” wide by 34” in diameter; 
No. 17 with grinding chamber 17” 
wide, by 28” diameter. Either mill may 
be had for any of the three types of 
power listed above. 


Mills may also be equipped 
with magnetic separator, 
feed mixer, feed conveyor 
and other accessories. 


GEHL 
At 
» 
CEM 
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IMPROVE MASHES WITH 
CLO-TRATE 


Genuine Fortified Cod Liver 
Oil, known for quality and 
outstanding results. Carefully 
filtered and processed before 
shipment. Book CLO-TRATE 
now for fall. Attractive prices. 
CLO-TRATE "DRY D" (2000- 


D) also available. 


NOTHING TO SNEEZE AT.. 


Hay fever time is coming so 
be sure to have WEEDICIDE 
2, 4-D powder or liquid on 
hand. Early fall is a good time 
for spraying weeds. For im- 
proved results ask for WEED- 
ICIDE 70% 2, 4-D Powder. 


HIYA COUSIN! 


DEE-DEX "25" is a 25% 
DDD Concentrate often re- 
ferred to as a “first cousin" 
of DDT. But... DDD is many 
times SAFER for humans, 
poultry and livestock, yet just 
as deadly to insects. DEE-DEX 
"25" makes an excellent barn 
and livestock spray. Get a 
case. 


PLEASE WRITE . . . SOON 


Drop us a line or phone when 
you need grain, feed or vita- 
min supplements. Exclusive 
distributors: Fleischmann’s Ir- 
rad. Dry Yeast . . . White's 
Livex . . . Schlitz Brewers 
Yeast... Miricol Trace Min- 
eral... Koddy-Mix .. . Multi- 
Mix . . . Peebles Fortified 
Whey . .. Anadex Kaf-Kaps 
... Holt's Hornex ... Airosol 


DDT Bombs. 


DISTRIBUTORS OF 


BRAND FEEDS 


STRATTON GRAIN 
COMPANY 


Grain and Feed Merchants 


MILWAUKEE 2, WISCONSIN 
MARQUETTE 7411 


Guest of the birthday column this month 
is Harold Buist, president of Allied Mills, 
Inc. Mr. Buist celebrates September 4. His 
advancement to top man in one of the larg- 
est manufactured feed firms has been sen- 
sational. Mr. Buist served as a pilot in the 
RAF in World War I and came to the 
United States shortly after the end of hos- 
tilities. He joined Allied Mills as assistant 
to the treasurer in 1929 and in 1935 he 
was made treasurer of the company. He be- 
came vice president and treasurer in 1941 
and president and chairman of the board 
in June, 1945 succeeding the late John B. 
De Haven. Mr. Buist’s chief hobby is curl- 
ing. He usually participates in the inter- 
national curling competition and is con- 
sidered an expert at the sport. He also en- 
joys an occasional game of golf. Others 
who celebrate in September include: 


SEPTEMBER 1—Max Albert, Galesburg 
Soy Products Co., Galesburg, IIl.; Frank 
J. Allen, Bay State Milling Co., Winona, 
Minn.; Eugene Arms, Mill Mutual Fire 
Prevention Bureau, Chicago, Ill.; Dr. J. 
E. Salsbury, Dr. Salsbury’s Laboratories, 
Charles City, Iowa. 

SEPTEMBER 2—Sam Fredman, Fredman 
Bag Co., Milwaukee, Wis. 

SEPTEMBER 3—William Andersen, New 
England By-Products Corp., Boston, 
Mass.; Ed Hanson, Hanson Feed Co., 
Hollandale, Wis. 

SEPTEMBER 4—Harold J. Buist, Allied 
Mills, Inc., Chicago, Ill.; J. M. Chilton, 
'‘Archer-Daniels-Midland Co., Minneapolis, 
Minn.; Paul E. Riebs, Riebs Co., Mil- 
waukee, Wis. 

SEPTEMBER 5—Arthur Ackerman, Oys- 
ter Shell Products, New Rochelle, N. Y.; 
Albert Werthan, Werthan Bag Corp., 
Nashville, Tenn.; Mrs. Clara G. Wood- 
son, Gruendler Crusher & Pulverizer Co., 
St. Louis, Mo. 

SEPTEMBER 6—Lindley H. Patten, Farm- 
ers & Merchants Milling Co., Glencoe, 
Minn.; E. O. Thomas, Ohio Department 
of Agriculture, Columbus, Ohio; D. A. 
Trayhan, New England By-Products 
Corp., Boston, Mass. 

SEPTEMBER 7—Tyler Kay, Tyler Kay 
Co., Inc., Buffalo, N. Y.; S. L. Pries, 
Maney Bros. Mill & Elevator Co., Min- 
neapolis, Minn; S. 

SEPTEMBER 8—Ronald C. Booth, Piper 
Grain © Milling Co., Cedar Rapids, 
Iowa; M. L. Johnsen, Russell-Miller Mill- 
ing Co., Green Bay, Wis.; H. L. Krueger, 
Krueger Bros., Forest Junction, Wis.; 
Will K. Miller, Orlando Seed Co., Or- 
lando, Fla. 

SEPTEMBER 9—J. E. Francis, Crabbs 
Reynolds Taylor Co., Lafayette, Ind.; 
Hugh Hale, Hale Grain Co., Royal, 
Iowa. 

SEPTEMBER 10—William H. Danforth, 
Purina Mills, St. Louis, Mo.; Fred De- 
Hoff, Fred DeHoff Co., San Francisco, 
Calif. 

SEPTEMBER 11—John Davis, J. Walter 
Rice, Milwaukee, Wis.; Harry C. Mc- 
Adams, E. F. Drew & Co., Chicago, III; 


HAROLD BUIST 


Walter J. C. Mueller, Northern Milling 
Co., Wausau, Wis.; C. B. Cory, McCann, 
Erickson, Inc., Chicago, Ill. 

SEPTEMBER 13—L. W. Forster, Colum: 
bus, Ohio, (National Distillers Corp.): 
Henry W. Swanson, White Laboratories, 
Inc., Newark, N. J. 

SEPTEMBER 14—E. G. Cherbonnier, St. 
Louis, Mo.; Robert E. Jones, Russell: 
Miller Milling Co., Minneapolis, Minn; 
Charles I. Post, Nopco Chemical Co., 
Harrison, N. J.; Milton H. Reynolds, 
Allen & Reynolds, Omaha, Neb. 

SEPTEMBER 15—A. J. Feigel, Union 
Special Machine Co., Chicago, IIl.; 
Joseph B. Manasse, Werthan Bag Corp., 
Chicago, Ill. 

SEPTEMBER 16—R. L. Christy, Denver 
Alfalfa Milling & Products Co., Lamar, 
Colo.; C. E. Workman, Virginia-Carolina 
Chemical Corp., East St. Louis, IIl. 

SEPTEMBER 17—Loyd M. Faris, W. J. 
Small Sales Co., Kansas City, Mo.; Frank 
J. Holt, Milwaukee, Wis. (Holt Pro- 
ducts Co.); A. F. Leathers, Swift & Co., 
Des Moines, Iowa. 

SEPTEMBER 18—O. P. Gossett, Con- 
solidated Products Co., Danville, Ill. 
SEPTEMBER 20—Ford P. Eshleman, Lak« 
Mills, Wis. (Virginia-Carolina Chemica! 

Corp.) 

SEPTEMBER 21—L. W. Nolte, American 
Dry Milk Institute, Chicago, III. 

SEPTEMBER 22—John Mecking, Atkins 
& Durbrow Corp., Chicago, Ill.; Victor 
Reid, Reid-Strutt & Co., Portland, Ore 

SEPTEMBER 23—O. F. Clayton, Checker- 
board Elevator Co., Minneapolis, Minn.: 
Earl L. Dingle, Harry T. Campbell Sons 
Corp., Towson, Md.; J. R. Schmertz, 
Mathieson Alkali Works, New York, 
N.Y. 

SEPTEMBER 24 — George Thatcher, 
Maplewood, N. J. (‘Arcady Farms Mill- 
ing Co.) 

SEPTEMBER 25—Stuart Nordvall, Arcady 
Farms Milling Co., Chicago, Ill.; L. R. 
Peel, Rice Laboratories, Inc., Dassel, 


(Continued on page 83) 
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Minn.; W. F. Sinn, Standard Seed & 
Feed Co., Madison, Wis. 


Chicago, 
Ill. 

SEPTEMBER 28—Charles H. Appel, C. 
H. Appel Commission Co., St. Louis, 
Mo.; John W. Griffith, General Mills, 
Inc., Minneapolis, Minn.; Mrs. F. B. 
Nelson, Nutrena Mills, Inc., Kansas City, 
Mo.; J. W. Sieverling, J. W. Sieverling, 
Irving, Tex. 

SEPTEMBER 29—J. F. Schroeder, North 
East Feed Mill Co., Minneapolis, Minn.; 
M. W. Thatcher, Jr., Bunge Elevator 
Corp., Minneapolis, Minn. 

SEPTEMBER 30—Paul X. Smith, R. J. 
Roesling & Co., San Francisco, Calif. 


American Soybean Group to 
Hold Convention Sept. 4-6 


The future of the soybean industry will 
be the principal topic of discussion when 
members of the American Soybean associa- 
tion meet at the Deshler-Wallick hotel, 
Columbus, Ohio for their annual convention 
Sept. 4-6. Many of the country’s foremost 
experts on soybeans will address convention 
sessions Sept. 5-6, George M. Strayer, Hud- 
son, Iowa, secretary-treasurer of the asso- 
ciation, has announced. 

On Sept. 4 the soybean group will visit 
the Ohio State university experimental 
farms, which are located in the heart of one 
of the nation’s key soybean producing areas. 
Plans call for trips to the Madison county 
farm, the Sinclair farm, and Ohio State 
experimental plots. 

Among the soybean experiments which 
the conventioneers will see are various ro- 
tations, comparisons of solid and row plant- 
ings, rate and date of planting, demonstra- 
tion planting of recommended varieties for 
states in the soybean belt, and work in 
chemical weed control and defoliation being 
conducted by the Ohio State staff. 

The Ohio Soybean Processors association 
has arranged for buses to leave the conven- 
tion hotel at regular intervals during the 
day, Sept. 4, to carry industry members to 
the experimental farms. Luncheon will be 
served on the Ohio State campus where 
farm machinery manufacturers are planning 
an exhibit, Mr. Strayer announced. 

The formal convention sessions will be 
held Sept. 5-6 at the Deshler-Wallick with 
the banquet scheduled for the evening of 
Sept. 5. Numerous exhibits by firms in the 
soybean industry will be on view at the 
convention hotel. 

@® KNOWLES GRAIN CO., Attica, Ind., 
has purchased the Harlan Grain Co. ele- 
vators at Kentland, Earl Park, and Perkins 
Spur. 

AMERICAN BAG MOVES OFFICES 

American Bag Co., Minneapolis, Minn., 
has moved to new and larger quarters at 
112-114 Third avenue north, officials of 
the firm have announced. Additional equip- 
ment to facilitate cleaning and reprocessing 
of used bags of all types has been installed 
at the new location. The bag concern was 
formerly located at 1315 Knox avenue 
north, 
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On the testing ground of farm acceptance, N 


No-Milk has made an 


outstanding record—has built the greatest brand loyalty in the calf 
food business. Three generations of dairymen have fed this high qual- 
ity productive food to tens of thousands of calves . . . have bought 
again and again and again from their local feed dealers. 

Are you getting your share of these dependable, automatically 


repeating sales? Write today. 
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— Pheasants 
(Continued from page 72) 


ducts they handle, the Schmigels also 
maintain regular direct mailings. 

As they have in many other feed stores, 
live displays have been very successful pro- 
motions at the Schmigel Bros. Feed & Farm 
Supply Co. Displays during the past year 
have featured rabbits, dogs, and baby chicks 
as well as the attention-getting pheasants. 
“Rabbits are always interesting,” ‘'Alphons 
Schmigel jested. “They're always having 
young and people pay plenty of attention 
to them!” 

The Schmigels now have a 1 ton Brower 
mixer and a Papec hammer mill on order. 
“We don’t intend to specialize in custom 
grinding by any means, but we feel that 
because no other feed firm in this commu- 
nity does custom work we should offer this 
service to our customers.” Ample space in 
the Schmigels’ building has been provided 
for the milling machinery when it arrives. 

Deliveries from the Schmigel Bros. Feed 
& Farm Supply Co. cover a 20-mile radius 
twice weekly. There is no charge for de- 
livery but a small discount given to farmers 
who carry their own purchases home en- 
courages cash-and-carry buying. “We feel 
that a delivery service is an important 
‘extra’ that farmers like to depend on when 
they really need it,” John Schmigel said. 

Progressive thinking, courteous selling, 
and a policy of unlimited service to their 
customers has made Fred, Alphons, and 
John Schmigel very popular with farmers 


in their trading area in the short period of 
18 months and the busy feed dealers have 
renewed their pledge of service to their 
customers.” 

“From the time the farmers first come 
in to look at our pheasant display until they 
sell their farms to enter the foreign legion, 
we go all-out to help them!” Fred Schmigel 
added jokingly. 


Haynes Milling Co. Plays 
Host to Its Feed Dealers 


Haynes Milling Co., Portland, Ind., 
played host June 27 to 350 banquet guests, 
feed dealers from eastern Indiana and west- 
ern Ohio who handle the firm’s State Pilot 
feeds and members of their families. The 
dinner is the second annual event held since 
the end of World War II. No banquets 
were held during the war. 

Speakers at the dinner included Clarence 
E. Peters, president of the company; Rich- 
ard Kessler, who served as toastmaster; and 
C. D. Alexander, manager of the Bemis 
Bro. Bag Co. plant at Indianapolis. Mr. 
Alexander delivered his popular and timely 
address, Blind Spot’, pre- 
ceding it with the distribution of silver 
dollars to members of his audience. 


e@ A. G. KIRSCHMER, Burlington, Colo., 
is constructing a new 400,000 bushel con- 
crete and steel elevator. 


@ INTERSTATE SEED & GRAIN CO., 


Fargo, N. D., is remodeling its office. 


—Farm Youth 


(Continued from page 52) 


annually. Maygold seed corn and garden 
seeds are featured and the seed department 
is growing constantly. 

“We also stock remedies, sprays, insecti- 
cides, salt, peat moss, baby chicks, and poul- 
try supplies,’ Mr. Case disclosed. “Ou: 
store is located on a railroad siding and 
incoming shipments are unloaded into ou: 
store directly from the trains.” Oyster shell, 
salt, and peat moss are purchased in car- 
load lots. 

Both outside and inside Case’s Feed store 
neatness is the rule. One attractive hanging 
sign and another window sign identify the 
establishment but there is no conglomera- 
tion of posters or metal signs either inside 
or outside. “Too many signs just make a 
store look junky,” Mr. Case explained. 

Whether the customer is an 85-year-old 
wealthy cattle breeder or an 8-year-old farm 
boy who owns five chicks, he gets equal at- 
tention at Case’s Feed store because Bert 
Case is building for the future as well as 
maintaining his present accounts. “We're 
looking out for tomorrow,” he said. “Then 
the kids of today will be the large-scale 
farmers!” 


@ W. W. DEWEY & SONS, Henry, Ill., 
recently completed construction of a new 
feed warehouse. 


@ NASHVILLE MILLING CO., Nash- 
ville, Ga., has completed construction of its 
new mixing and grinding department. 
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Bowers Promoted by Allied 
To Succeed Worthington 


C. C. Bowers has been appointed to suc- 
ceed H. K. Worthington as Pennsylvania 
district sales manager for Allied Mills, Inc., 
Chicago, Ill., A. G. Philips, vice president 
in charge of sales for the firm, has an- 
nounced. For the past six months Mr. 


Cc. C. BOWERS 


Bowers has served as Mr. Worthington’s as- 
sistant at Muncy, Pa. He joined Allied 
Mills in 1930. 

Mr. Worthington announced his retire- 
ment recently after 30 years with ‘Allied 
Mills and its parent companies. He is recog: 
nized as a pioneer in the merchandising of 
formula feeds in New England and the 
eastern states. 

Mr. Bowers, the new Keystone district 
sales manager, will make his headquarters 
in the Fulton National bank building at 
Lancaster. 

@ FARMERS ELEVATOR CO., Canova, 
5. D., is constructing a new $40,000 ele- 
vator. 

@ FARMERS UNION ELEVATOR CO., 
Sherwood, N. D., is constructing a new 
100,000 bushel elevator. 

@ LES CHRISTENSEN, Fort Thompson, 
S. D., has purchased Grant Williams’ ele- 
vator at Chamberlain. 

@ FARMERS COOPERATIVE ELEVA- 
tor Co., Patoka, Ill., has completed con- 
struction of its new 21,600 bushel concrete 
storage bin. 

DEATH TAKES F. G. HENDERSON 


F. G. Henderson, Monroe, N. C., died 
unexpectedly July 8. Mr. Henderson was 
widely known in feed industry circles in 
the Southeast where he was active for many 
years. Mr. Henderson was sales representa- 
tive in North Carolina and South Carolina 
for the New England By-Products Corp., 
Boston, Mass. 
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Make feeds more effective with 


NADRISOL 
SOLUBLES 


An outstanding characteristic of 
Distillers Solubles is that it con- 
tributes to the maximum utilization 
of the ration and to greater produc- 
tion, be it eggs or meat. Practical 
feeding trials and tests conducted 


under the most scientific conditions J 


have also proved conclusively the 


ability of this valued ingredient to replace others, whose 
less effective contribution to rations makes them more 
expensive. Distillers Solubles thus becomes one of the 


most useful and economical ingredients you can mix. 


Try Nadrisol Solubles in your mashes for poultry and 
livestock. It is an excellent source of the Vitamin B-G 
complex and its nutritional value has been accepted by 


many leading mixers of the country. 


Try Produlac Dried too. This ingredient also has an 
effective potency of the Vitamin B-G complex and its 
feeding value in poultry and livestock rations has been 
conclusively demonstrated time and again. See how easily 
it mixes and how favorably its cost compares with other 


comparable ingredients. 


DRIED DISTILLERS 
GRAINS WITH SOLUBLES 


DRIED DISTILLERS SOLUBLES 


VS tivls f 


NATIONAL DISTILLERS PRODUCTS CORPORATION 


GRAIN PRODUCTS DIVISION + 120 BROADWAY + NEW YORK 


if. | 
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Everybody says fishing is poor this year 
except Walter B. Krueck of Allied Mills, 
Fort Wayne, Ind., who, fishing with his 
daughter, caught 108 black bass during a 
week's vacation in northern Wisconsin. 

Eldon Roesler of The Feed Bag staff is 
fishing at Squaw lake, also in Wisconsin, as 
we write these paragraphs. We hope he 
comes back with some fish stories, for our 
readers are either having very bad luck 
this year or are too modest to send their 
stories to us. We hope everybody gets at 
least a few big ones during the remaining 
months of the season. 


Did you hear Joe E. Nelson, manager of 
the animal feed department of Armour & 
Co., Chicago, discuss the merits of feeding 
chicks meat and bone scraps on Everett 
Mitchell’s “Town and Farm” radio program 
July 19? Joe always packs lots of informa- 
tion in short sentences as is well known 
to readers of the advertisements “Feed Fax 
from Armour” which are published each 


month in The Feed Bag. 


Noel Case, son of Lloyd N. Case, secre- 
tary of the Colorado and Wyoming feed 
associations, underwent an appendectomy 
July 12 and made a rapid recovery. Lloyd 
headquarters at Fort Collins and is the 
policeman for the Secretaries’ Circle. 


If this story is true, as reported, it only 
goes to show that the USDA still has plenty 
of men on its staff with low I.Q.’s. It hap- 


KELL-PH 


Tested as a bone meal 


Low in Cost — Uniformly High in Quality — Easy to Assimilate 


(Calcium Phosphate) 
Offers you a dependable proven source of 


Phosphorus and important trace minerals. 


Tests Prove that KELL-PHOS Conforms to 
American Feed Control Official Tolerances 


ment at a_ surprisingly 


OS 


replacement in the labo- 
ratory and in the feed lot 
by leading commercial 
and mineral feed manu- 
facturers, KELL-PHOS 
conforms to tolerances 
set up by the American 
Feed Control Officials. 
KELL-PHOS helps solve 
the need for a Depend- 
able bone meal replace- 


Here are some of the many advantages which 
KELL-PHOS offers: 


low cost. Improved meth- 
ods of processing in cur 
modern plant assures uni- 
form fine mixing at all 
times with a minimum 
moisture content. Add 
this phosphorus rich in- 
gredient to all your feed 
formulas and save money. 
Gain the extra nutritive value of the extra trace 
minerals in every bag of KELL-PHOS. 


*Prompt shipment 
*Uniform Fine Grind 


Proven 


ances 


*Laboratory and Feed Lot 9.0% 
*Well Over AFCO Toler- 


*Uniform Anzlysis and Color 
*Used More and More by 
Leading Manufacturers. 


Typical Analysis: 
Phosphorus, not less than 


Calcium, not less than 19.0% 
Calcium, not more than 21.0% 
Fluorine, not more than 1.5% 
In addition contains over 24 
important trace minerals 
needed for rugged growth. 


INVESTIGATE THE ADVANTAGES OF KELL-PHOS TODAY. 
SEE YOUR NEAREST DISTRIBUTOR LISTED BELOW 


DES MOINES, IOWA 


lowa Feed Co. 


ED 
iowa FEED co. 


OR WRITE DIRECT TO 


The Ray Ewing Co. 
1097 N. Marengo Ave 
Pasadena 5, Cali i 


W. Martin & 
William Oliver 
Atlanta, Georgi 


New York, N. 


Bufla'o Feed & Supply Co., 
401 Chamber of Commerce B 
Buffalo, New York 


THE KELLOGG CO. 


OCALA, FLA. 


pened at a county agriculture meeting in 
southern Illinois which this certain govern- 
ment man attended. In the course of the 
meeting, a farmer rose and said: “I’m plant- 
ing lespedeza this year for the first time.” 
The government man leaped to his feet like 
a shot: “You farmers can’t plant less ‘pedeza’ 
and expect the United States to meet its 
export requirements. I hope I hear some 
of you say you're planting more ‘pede:za’ 
this year!” 

Two sons are growing up with Ames- 
Burns Co., Jamestown, N. Y., business. 
They are George Kessler, son of E. C. 
Kessler, and James Ditzler, jr. The senior 
Kessler and Ditzler are well known to the 
feed trade. George has been with the firm 
for some time but Jim, jr. started to travel 
a territory a little less than a year ago after 
four years’ Pacific service. 

E. C. “Gene” Dreyer of the Dreyer 
Commission Co., St. Louis and Kansas City, 
stopped at Milwaukee enroute to his sum- 
mer home at Frankfort, Mich. It was the 
hottest day of the year and Gene sat in 
his shorts in a room in the Plankinton hotel 
while waiting for the carferry to take him 
across Lake Michigan. His only consolation 
was that on telephoning his son, Charles 
Dreyer, the temperature in St. Louis was 
105. 

Chris Miller of the Russell-Miller Milling 
Co., Minneapolis, writes these words of 
wisdom in his mimeographed letter to the 
trade, dated Aug. 1: “The only reason that 
a livestock or poultry raiser was ever per- 
suaded to feed a balanced ration was he- 
cause it was proven to him that the grain 
which would be saved would more than pay 
for the outside investment. Never before 
did it take as few bushels of wheat, corn, 
oats, barley, soybean, flax or any other farm 
crop to buy a ton of feed—and never before 
could a man lose as much money by not 
buying formula feeds.” 

Harry Franke, jr., son of Harry Franke 
of the Franke Grain Co., Milwaukee, was 
married to the former Miss Mary Winkie- 
man at Whitewater, Wis., on Aug. 9. The 
senior Mr. Franke is president of the Mil- 
waukee Grain Exchange and his son, who 
had been in the armed services, has 1'% 
years to complete his studies at the Uni- 
versity of Wisconsin. 

Don’t forget those fish stories —D.K.S. 

@ MC CABE BROS CO., Minneapolis, 
Minn., has purchased the H. G. Ostbye 
elevator at Stephens. 

@ ATLANTIC FEED, SEED & GRAIN 
Co., Atlantic, Iowa, has been incorporated 
by Frederick Brown, J. W. Brown, and 
Ruth E. Brown. 

@ G. CURTIS CLARK, Corpus Christi, 
Tex., has been elected president of tlc 
Coastal Bend Grain exchange, officials of 
the Texas exchange have announced. M:. 
Clark is associated with the Eastern Sec 
Co. at Corpus Christi. 

@ BEELER COOPERATIVE ASSOCIA: 
tion, Beeler, Kan., is constructing a new 
25,000 bushel storage elevator. 

@ J. C. MULLANEY GRAIN CO., Gay: 
ville, S$. D., has modernized its warehouse 
and equipped a new office. 
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AUSTIN W. CARPENTER 


Who is there that doesn’t enjoy a com- 
pliment on a worthwhile accomplishment? 

It is one of the fixed traits of human 
nature to like a “pat on the back”, yet this 
important factor in feed merchandising is 
very frequently overlooked. 

Not so, however, by the Thrift Feed 
Mill, Inc., of Doylestown and Wycombe 
in Pennsylvania. Alice M. Bartlett, who 
plans the merchandising for this aggressive 
feed organization, knows how to cash in 
on the pride of accomplishment character- 
istic of her customers. 

Recently, the Gardenville farm of Cap- 
tain John N. Matthews sold the outstanding 
Guernsey bull of the world, which it had 


Austin W. Carpenter is executive director 
of the Eastern Federation -of Feed Mer- 
chants and managing editor of Business 
Farming. His opinions as expressed in this 
column are his own and not necessarily 


shared by the publishers of The Feed Bag. 


raised, for $45,000. Here was a fine op- 
portunity for the feed supplier to publicize 
congratulations and the smart merchandisers 
in the Thrift Feed Mill organization were 
quick to take advantage of it. A congratu- 
latory message was printed and distributed. 
It is worth reproducing here. 


CONGRATULATIONS 
To CAPT. JOHN N. MATTHEWS and 
Gardenville Farm Employees 
FOR RAISING THE OUTSTANDING 
GUERNSEY BULL OF THE WORLD 
(Gardenville Coronation King 329184, 
sold at Gardenville, Pa., Friday, June 13, 
1947 for $45,000) 

AND FOR ASSEMBLING HIS FAMILY 
IN BUCKS COUNTY 
We Too Of 
THRIFT FEED MILL, INC, 
Doylestown and Wycombe 
Are Proud To Have Been Able To Furnish 
The Feed During The War-Time Period 
For This Illustrious Family 
Our Congratulations, Also, To Graham 
Foster, Herdsman, Who Raised This Bull 


Respectfully 


ALICE M. BARTLETT, Pres. 
June 19, 1947 


Here was thoughtfulness and action sure 
to appeal to the pride of Captain Matthews, 
Herdsman Foster, and other Gardenville 
farm employes. 

The accomplishment of the Gardenville 
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farm staff was flashed to community people. 
So was the part Thrift feeds had in the 
accomplishment. 


It is true that few feed merchants can 
boast of customers developing $45,000 herd 
sires, yet everyone who manufactures and 
sells feed has among his customers livestock 
and poultry people who build enviable 
records. It may be a customer's dairy herd 
that has the high record in the cow test 
association; a poultryman with a great 
record for egg production and low mor- 
tality; a 4-H member's calf; or a string of 
poultry that takes down the blue ribbons at 
the county or state fair. 

The alert feed merchant should be close 
enough to his customers to know when one 
of them hits the competitive bull’s eye. 
Whenever a customer accomplishes a worth- 


while record, public recognition of it is 
sure to be appreciated. The feed man who 
beats the other merchants of his community 
in patting customers on the back for jobs 
well done, will make friends, increase vol- 
ume, and build everlasting business good- 
will. There is need for more of it. 


@ FARMERS UNION ELEVATOR CO., 
Fairbury, Neb., has been delayed in the 
construction of its new eleveator by rain 
and a strike. 


@ MASON & KENDELL, Indian Grove, 
Mo., have purchased the Farmers Elevator 
at Dalton. 


@ DARLINGTON FEED & SUPPLY CO., 
Darlington, S. C., has been incorporated 
with H. C. Trammell as president. 


Prodweing DOUBLE 
Propits Every Day 


The Sprout-Waldron Simplex Pellet Mill produces two 


profits for you... (1) the extra margin of profit gained 
by the exceptionally economical, efficient production of 
this mill... (2) the extra feed business that merely having 
the S-W Simplex Pellet Mill will bring you, for 


PELLETS ARE HERE TO STAY 


The rapid increase in demand for pelleted feeds has 
been phenomenal. Feed manufacturers—large and small— 
alert to this growing market have a big opportunity to 
increase sales and make more profit by installing an S-W 
Simplex Pellet Mill. 


Don't miss your chance. The consumer desiring pelleted 
feed will usually take all his feed business to the mill which 
can supply pellets. Let your Sprout-Waldron representative 


show you how you can equip your mill to best share in 
these extra profits. 


SPROUT-WALDRON & COMPANY 
MANUFACTURING ENGINEERS 


MUNCY PENNSYLVANIA 
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to protect livestoc 
and poultry from goiter 
and related conditions 


Nutritional experts have long recognized the value of - 
IODINE in the nutrition of livestock and poultry. Manufac- 
turers of high-grade feed include 1op1nE in their products. 

Farm animals, just like human beings, require IODINE. 
To be sure, only a little is needed — but that small amount 
is vital to prevent goiter and related conditions. 

In goiter areas, IODINE is a ‘must’. In other areas, it is a 
wise precaution, 

Buyers naturally look for rop1nE in the feed they buy. 
They know how essential it is in the proper nutrition of 
livestock and poultry. So make sure your feed contains 
IODINE. The cost per ton of feed is negligible. 


IODINE EDUCATIONAL BUREAU, INC. 


CCC PRODUCTS 


Guarantee Quality and Stability 


Selectively mined, scientifically processed through new, 
improved methods, CCC Products insure thorough 
distribution of essential minerals in your feeds. 


CALCIUM CARBONATE COMPANY 


222 West Adams Street—Chicago 6, Illinois 
Brandeis Theatre Building, Omaha 2, Nebraska—Box 409, Carthage, Missouri 


Beacon Co. Executive 


STANLEY W. TYLER 


Stanley W. Tyler has been elected execu- 
tive vice president of the Beacon Milling 
Co., Cayuga, N. Y., Lloyd S. Riford, pres: 
ident of the firm, has announced. Mr. Tyler 
has served as vice president since 1943 and 
as a director of the company since 1936. He 
joined Beacon in 1924. During World War 
II Mr. Tyler handled production as well as 
purchasing activities for the company. 


Ohio Nutrition Conference 
Scheduled for Nov. 6-7 


International interdependence will be the 
theme of the annual Ohio animal nutrition 
conference to be held Nov. 6-7 at Ohio 
State university, Columbus, T. S. Sutton, 
director of the university institute of nutri- 
tion, has announced. Mr. Sutton pointed 
out in his announcement that hunger and 
shortages plague the world today and en 
phasize the interdependence of nations. 

H. E. Frederick, Marysville, a member o! 
the Ohio Feed Industry Council and trustee 
of the Ohio Grain, Mill & Feed Dealers 
association, and A. L. Gross, Ohio Farm 
Bureau, represent the feed industry in plan 
ning the conference. 

C. M. Ferguson, Ohio Extension Service, 
and W. E. Krauss, director of agricultura! 
research at Ohio State and the Ohio ex: 
periment station, are serving with Mr. Sut- 
ton on the committee completing arrange: 
ments for the annual nutrition meeting. 


@ UNIONVILLE MILLING CO., Union 
ville, Mich., recently cooperated in sponsor 
ing a soybean project for 4-H club mem 
bers. 


@ C. J. HUELSENKAMP, Broken Bow 
Okla., is now operating the T & P Feed 
store which he purchased a few months ago 


@ FARMERS UNION COOPERATIVE 
Oil Co., New Richmond, Wis., is plan- 
ning to construct a new $20,000 feed mill. 
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—Dannen 
(Continued from page 15) 


sign in a grain elevator office which said, 
“Jf you spit on the floor at home, spit on 
the floor here. We want you to feel at 
home’. But I saw a sign in a progressive 
modern elevator office which read, “If you 
spit on the floor at home, go home to spit”. 
That elevator operator was really using 
common sense. Lots of elevator owners have 
started their own private clean-up and paint- 
up campaigns and have made their plants 
aitractive—nice places for farmers to do 
business. 

And, boy, you should see some of those 
glorified feed stores that are being built 
nowdays! Maybe you have one of them— 
or maybe it’s worse and your competitor 
has the new modern one. The time is here 
when rickety, dirty, rat-infested feed stores 
are on their way to oblivion. If you plan 
on staying in the feed business, holding the 
customers you have and expanding your 
sales, then you're going to have to doll 
your place up. 

| don’t mean that you are going to have 
one of these modernistic plants with corner 
windows, glass block walls, and neon lights, 
but you are going to have a clean, atractive 
place, comparable to a nice grocery store, 
or any other good business house in your 
town. Dirty, fly-specked windows, dusty 
displays, faded posters and torn calendars, 
cobwebby walls—that’s the traditional feed 
store and that’s a tradition that is rapidly 
giving way to the common sense of good 
merchandising. 

One other thing that I’m glad to see dis- 
appearing is the defensive attitude of the 
feed and grain trade. For many years we've 
been the step-child of business. We've been 
pointed out as an example of the un-needed 
middleman who produces nothing but adds 
cost to the process of getting goods from 
producer to consumer. That attitude be- 
longs now to the dim past. 


The feed trade is on the offensive. We're: 


showing folks how we can be of service to 
them—how we can help them to produce 
more, easier, and better. We're operating 
with college authorities to carry the mes- 
sage of balanced feeding to poultry, hog, 
and cattle raisers. When they prosper you 
prosper—when they raise more pigs per 
litter, get more eggs per hen, and more 
pounds of butterfat per cow, they are help- 
ing you. 

Because this feed and grain business is 
so affected by government, we should look 
at government in the light of tradition vs. 
common sense. Our county set-up is really 
a horse-and-buggy deal. County seats are 
about 25 to 30 miles apart so that every 
place inthe county is within one day's drive 
of the county seat—sure, one day’s drive in 
a horse-and-buggy. Think of the money we 
could save if we'd do away with this county 
government! Lots of politicians would be 
out of jobs, and that’s the main reason why 
this reorganization won't come to pass very 
soon, at least. Tradition is hard to break. 

Speaking of saving money, we are en- 
joying the novelty right now of having an 
economy drive in our federal government 
for the first time in 15 or 20 years. 

Here again the politicians are putting up 
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a big holler. They say that reducing appro- 
priations will mean that we will have to do 
without a lot of services that we've been 
getting—statistical reports for instance, re- 
clamation work, market support plans, and 
other things. 


How long would we be in business if we 
acted like that? Can you imagine yourself 
saying to your customers, “Business isn't 
as good as it has been, so I'll have to give 
you less service. I won't have time to put 
up feed prices on my price board so you 
folks will have to guess at the price of egg 
mash. I won't be able to keep up with the 
grain markets, so you farmers will have to 
tell me what your wheat and corn is worth. 
I can’t afford to hire any help, so you're 
going to have to load feed on your trucks 


yourselves and dump your own grain trucks 
in the elevators.” 

That's what government is saying to the 
people of the nation, but can you imagine 
yourself saying those things to your custo- 
mers. You can, in a pig’s eye! When your 
income is reduced you just work a little 
harder, give a little more service to your 
customers, figure out how you can do things 
at lower cost—-all with the idea in mind 
that you can thus increase your income. 
That's what we should expect and demand 
from our government. 

Carefulness in outlay? Just the opposite 
in bureaucratic government! Look at all the 
duplication—27 different agencies loaning 
money, 18 having to do with veterans’ 
work, 17 agencies working with labor! 

Freedom from extravagance and waste— 


FINAL 
SIZING 
HERE 


PRIMARY REDUCTIO 


A 


SECONDARY 
REDUCTION 
HERE 


Produce the Granular Grind 


Blue Streak primary reduction 
(1) reduces the material to 
proper size so that secondary 
reduction with peripheral feed- 
ing (2) and final sizing (3) of 
the Prater Triple Reduction 
Process of Pulverizing function 
at full efficiency to produce 


the granular grind. 

We believe that the Blue 
Streak Triple Reduction Process 
will give you results that you 
want, to a degree that you have 
never secured before. 

Send the coupon for full 
information. 


PRATER PULVERIZER COMPANY 


1515 SOUTH 55th COURT 


CHICAGO 50, ILLINOIS 
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O Blue Streak 
Streamliner 


THE MILL 


THAT PRODUCES 


SS M Z Ss PLEASE ON 


THE 


GRANULAR 


GRIND! 


2 
CHECKED 
(au | | | Permanent | 
iy =] LAA Magnet \ 
f ral 
— "a 
e890 


that’s a laugh! Extravagance has been raised 
to the level of art—the more extravagant 
the better. Government officials in swanky 
offices overstaffed with assistants, with 
stenographers, and with clerks. High, wide, 
and handsome has been the theme. Our 
government has become extravagant in the 
use of money, time, equipment, material, 
and manpower. If it weren't so serious, it 
might be funny. As we push this economy 
drive in our government, let’s not do it 
with the idea of what we're going to do 
without, but instead with the idea of re- 
taining desirable things at lower cost. Busi- 
ness’ aim is “more for the money’”—govern- 
ment only shrugs and says, “Less money, 
less service.” That's wrong—and it’s up to 
all of us to see to it that the attitude is 
changed and we get some common sense 
in government. - 


Cash in on today’s profit opportunity by recom- 
mending and selling Ful-O-Pep Calf Starter. This 
vitamin-rich feed builds satisfied customers and re- 
peat business, and opens the door to big tonnage 
on other Ful-O-Pep Feeds. For more information 


write to 


THE QUAKER OATS COMPANY, CHICAGO 4, ILL. 


ILD DAIRY FEED PROFITS 
Recommending and Selling 


PEP Calf Starter! 


Thrifty! 


O-Pep Calf Starter that one pound replaces up to 
10 pounds of whole milk in calf feeding. As much 
as 75% of the milk formerly used . . . from one to 
two thousand pounds per calf... may now be 
saved for the market. 


its Handy! 


Tradition is all right in its place—our 
nation has some glorious traditions. Wash- 
ington, Jefferson, and Lincoln are traditions. 
“Land of the Free” is a wonderful tradi- 
tion, but all of us are going to have to use 
a whole lot of common sense to protect 
these heritages. And it’s going to take a 
lot of common sense—good old horse sense 
—to keep our feed stores and grain eleva- 
tors operating on the profit side of the 
ledger. To that end let’s each one of us 
examine himself, and say to himself, “Am 
I tied to tradition and do I need to get 
up-to-date in my business?” 

Then as an industry, serving the farm- 
ers, we can say, “Off with dead, useless 
tradition; and forward with a modern, wide- 
awake “common sense’ way of doing busi- 
ness!" 


So rich in feeding value is Ful- 


Ful-O-Pep Calf Starter is easy 


to feed—there’s no gruel to mix, no buckets to scrub, 
no fuss or bother. Begin feeding Ful-O-Pep Calf 
Starter Pellets when the calf is 3 to 6 days old. 
Calves take to Ful-O-Pep readily and the way they 
thrive and grow on it is amazing. 


Nutritious! 


Dairymen often find they may 


grow even better calves on Ful-O-Pep than they 
formerly raised on whole milk. That’s because Ful- 
O-Pep provides even more feeding benefits than 
whole milk itself, once regarded as the “perfect 
feed” for calves. 


Make Personnel Changes 
At Bemis Memphis Plant 


Three personnel changes at the Memph.. 
Tenn., plant of Bemis Bro. Bag Co., S: 
Louis, Mo., have been announced by th- 
firm. C. W. Loomis, manager of the Mem- 


C. W. Loomis 


F. C. Chenault 


phis plant since 1931, has been transferred 
to the company’s general offices at St. Louis 
where he will assume important administra- 
tive duties. 

F. C. Chenault, a veteran of more than 
30 years with Bemis and previously sales 
manager of the Memphis plant, has been 
promoted to succeed Mr. Loomis as man- 
ager. R. R. Duff, previously a member of 
the market research department at St. Louis, 
has been appointed sales manager at Mem- 
phis. He has been associated with Bemis 
since 1932 and during World War II served 
in the war food administration and other 
governmental agencies. 


Cornell Nutrition School 
Will be Held Nov. 6-8 


The annual Cornell university nutrition 
conference for feed manufacturers will be 
held Nov. 6-8, according to an announce- 


_ment by S. E. Smith of the Cornell staff 


who is chairman of the event. Meetings will 
be held Nov. 6-7 at Hotel Syracuse, Syra- 
cuse, N. Y., and Nov. 8 on the Cornell 


campus at Ithaca. 


@ FARMERS GRAIN & SUPPLY CO., 
Warsaw, Ill., has remodeled its feed ware- 


house and installed new scales. 


@ EUGENE SELLS, Boonville, Ind., has 
purchased the Wadena grain elevator at 
Wadena from Charles Starz. 
@ KNAPPEN MILLING CO., Kalamazoo, 
Mich., is constructing storage facilities for 
500,000 bushels of grain which will bring 
the firm’s total capacity up to 1,000,000 
bushels. 

WELSH HEADS RESEARCH FOUNDATIO!: 

J. L. Welsh, Butler-Welsh Grain Co., 
Omaha, Neb., has been elected president 
of the newly incorporated Agricultural Re 
search Foundation of Omaha, the organiza. 
tion has announced. Mr. Welsh is one o! 
the five incorporators of the farm research 
group which received a contribution o! 
$40,000 when it was formed from the Farm 
Crops Processing Corp., operator of the 
Omaha alcohol plant. 
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Of all the ways of saving up a tidy 
sum of money, one of the easiest and 
safest ways is to invest your money in 
U. S. Bonds. 

You can buy Bonds either through 
the Payroll Savings Plan at your place of 
business—or if the Payroll Plan is not 


available to you, but you do have a 


checking account, through the Bond-a-. 


Month Plan at your local bank. 

Both ways repay you $4 for every $3 
you save, by the time your Bonds mature. 
Choose the sum you can afford from the 
chart on the right. Start saving today! 


Permission Peter Arno 


©The New Yorker Magazine, Inc. 


Station Scene, 1957. Find the man who is getting a steady income from 
U.S. Savings Bonds. He was smart enough to start buying, back in 1947. 


Save 


AND YOU WILL HAVE 


each week | In 1 Year In 5 Years In 10 Years 
$2.50 $130.00 $668.97 $1,440.84 
3.75 195.00 1,004.20 2,163.45 
7.50 390.00 | 2,009.02 4,329.02 
12.50 650.00 3,348.95 7,217.20 
18.75 975.00 5,024.24 10,828.74 


Save the easy, automatic way ...with U.S. Savings Bonds 


Contributed by this magazine 


in co-operation with the Magazine Publishers of America as a public service. 
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The Secretaries’ 


“What a relief it will be to get the Kan- 
sas Seed Dealers association’s convention 
over with,” Orris E. Case, secretary of that 
group and the Kansas Grain, Feed & Seed 
Dealers association, wrote recently. Other 
secretaries concur in Mr. Case’s statement 
that the best convention is the one which 
is just over with. 

Some member organizations of the Grain 
& Feed Dealers National association were 
considering filing statements in opposition 
with the house committee hearing proposals 


to increase the minimum wage, reports 
Ron F. Kennedy, secretary of the National. 
The protests, if advanced, would be filed 
through the National Grain Trade council, 
Mr. Kennedy stated. 

Members of the Colorado Grain, Milling 
& Feed Dealers association are generally 
agreed on supporting the churches’ plan of 
wheat for relief, although there are a few 
dissenters, according to Lloyd N. Case, 
secretary of the organization. 

Two new members join the Secretaries’ 
Circle this month. They are Ed S. Herron, 
who has succeeded W. E. Culbertson as 
secretary of the Illinois Grain Dealers asso- 
ciation, and H. B. Henning, first fulltime 
secretary of the two-year-old New Mexico 
feed group. 

The Western Grain & Feed association 


W 


FIRST 


of hog feeders 


Algona, lowa 


Always quick turnover, big volume with 


Minra 


because it’s the Grandaddy of them all . . . first choice 


For sales and PROFITS, there’s only ONE Sargent 
Minral Meal. Write for our dealer proposition. ~ 


SARGENT PLANT 


Fremont, Nebr. 


FIRST 


among protein-mineral supplements. 


DES MOINES 
IOWA 


Monmouth, Ill. 
Waverly, Mo. 


is lending its full support to the nutrition 
school which will be held at Iowa State 
college, Ames, Sept. 25, reports Mark G, 
Thornburg, secretary of the Iowa feed or- 
ganization. Clyde Hendrix of Pillsbury Mills 
will be a featured speaker at the school. 

Texas feed dealers have been cooperating 
with J. B. Kidd, farm labor field assistant, 
to supply labor, trucks, and combines jor 
the state’s tremendous wheat harvest, w: ites 
G. E. Blewett, secretary-treasurer of the 
Texas Grain & Feed Dealers association. 

Eleven new members have recently been 
added to the growing rolls of the Ohio 
Grain, Mill & Feed Dealers association, ac 
cording to the organization’s secretary, 
C. V. Thomas. The Buckeye group 
has more than 400 members. 

Secretary Howard W. Elm of the Ne- 
braska Grain & Feed Dealers association is 
spearheading his organization’s drive to 
make country elevators and feed stores safer 
from fire hazards. Mr. Elm’s membership is 
cooperating in a drive to check electrical 
equipment, eliminate fire hazards, and to 
have adequate fire extinguishers. 

Things are a little quieter down in Hig- 
ginsville, Mo., now that D. 4. Meinershagen 
has successfully held his first convention as 
secretary of the Missouri Grain, Feed @ 
Millers association. The meeting was held 
June 19. Dick succeeded his dad, 4. H. 
Meinershagen, as chief bookkeeper for the 
Show-Me dealers. 


how 


Hay Dealers Hold Meeting 
At Buffalo July 20-21 


Members of the National Hay association 
and the New York State Hay & Grain 
Dealers association held a joint convention 
at Hotel Statler, Buffalo, N. Y., July 20-22 
with a large attendance from both groups. 
Presiding jointly at the two-day mecting 
were Harold D. Harrison, Blanchester, 
Ohio, president of the National Hay asso- 
ciation, and Emil A. Schumann, Rochester, 
president of the New York group. 

Speakers at the convention included John 
F. Gerard, president of the Buffalo Corn 
Exchange; Ray B. Bowden, executive vice 
president of the Grain & Feed Dealers Na 
tional association; Dr. F. B. Morrison, Cor’ 
nell university; E. W. Hamilton, Allis 
Chalmers Mfg. Co., Madison, Wis.; and 
W. J. Durkee, J. I. Case Co., Syracuse, 
N.. ¥. 

Other speakers were G. T. Cecil, Birming: 
ham, Ala., first vice president of NHA; 
Fred K. Sale, Indianapolis, Ind., NHA 
secretary-treasurer; George R. Bridge, Chi 
cago, Ill., reporting on the 1947 hay crop; 
Warren H. Dean, White Plains, N. Y., 
chairman of the NHA memorial committee; 
Robert V. Misar, Rochester, New York 
secretary-treasurer; W. H. Hosterman, de’ 
partment of agriculture; and C. M. Morri 
son, Rochester, federal hay inspector. 

@ SHERIDAN MILLING CO., Sheri:an, 
Ind., has installed new scales with cape -ity 
of 30 tons. 

@ JOHN SMITH, Powell, Wyo., has pur 
chased the building which houses his {ced 
store. 
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(Continued from page 37) 


all their farm needs. The firm has a grinder 
and Joliet corn sheller and purchases corn 
from farmers, grinding it for re-sale. No 
custom feed mixing is done, however, as 
both Mr. Harris and Mr. McCook believe 
that formula rations not only do the best 
producing job but also return the best profit 
to the dealer. 

Both Sam Harris and Joe McCook are 


GEORGETOWN GRAIN 


4% 


FULL lines of nationally ad- 
vertised formula feeds, fertil- 
izers, and farm supplies have 
made the Georgetown Grain 
Co. a mecca for farmers and 
ranchers of the great state of 
Texas. The attractively painted 
store, shown above, stocks a 
wide variety of field seeds 
also. 


army veterans of World War II. Mr. Harris 
was an officer under Gen. MacArthur's 
command in the southwest Pacific while 
Mr. McCook served as a flight officer in 
the China-Burma-India theater. Both have 
aggressive, progressive merchandising ideas 
that already have been evidenced by a 30 
per cent increase in business shown during 
a recent seven months’ period. 

One of the most profitable sidelines at the 
Georgetown Grain Co. is the firm’s line of 
sprays. One employe has been thoroughly 
trained in proper methods of custom spray- 
ing and a complete spray service is offered 
throughout the Georgetown area. Cattle are 
sprayed at 15 cents per head, sheep 5 cents 
per head, and trees at 50 cents each. DDT 
preparations are used principally, because 
their ability to perform well has been 
proven and because national advertising 
has made farmers DDT conscious. 

Last year Mr. Harris and Mr. McCook set 
up a special spray display in their salesroom 
which proved an excellent promotion. They 
exhibited a collection of troublesome green 
worms and with the help of experimental 
data from Texas A & M demonstrated the 
effective use of various sprays. A 5 per cent 
solution of DDT proved most effective in 
killing the worms. A similar demonstration 
was conducted in a staked area in a field 
badly infested with green worms. 

Hybrid seed corn is given extra merchan- 
dising impetus at the Georgetown Grain 
Co. because Mr. Harris and Mr. McCook 
feel that Texas farmers have been too back, 
ward about planting high grade hybrids. 
They offered this seed corn free to all 4-H 
club boys in the county who promised to 
plant and tend it carefully. The boys then 
had their picture taken with their fathers, 
the county agent, and E. A. Miller, Texas 
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A & M agronomist, who helped in the pro- 
gram. “We gave plenty of publicity to this 
hybrid planting in the Blackland Reporter 
and soon many other farmers came in to 
ask about hybrids,’ Mr. Harris explained. 

“The Georgetown Grain Co. does more 
extension work than we do out of our 
office!” Roy Huckabee, county agent at 
Georgetown, declared in a sincere tribute 
to the firm’s policies of service. Mr. Hucka- 
bee works closely with the company in all 
matters which will benefit the farmers of 
the area. 

Farmers frequently write in to the George- 
town Grain Co. and its homey newspaper 
for information and aid on their farm prob- 
lems. The county agents and Messrs. Har- 
ris and McCook do their best to solve the 
difficulties immediately. 


818 3rd AVENUE N. E. 


“Good will and trust are priceless assets 
to any feed business,” Mr. Harris asserted. 
“The Blackland Reporter has given us that 
extra something that has made our business 
more successful. Regardless of the extra 
effort required, we intend to continue and 
to enlarge it in the future.” 

HEADS FEED DEPARTMENT 

J. E. Donnelly has been appointed in 
charge of the feed department of Cardona- 
Stevens-Morgan Co., Chicago, Ill., accord- 
ing to J. L. Cardona, an official of the job- 
bing and brokerage firm. Mr. Donnelly has 
been active in the feed industry for several 
years and previously was associated with 
Pillsbury Mills, Inc., Minneapolis, Minn.; 
Vitality Mills, Inc., Chicago; and the Ar- 
cady Farms Milling Co., Chicago. 


IN CANADA: P; O. Box 70, Ft. William, Ont. 


| 
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ae. Write for Prices 
E. R. SQUIBB & SONS, 745 Fifth Avenue 


VITAMIN 


=. FOR FEED MIXERS = 


A Low-Cost, Dry 


New York 22, N.Y. 


A NAME you CAN TRUST 


MILL AND ELEVATOR EQUIPMENT 


Our Service Includes 


Dust Collectors 
Malt Cleaners 
Reels, Bins, Tanks 
Feed Hoppers 


Elevator Legging 
Elevator Heads 
Elevator Boots 


Fire and Dust-Proof Elevators 
Conveyors and Fittings 


L. BURMEISTER CO. 


4535 W. MITCHELL STREET 
MILWAUKEE 14, WIS. 


Elevator Casings 


Opens Own Business 


WALLY BURHOP 


W. W. (Wally) Burhop, formerly sales 
manager of the soybean oil meal department 
of Central Soya Co., Fort Wayne, Ind., has 
announced the opening of his own com- 
modity brokerage business in Fort Wayne. 
Mr. Burhop was associated with Central 
Soya and McMillen Feed Mills for 10 years 
and managed the Central Soya meal sales 
department for the past several years. His 
new firm is known as W. W. Burhop & Co. 


Augenstein to Direct Sales 
For A. K. Zinn & Co. 


A. K. Zinn & Co., feed manufacturers at 
Battle Creek and Jackson, Mich., have an- 
nounced the appointment of L. L. Augen- 
stein as sales manager of the firm. 

Mr. Augenstein has had wide feed in- 
dustry experience and has also been active 
in work with the Future Farmers of Amer’ 
ica. He served as an Ohio State dairy ex- 
tension worker until 1934 when he joined 
the Larrowe Milling Co., Detroit. 

In 1940 he became associated with the 
Gray Milling Co., Springville, N. Y. and in 
1943 he joined Dailey Mills, Inc., which 
were then located at Birmingham, N. Y., 
and have since moved to Olean, N. Y. 

In December, 1943, Mr. Augenstein b:- 
came sales manager of the Northwest Di: 
tributing Co., Colby, Wis., and served the:e 
until March, 1945. 


@ GOODMAN & MEADER, State Cente’, 
Iowa, are planning to construct a new 
office building. 

@ ST. FRANCIS GRAIN & FEED CO. 
St. Francis, Kan., has installed new steam 
rolling machinery. 


@ WHITE HEATH GRAIN & SUI- 
plies, White Heath, Ill, has been 
chased by Leo Bright, George Haines, H. 
M. York, and Paul E. Kelsey from C. E 
Ozier. 
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hybrid corn, block salt, binder twine, and 
some dog food. The sideline sellers are dis- 
played in the fluorescent lighted office of 
the Lange feed store which is brightened by 
the addition of attractive folding awnings 
to its exterior. 

Fred Lange does a limited amount of 
mixing with his S. Howes mixer but prefers 
to sell sacked formula feeds. The mixing 
and warehouse departments of his store 
are linked to the office by a modern new 
intercommunication system. 

just back of the Lange feed store is a 
siding of the big railroad which links Kan- 
as City, St. Louis, and the Southwest. This 
spur track enables Mr. Lange to make con- 
iderable savings by purchasing in carload 
lots. 

Competition from metropolitan Kansas 
City, some 65 miles away, and strong local 
cooperatives keeps Fred M. Lange alert and 
highly conscious of the importance of mod- 
ern merchandising, advertising, and display 
practices. He is a member of the Missouri 
Farm Bureau, the Sedalia chamber of com- 
merce, and advertises regularly in the Se- 
dalia newspaper. 

“Our policy here basically is to buy in 
large quantities, sell in large quantities, and, 
above all, to keep the stock moving at all 
times,” Fred M. Lange concluded. “For 60 
years that policy has worked very well and 
we ve no intention of changing it.” 


Robert Zinn Named Swine 
Specialist by Allied Mills 


Robert Zinn has been appointed swine 
specialist in the educational service division 
o! Allied Mills, Inc., Chicago, Ill., John L. 


Richardson, director of advertising and sales 


Robert Zinn 


Eugene Cooper 


promotion, has announced. For the past two 
years Mr. Zinn has served as project super- 
visor in the firm’s advertising division. 

Mr. Zinn, a graduate of the University 
of Illinois, served as a vocational teacher in 
Illincis and Indiana prior to joining Allied 
Mills. In his new capacity as swine specialist 
he will devote most of his time to speaking 
at dealer and feeder educational meetings 
on behalf of Wayne formula feeds. 


Eugene E. Cooper, a recent graduate in 
agricultural journalism from Iowa State 
college, has been named to succeed Mr. 
Zinn in the advertising division. Mr. Coop- 
er served as a fighter pilot during World 
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War II. He has done extensive writing for 

farm publications and has done considerable 

promotion work. Mr. Cooper will edit com- 

pany publications and will prepare case 

histories of successful Wayne feed dealers. 


@ RAY KEMNA, &t. Elizabeth, Mo., has 
purchased the Anchor Milling Co. mill. 


CHANGE NAME TO WILSON'S 

Wilson's, Millersburg, Ind., is the new 
name for the firm formerly known as the 
Millersburg Hammer Mills and also as Wil- 
son's Hammer Mills, Robert J. Wilson, 
owner of the concern, has announced. Mr. 
Wilson purchased the interest of his fa- 
ther, the late Marion J. Wilson, from the 
senior Mr. Wilson's estate last year. For 
19 years prior to his father’s death, Robert 
J. Wilson was active in the management 
of the company. 


Lets Ce 


KASCO DEALERS 
ARE SELLING! 


* 


A COMPLETE “SALES KIT” 


PROVIDES 


THE AMMUNITION 


This fall and winter, progressive 
dealers will be fighting for “mash” 
business reminiscent of prewar days! 
back and the 
greatest volume will go to those deal- 
ers with carefully planned sales and 


Competitive selling is 


advertising programs, 


That’s why the Kasco Egg Producer 


fall campaign is “sweet music” to 
every dealer’s ear. Kasco dealers will 
be supplied with every possible sales 
aid . . . a huge advertising schedule 


in leading farm publications is backed 


TOLEDO 4, OHIO 


— National 
(Continued from page 44) 


Ray C. Ayers, Slaton, Tex.; C. S. Wool- 
man, Chicago; E. H. Beer, jr., Baltimore; 
Ben U. Feuquay, Enid, Okla; John S. 
Hedeland, Omaha; W. C. Holstein, Mil- 
waukee; Max Cohn, Buffalo; Dan South- 
well, Buffalo; H. E. Sanford, Portland, Ore. 

F. E. Gillette, Nashville, Tenn.; John 
Hinck, Corning, Iowa; Guy M. Rowell, 
Yale, Mich.; Howard McMillen, Minnea- 
polis; Norman Fitzgerald, Mankato, Minn.; 
Gene Warren, San Francisco, Calif.; Colum- 
bus Hayes, Mount Pleasant, Iowa; Frank 
Daniels, Binghamton, N. Y.; Granville 
Bond, Boston, Mass.; Bob Brundige, Kings- 
ton, Ohio; Kilmer Bagley, Duluth, Minn.; 
Clarence Lee, Dallas, Tex.; and Albert De- 
Luse, Indianapolis, Ind. Don Clark, St. 
Louis, is assistant secretary of the association. 


by sales-packed radio advertising on 
leading stations throughout the Kasco 
territory. Direct mail literature is 
being sent FREE to every Kasco deal- 
er’s mailing list. In addition to this 
— posters, literature, display sugges- 
tions, and local advertising aids are 
furnished FREE to every Kasco dealer. 


Yes — Kasco dealers are a 
ahead.” Join the parade. . 
day concerning the possibility of a 
Kasco franchise in your territory. 


KASCO MILLS, incorworated 


WAVERLY, N. Y. 


KASCO PROTEINS 


“step 


. Write to- 


STEP BEYOND CRUDE PROTEINS 
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feeds, King Midas and Miss Minneapolis 
flours, and mixes Murphy's concentrates. 
“We find that all these reliable, widely 
known products are extremely satisfactory 
sellers and brings regular repeat orders from 
our many steady customers.” 


Coal and cement are the only sidelines 
Mr. Violette handles and both contribute 
a fair profit. “We stick quite closely to the 
general feed line because we feel that some- 
times too many irons in the fire can be 
troublesome,” he declared. 


“We make good use of every bit of ad- 
vertising that the manufacturers help us 
with,” Mr. Violette remarked. “We display 
their posters to good advantage in the 
plant, make regular direct mailings, and 
work closely with the manufacturers’ rep- 
resentatives in planning our promotional 
activities.” 

Liberal display space in the Clintonville 
Shoppers Guide advertises weekly the pro- 
ducts and services of the Clintonville Flour 
& Feed Co. This widely read mimeographed 
newspaper reaches every rural box holder 
with an ad-filled issue each week. The paper 
covers an area within a radius of 15 miles 
of Clintonville, famed as the home of the 
Four Wheel Drive trucks. 


Three times a year Mr. Violette sponsors 
an open house for farmers. He furnishes 
movies for entertainment, speakers for edu- 
cation, and lunch and liquid refreshments 
to satisfy the farmers’ appetites. Representa- 
tives of his suppliers usually are present and 
the meetings have constantly increased in 
popularity. They are always advertised well 
in advance by direct mail and in the Shop- 
pers Guide and each successive meeting 
sets a new attendance record. 


“When I have time to forget about the 
mill for awhile I like to hunt and fish,” 
Mr. Violette stated. He has his own pri- 
vate game and fish reserve, embracing sev- 
eral hundred acres of land in northern 
Wisconsin. 


“But I never take time off until my em- 
ployes have had their recreation,” Mr. Vio- 
lette declared. “Good workers mean satis- 
fied customers and that’s why my employes, 
like my customers, rate first with me!” 


Poultry Institute Plans 
Conference in February 


The next fact-finding conference of the 
Institute of American Poultry Industries 
will be held Feb. 1-3, 1948, at Kansas City, 
Mo., Dr. Cliff D. Carpenter, Chicago, Iil., 
president of the Institute, has announced. 
The main arena in the spacious Kansas City 
municipal auditrium will be reserved ex- 
clusively for exhibits, Dr. Carpenter stated. 
Meetings will be held on the same floor, in 
the Little theater. 

A number of group sessions, popular fea- 
tures of the last fact-finding conference, 
will be held simultaneously at the 1948 
meeting, Dr. Carpenter said. The group 
discussions enable individual conferees to 
pose problems in an informal manner. The 


Institute is at present polling its member- 
ship to determine what problems will be 
formally presented at the conference. 


June Baby Chick Hatch is 
Higher Than June, 1946 


Baby chick production by commercial 
hatcheries during June was higher than the 
relatively light June production of a year 
ago but was below the average for that 
month in previous years, the bureau of 
agricultural economics has reported. 


June, 1947 production of 87,007,000 
chicks was 30 per cent higher than the 
June figure last year of 66,779,000 but 38 
per cent lower than the 1941-45 June aver- 
age of 140,497,000. A larger July hatch 
than in 1946 is also expected with a strong 
demand for chicks continuing. Incubators 
held 39 per cent more eggs on July 1, 1947 
than they did July 1, 1946. 

Only the south Atlantic region showed a 
decrease in baby chick output during June. 
There the drop was 3 per cent. South cen- 
tral states showed a 77 per cent increase 
over 1946, Pacific coast 69 per cent, east 
north central 51 per cent, west north cen- 
tral 35 per cent, New England 28 per cent, 
and mid-Atlantic and mountain states 17 
per cent. 


Every section of the country reported 
more eggs in incubators July 1 than a year 
earlier. Sixty-eight per cent more chicks 
were sexed during June than a year earlier. 

American farms had 567,425,000 young 
chickens of this year’s hatching on July 1, 
about the same as a year earlier but 1 per 
cent under the 10 year average. Young 
chicken holdings were larger in the north 
Atlantic, east north central, and western 
states but decreases were reported in the 
west north central, south Atlantic, and 
south central regions. Holdings dropped 
1 per cent from June 1 to the first of July 
this year compared with a 3 per cent drop 
last year during the same period. This fig- 
ure reflects the larger June hatch this year. 

@ STANDARD MILLING CO., Loudon- 
ville, Ohio, has purchased the Loudonville 
Milling Co. from H. J. Bebout and asso- 
ciates. 


ow 


“Beat it! The girls' dormitory is on the 
other side." 


lowa Nutrition Conference 
Will Be Held Sept. 25 


Current nutrition and disease problems 
facing midwestern feeders will be analyzed 
in detail at the Iowa State nutrition schov] 
which will be held at Ames, Sept. 25, ac- 
cording to an announcement by Mark G. 
Thornburg, secretary of the Western Grain 
& Feed association, which is cooperating 
with the Feed Institute of Iowa and the 
college in sponsoring the meeting. 

Prof. H. E. Biester, veterinary research 
expert at Iowa State, is scheduled to discuss 
various phases of nutrition and disease. 
A. L. ‘Anderson, Iowa State animal hus- 
bandry professor, will speak on the topic, 
“Mineral Supplements for Livestock.” 


Representing the trade, Clyde Hendrix, 
vice president of the Pillsbury Mills feed 
and soy division, Clinton, will describe 
“Feed Industry Responsibility.” Prof. C. \W. 
Carrick of Purdue university will discuss 
“What Should the Poultry Feed Bag con- 
tain?” 

Other speakers include Prof. C. F. Huff 
man of Michigan State college, whose topic 
will be “The Role of Minerals in the Ration 
of Ruminants” and Jay L. Lush, Damon 
Catron, and C. C. Culbertson of Iowa State 
who will discuss swine experimentation be- 
ing done in Iowa. There will also be a 
question and answer session featuring Iowa 
State staff experts, Mr. Thornburg stated. 


The entire program is being planned by 
Prof. Shearer of Iowa State college. All 
nutrition school activities will be held on 
the Iowa State campus at Ames. 


Recommend More Breeding 
Of Soybeans, Flaxseed 


Plant breeding to obtain better varieties 
of flaxseed and soybeans is the most im- 
portant single research problem in these 
two crops for consideration under the re- 
search and marketing act of 1946, the soy- 
bean and flaxseed advisory committee has 
reported to the department of agriculture. 


In soybeans the committee advised that 
first priority be given to research on varie: 
ties that yield higher, won't shatter, are su- 
perior in oil content and protein quality, 
are adapted to combining, and are resistant 
to certain diseases. The need for speeding 
up research on flavor stability of soybean 
oil and to find varieties better adapted to 
soil and climatic conditions in different sec 
tions of the country was also stressed. 

Research has definitely proven its worth 
in both soybeans and flaxseed, the con 
mittee asserted. It pointed out that aver- 
age yields of soybeans increased from 13 
bushels an acre in 1924-33 to 18.7 bushels 
in 1942-46 and that oil content has in 
creased from 15 per cent to 20 per cent. 


Improved flax varieties, especially those 
which are wilt and rust resistant, have raised 
yields from 7.1 bushels an acre in 1917-26 
to 9 bushels in 193'7-46. Further research is 
needed to discover flax varieties resistant to 
pasmo, a canker disease that affects stems 
and leaves. 
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(Continued from page 25) 


in advance of requests for assistance under the Marshall plan. A 
number of committees are conducting hearings in Washington, 
New York, and Los Angeles. Members will be better informed 
when congress reconvenes and this is as it should be. It has 
always been difficult for congress to get all of the facts desired 
from government agencies. 


PRICES GOING UP 


It now looks as though settlement of contracts in coal and 
steel has started another upward spiral in prices. The President 
has expressed “deep concern” over the situation, but he offers no 
plan to prevent this spiral. Fact is that the administration is on 
record with some strange economic theories that have increased 
the tension. A few months ago the Wallace-Henderson-Bowles 
group howled about a recession but today their tune has changed 
and now they see nothing but inflation ahead. There is no doubt 
that inflationary pressures are increasing. More than 60 million 
people are employed and without government aid as requested by 
Wallace, thus buying pressures increase in a buyers’ market and 
prices must go up. It is a difficult situation. 


THE MORGENTHAU PLAN FOR GERMANY 


For many months it has been apparent that the reestablishment 
of an industrial Germany was necessary if order was to be re- 
stored to western Europe. The Morgenthau plan could never 
work and the Washington brass-hats have now decided to throw 
it overboard. It is just two years too late, but better late than 
never. Germany has the productive potential and from now on 
our military authorities have been directed toward certain objec- 
tives: (1) political stability, based on a form of political system 
which originates with the German people, free from external 
pressure, (2) the elimination of industries devoted to arms making 
and the encouragement of a self-supporting state designed to pro- 
mote peaceful purposes, and (3) the re-establishment of Germany 
as an economic and political whole. 


GREECE IN TROUBLE 


Former Gov. Griswold and his staff are now setting up head- 
quarters in Athens. Upon his arrival reports began to reach this 
country that communist pressure in the north of Greece had been 
intensified. Fact is that the military activity is very serious 
and may call for military support by our government. Sonie for- 
eign correspondents think that Gov. Griswold may issue such a 
call within the next 60 days. Chief difficulty seems to be with the 
Greek people. There is a sharp division between classes—high 
and low, and that makes our job an almost impossible one. Right 
now we are sitting on a powder keg in Greece. War in this area 
is not a remote possibility. 


POLITICS 


Republican presidential candidates are on the move. One year 
from now the candidates will have been selected. The Democrats 
are sure to nominate Truman unless Henry Wallace takes over the 
next Democratic national convention. He will cause the President 
trouble in or out of the convention and especially if he leads a 
third party. 

In the Republican party there are at least six strong candidates. 
Dewey leads the pack at the moment followed by Taft, Stassen, 
Warren, Vandenberg, and MacArthur. In addition there are a 
number of favorite sons candidates who hope to stop Dewey and 
other leaders from winning on the first ballot. 


Within the last few weeks there were reports in Washington 
that MacArthur “was available”, but not an announced candidate. 
He could upset the “apple cart’ for Dewey and others if he 
returned to this country and visited the leading cities before the 
presidential primaries. He has announced that when he returns 
and retires that he will reside in Milwaukee. The Wisconsin 
Primaries are in April and it may be that his chosen state will 


send a solid delegation for MacArthur to the Republican national 
convention. 
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FOOT FORWARD 


How does your merchandise 
appear in the buyer's market 
of today? Do you have your 
BEST FOOT forward? Pack- 
age Appeal built into bags 
produced by WERTHAN can 
help your product capture 
the buyer's attention quickly. 
WERTHAN'S engineering de- 
partment is at your disposal 
to enable you to gain that 
PACKAGE APPEAL so neces- 
sary to make sales in a com- 
petitive market. Let us sit 
down with you and discuss 
your packaging problems — 
we would appreciate the 
opportunity. 


PROMPT SERVICE 
You'll like the way WERTHAN 


supplies your requirements in 


the fastest possible time. We 
at WERTHAN value our cus- 


tomer contacts and make 
every effort to fit our pro- 
duction schedules to your 


needs. You'll be pleasantly 


surprised once you try our 
service. 


WERTHAN BAG CORP. 


8th Ave and Howard St. 
NASHVILLE e TENN. 
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BUTTERMILK 


fo 


jogs. fhickene, ducks & furkeys 


PLAIN, CONDENSED BUTTERMILK 
© FORTIFIED PIG MILK with VITAMINS Dau 6 


FORTIFIED MILK Gi VITAMINS DalG 
MERCHANTS ~CREAMERY CO. 


LIVINGSTON CINCINNATI, OHIO 
Plants throughout the Middle | West fF Write us for Prices 
f 


One Stop 


Every feed ingredient you want under one 
roof when you send your trucks to our whole- 
sale warehouse. 


GOOD STOCKS RIGHT NOW OF: 


CALF MANNA, LAB MIX, CONDENSED BUTTERMILK, 
CALCIUM CARBONATE, GRANITE GRIT, SANI-FLOR 
LITTER, DEHYDRATED PEAVINE AND SOYAVINE MEAL, 
DEHYDRATED ALFALFA MEAL, CODLIVER OIL CONCEN- 
TRATE, REGROUND OATFEED, DAIRY FEED, COLLOIDAL 
PHOSPHATE, FOX AND MINK FEEDS, DOG RATIONS, 7 

KILLER-DILLER RAT & MOUSE EXTERMINATOR, PEANUT MILLERS TO THE FEED TRADE 
MEAL, SOYBEAN MEAL, LINSEED MEAL, BREWERS 
GRAINS, MALT SPROUTS, DISTILLERS DRIED SOLUBLES, A wide variety of grain ingredients for formula 
SKIMMILK, BUTTERMILK POWDER AND MILLFEED AND feeds . . . including 


TOWER BRAND ROLLED OATS 


STANDARD BRAND PULVERIZED OATS... 
FEED SUPPLIES, INC. Get Samples and Prices 
Prompt Delivery 
3328 W. Cameron Ave. 


NORTH MILWAUKEE, WIS. FRUEN MILLING CO. 
MINNEAPLOIS 5, MINNESOTA 
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Crimson Clover Seed Production is 
Estimated at 12,440,000 Pounds 


Production of crimson clover seed this 


year will be approximately 12,440,000 
pounds of clean seed, the bureau of agricul- 
tural economics has reported. This figure 
is almost 20 per cent below the 1946 crop 
of 15,160,000 pounds and is also well be- 
low the 1941-45 average of 14,092,000 
pounds. 

Principal reason for the smaller crop 
this year is said to be the cool, late, and 
rainy spring in crimson clover seed pro- 
ducing areas which caused the crop to be 
more than a week late in reaching maturity. 

The 1947 yield per acre was estimated 
on the basis of 192 pounds of clean seed 
per acre, 22 per cent below a year ago and 
24 per cent smaller than average. Georgia 
and Alabama, however, have higher pro- 
duction this year than last because of in- 
creased planting. The Georgia yield this 
year is estimated at 1,500,000 pounds of 
clean seed, 7 per cent higher than in 1946, 
while Alabama production is estimated at 
2,300,000 pounds, 20 per cent more than 
a year ago. 


Illinois Crop Improvement Group 
Re-elects Roy Burrus President 


Roy Burrus, Arenzville, was re-elected 
president of the Illinois Crop Improvement 
association at the organization’s annual 
meeting held recently at Urbana. Hugh 
Morrison, Princeton, was re-elected vice 
president; J. L. Trisler, Fairmount, secre- 
tary-treasurer; and Bernice R. Michael, 
Urbana, assistant secretary-treasurer and 
office manager. 

More than 100,000 acres of crops were 
entered for certification during the first half 
of 1947, officials of the association reported. 
The organization expects to certify three 
times the acreage which it certified in 1946. 
Its staff of field inspectors has been doubled 


and a seed analyst added to its laboratory 
staff. 


Indiana Farmers Get Best Results 
By Cultivating Corn Crop Twice 


Indiana corn growers who cultivate their 
crops twice get better average yields than 
those who cultivate more than two times. 
This was brought out in a recent study of 
returns from 2,110 Hoosier state corn 
growers made by Purdue university, La- 
fayette, Ind. 

Returns showed that 1,030 of the corn 
growers reporting stated that they cultivate 
their corn crop twice. The number of grow- 
ers who cultivate twice was larger than the 
total of those who cultivate three, four, or 
more times. 

However, Purdue experts point out that 
there is no set rule as to the best number 
of cultivations for each particular farm. The 
ideal number varies with the kind of soil, 


the season, and the use of harrows and 
rotary hoes as well as other tools in seed 
bed preparation and pre-cultivation. 

Weed control is the principal benefit de- 
rived from corn cultivation, the Purdue ex- 
perts report. By maintaining high soil pro- 
ductivity and planting a full “population” 
of corn they say there is little chance for 
weeds after one rotary hoeing and one 
cultivation. 


Record Lupine Seed Production 
In Georgia, Alabama, Florida 


Lupine seed production is expected to 
set a new record in Georgia, Alabama, and 
Florida this year with a crop of 48,300,000 
pounds forecast, the bureau of agricultural 
economics has reported. Use of lupine as a 
soil improving and winter cover crop has 
spread rapidly in the three southern states 
since 1943 when only 5,100,000 pounds of 
seed were harvested. 

The 1947 crop of lupine probably will 
exceed all other winter cover legume crops 
except Austrian winter peas. It compares 
with 1946 production of 38,900,000 pounds 
and a 1943-45 average of 8,600,000 pounds. 

Yields per acre have been smaller this 
year, however. The 1947 average yield per 
acre is 847 pounds compared with the 1946 
figure of 1,051 pounds and the average of 
919 pounds. Shortages of machinery, poor 
stands, disease, and bad winter weather were 
largely responsible. 


Research Work Being Done on New 
Formulas to Check Quackgrass 


Although 2, 4D will not control weed 
grasses, plant scientists of the department 
of agriculture are working on new chem- 
ical formulas designed to check the growth 
of quackgrass and other weeds. Researchers 
at the government's Beltsville, Md., experi- 
ment station report that IPC, a British war 
developed hormone-like chemical, achieves 
good results on mature quackgrass with 
stolons or runners and on quackgrass seed- 
lings. 

Limited experiments conducted at Belts- 
ville since 1945 indicate that well estab- 
lished first year quackgrass plants grown 
from seed and other quackgrass plants de- 
veloped from stolens were effectively killed 
by applying IPC to the surface of the soil. 
The chemical was applied dry at rates vary- 
ing from 5 to 60 pounds per acre with sand 
as a carrier. 

Even at the 5 pounds per acre rate 
growth of shoots from stolens and of seed- 
lings was completely checked. This series 
of experiments was conducted in green- 
houses. In outside work, after six weeks of 
treatment at 10 pounds of IPC per acre all 
growth was dead, including both sprouts 
and runners. 

At present IPC is available in fine pow- 
der form from some chemical supply 
houses. Extreme care must be taken in its 


application because of the danger of its 
interfering with the healthy growth of use- 
ful grasses. 


Suspend Federal Seed Requirements 
On New Crop Kentucky Bluegrass 


Federal seed act requirements covering 
labeling of new crop Kentucky bluegrass 
seed for germination have been suspended 
for the period from Aug. 7 to Oct. 15, the 
production and marketing administration 
has announced. The action was taken to 
facilitate the movement of 1947 crop séed 
to areas where it is needed for fall seeding 
to supplement carry-over stocks estimated 
at below normal levels. 


Autumn seeding of bluegrass seed is 
recommended by agronomists and most 
planting usually is done in August, Sep- 
tember, and October. Twenty-eight days 
are required to complete germination tests 
on bluegrass seed. 

The suspension of requirements applies 
for germination. Carry-over seed must still 
be labeled to indicate the percentage of 
germination and new crop seed must be 
labeled to show all other information re- 
quired by the federal seed act when shipped 
in interstate commerce. After Oct. 15 all 
shipments must be labeled to show the per- 
centage of germination. 


Publication of Seed Analysts is 
Now Available to Feed Dealers 


Proceedings of the 36th annual meeting 
of the Association of Official Seed Analysts 
are now available to feed men who handle 
seeds, according to W. C. Pfaender, Belts- 
ville, Md., secretary-treasurer of the or- 
ganization. The publication contains a num- 
ber of informative articles on seed testing, 
including material on normal and abnormal 
seedlings of beans. 

Copies of the proceedings are $3 and 
may be obtained by writing W. C. Pfaender, 
212 South Laboratory building, Agricultural 
Research Center, Beltsville, Md. 


Illinois Redtop Seed Production 
15 Per Cent Below 1946 Crop 


Production of redtop seed in Illinois this 
year is expected to be 15 per cent below the 
1946 crop and 34 per cent below the 1941- 
45 average, the bureau of agricultural eco- 
nomics has reported. Illinois is the nation’s 
leading redtop seed producing state. 

This year’s production is forecast at 9,- 
900,000 pounds of clean seed compared 
with the 1946 crop of 11,600,000 pounds 
and the 1941-45 average of 14,940,000 
pounds. Acreage yields are expected to be 
about the same as last year but 15 per cent 
fewer acres have been planted to redtop 
seed. 

Prices for new crop seed last year opened 
at $14 per 100 pounds and advanced to $20 
with a 1946 average of $17.40. The 1941- 
45 average was $10.52. 

Exports of redtop seed during the 11 
months ending in May were 2,227,979 
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pounds compared with 2,308,459 pounds 
for the same period of 1945-46 and the 
1941-45 average of 738,323 pounds. 


R. C. Hudson Elected President 
Of Sprayer and Duster Group 


R. C. Hudson, H. D. Hudson Mfg. Co., 
Chicago, Ill., was elected president of the 
National Sprayer & Duster association in 
the organization’s annual balloting con- 
ducted June 20, officials of the group have 
announced. Harold F. Brandt, Elkhart, Ind., 
was elected vice president; R. D. Lewis, 
Chicago, treasurer; Frank J. Zink, Chicago, 
counsel; and John F. Benham, Chicago, 
executive secretary. G. H. Collier, Elkhart, 
Ind., is immediate past president of the 
association. 


NAMED PUBLICITY DIRECTOR 

Robert Helgeson, publicity manager for 
the Henry Field Seed & Nursery Co., Shen- 
andoah, Iowa; Guernsey's, Yankton, S. D.; 
and the Nebraska Seed Co., Omaha, Neb., 
has also been named publicity director for 
the United Hybrid Growers association, 
officials of the organization have announced. 
The hybrid group has plants and offices 
located throughout the Corn Belt. 


HEADS WARREN SEED CO. 

James R. Warren, Indianapolis, Ind., has 
succeeded his father, A. D. Warren, as 
head of the Warren Seed Co., the firm has 
announced. The senior Mr. Warren founded 
the business in 1910 and is now planning 
to retire, although he will continue to 
handle some clover seed and seed grains 
through an elevator connection. 


HIGHEST 
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ALFALFA SEED 
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SWEET CLOVER 


ASK FOR DELIVERED PRICES 


JOHNSTON SEED CO. 


ENID, OKLA. 


Oklahoma's Largest Seed Processors 


QUALITY 


PHONE LD 2 


450 Tons Daily 
Pulverized Grains 


FLAMBQ 


Poultry, Livestock 
and 
Fur Bearing Animals 


We Solicit 


FLAMBEAU 
‘MILLING CO. 


Private Label Business 


Phone L. D. 44 or 21 
Teletypewriter 
Phillips 14 


Phillips, Wisconsin 


Phone or Wire 
for Quotations 


"It doesn't cost to 
sell FLAMBO—It Pays" 


Seed Meetings 


Texas Seedsmen’s Association, 
Adolphus Hotel, Dallas, Tex. 
Nov. 17-19 


North Carolina Seedsmen’s Asso- 
ciation, Hotel Sir Walter, Ral- 


JOINS NATIONAL HYBRID 

G. L. (Gib) Weller has been appointed 
general sales manager of the National Hy- 
brid Corn Co., Normal, IIl., officials of the 
firm have announced. Mr. Weller is widely 
known throughout Illinois field seed circles 
and was formerly associated with Corn 
States Advertising Service, Des Moines, 
Iowa. 

ASTA SECRETARY RESIGNS 

Roger O’Donnell, Chicago, Ill., has sub- 
mitted his resignation as executive secretary 
of the American Seed Trade association, 
officials of the organization have announced. 
Mr. O'Donnell joined the ASTA in 1945 
and has been executive secretary since the 
retirement of Ed Kendall in June, 1946. 
No successor has yet been named to follow 
Mr. O'Donnell as executive secretary. 


PROMOTED BY DU PONT 

Appointment of L. L. Stirland as as 
sistant manager of its Semesan division has 
been announced by E. I. du Pont de Ne- 
mours & Co., Wilmington, Del. Mr. Stir- 
land will be in charge of seed disinfec 
tants, weed killers, and turf fungicides. He 
has been associated with the Semesan divi- 
sion for 10 years and succeeds the late J. 
Hunter Gooding, who died last April. 


JOINS CARLSON CORN CO. 

Lee N. Olson has joined the staff of the 
Carlson Hybrid Corn Co., Audubon, Iowa, 
Elmer G. Carlson, owner of the firm, has 
announced. Mr. Olson served four years in 
the armed forces during World War II and 
has been attending college for the past year. 
He will serve as assistant sales and adver- 
tising manager for the Iowa hybrid concern. 


CREDIT MEN ELECT SETTY TO BOARD 

E. W. Setty, manager of the credit de- 
partment of the H. D. Hudson Mfg. Co., 
Chicago, Ill., has been elected to the board 
of directors of the Chicago Association of 
Credit Men, the organization has announced. 
Mr. Setty joined Hudson in 1937 and 
served with the firm until 1942 when he 
joined the Pepsodent Co. He rejoined Hud- 
son a year later and was made manager of 
the credit department in November, 1943. 


DALE CRUMBAKER DIES 

Dale Crumbaker, 31, well known through- 
out Kansas as manager of the Kansas State 
college agronomy farm at Manhattan, died 
June 8 of a heart attack. Mr. Crumbaker 
had been active in agricultural matters in 
the Manhattan area for the past 12 years. 
He served five years in the armed forces 
during the recent war period. 
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Badger Seed Men Hold Field Day 


325 Attend Meeting at Spooner July 29 


e@ MORE than 325 Wisconsin seed men 
and feed dealers who handle seed attended 
the mid-summer field day held by the Wis- 
consin Seed Dealers association at Spooner, 
July 29. Advance estimates had forecast 
an attendance of about 250 but the ideal 
sunny weather and fine program attracted 
many more, including many dealers’ wives 
and families. 

The field day was held at the state branch 
experiment station located one mile east of 
Spooner in the heart of Wisconsin’s great 
summer vacationland. President James D. 
Hopkins, Madison, presided at the field day 
meeting which began promptly at 10:30 a.m. 
in the experiment station’s “lecture barn.” 
Visitors were seated on rough but adequate 
benches consisting of heavy planks covered 
with empty feed sacks resting on egg crates. 

In his opening message, Mr. Hopkins 
pointed out that the Wisconsin Seed Deal- 
ers association, although still less than 20 
years old, is growing steadily and urged the 
dealers present who were not members to 
join the WSDA. “We're planning to make 
this Spooner field day an annual affair and 
we want you all to be members by the time 
we meet next year,” Mr. Hopkins declared. 

Mr. Hopkins then introduced some of 
the guests who attended the meeting prior 
to introducing George Wright, assistant 
manager of the Spooner experiment station, 
who was the second speaker. Mr. Wright's 
remarks were brief and to the point, em- 
phasizing that the Spooner area was experi- 
encing a drier summer than during the 
drought years of the °30’s and that some 


By BRUCE SMITH 


of the station work had been adversely 
affected by the lack of rain. 

Mr. Wright in turn introduced Prof. 
Walter Rowlands of the University of Wis- 
consin staff. Prof. Rowlands welcomed the 
seed and feed men to the experiment sta- 
tion and praised the seed association for its 
work on behalf of agriculture. He too em- 
phasized the severity of the drought in the 


Photos taken by The Feed Bag camera 
at the July 29 field day sponsored by the 
Wisconsin Seed Dealers association will 
appear in the September issue of The 
Feed Bag. Watch for these photos in the 
"Seed News for Feed Men" pages in the 
September issue. 


region around Spooner and asked the con- 
tinued cooperation of the seed dealers in 
improving the irrigation and other facili- 
ties of the station. 

The next talk was presented by Arthur 
M. Strommen, superintendent of the sta- 
tion and director of its corn breeding ac- 
tivities. “We want more of you seed and 
feed men to visit us at regular intervals,” 
he declared. “Our work here is entirely de- 
voted to bettering the lot of your customers 
and so we know we have a very close kin- 
ship with you.” 

Mr. Strommen said that the state experi- 
ment stations had three duties to perform: 
(1) pioneering research activities; (2) dem- 
onstrating the best farming methods; and 
(3) teaching young and old farmers alike 


corn 
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sweet and 
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the new developments in 
science. 

Mr. Strommen traced briefly the history 
of the Spooner station since its establish- 
ment in 1910 and said that water had been 
the only limiting factor in the station's 
progress. He told how six acres of the sta- 
tion’s land were planted in early hybrids 
and said that the cool northern Wisconsin 
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climate was excellent for breeding corn. 

Soybeans too come in for their share of 
attention at Spooner, Mr. Strommen stated. 
He also said that grain and forage crops 
were the subjects of much research, de- 
claring, “Alfalfa and brome are by far the 
two best crops for light soil.” 

Carl Rydberg of the experiment station 
staff spoke next and told the seed dealers 
some of the problems the station has en- 
countered in the production of crossing 
stocks. He also traced trends in the use of 
hybrids during the past nine years, illus- 
trating his remarks with a series of wall 
charts. Mr. Rydberg is the station's field 
representative and spends much of his time 
visiting northern Wisconsin farms. 

Prof. Henry Ahlgren, acting head of the 


LACTO 


University of Wisconsin agronomy depart- 
ment, was the final speaker at the morning 
meeting. Prof. Ahlgren told the 325 seed 
and feed men how the facilities of experi- 
ment stations had been improved in recent 
years and praised Mr. Wright and Prof. 
Rowlands for their “pioneering and tireless 
efforts on behalf of Wisconsin farmers.” 
Stressing the vital inter-relationship of the 
state university and the six branch experi- 
ment stations, Prof. Ahlgren said that the 
personnel of the university and the sta- 
tions had the same goals before them and 
that “the six branch stations are in reality 
the arms of the state college of agriculture.” 
Following Prof. Ahlgren’s talk, Mr. 
Wright introduced the three assistants on 
the Spooner experiment station staff and 
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Big news for feed dealers! Northrup, King & Co.'s 
Sterling Poultry Mashes now contain Lacto-Liver, a 
special combination of amino acids and vitamins that 
assure permanent improvement in mash feeding 
value. Lacto-Liver supplies the extra energy and 
nourishment necessary to keep hens in prime condi- 
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praised them for their unstinting efforts on 
behalf of research progress. Staff members 
of the college of agriculture who were 
present were also introduced. 

Following a brief visit to the experiment 
station seed house, Doughboy Mills, Inc., 
New Richmond, entertained the group at 
a picnic style luncheon. The county home 
demonstration agent and 4-H club gills 
staffed the open air lunch wagon with E. {. 
(Erv) Sather of Doughboy in charge. 

Immediately after lunch, experiment s/.- 
tion wagons and private automobiles tok 
the seed men on a tour of the station fields. 
Brief stops were made at various crop 
stands, with station experts describing the 
method of planting and cultivating each, 
Four experiment station tractor-powercd 
wagons and 40 private cars made the tour 
of the station. 

The meeting concluded in late afternovon, 
with many of the non-members signing up 
with the Wisconsin Seed Dealers associa- 
tion before they left. J. W. Jung, Randolph, 
secretary-treasurer, and H. H. Humphrey, 
Wausau, vice president, handled the revis- 
tration and recruiting of new members. 


Turner Seed & Supply Co. Moves 
To Larger, More Modern Plant 


Turner Seed & Supply Co., Villa Grove, 
Ill., has moved to its new and larger plant, 
officials of the firm have announced. The 
first floor of the modern new structure has 
more than 12,000 square feet of display 
and storage space with ample parking space 
provided adjacent to the building. The com- 
pany has installed a new seed treater for 
oats and is also installing new scales. 

IDAHO-OREGON OFFICERS 

C. A. Davenport, Caldwell, Idaho, heads 
the official board of the Idaho-Eastern Ore- 
gon Seedsmen’s association, having been 
elected president of the organization earlier 
this summer. James Musser, Twin Falls, is 
vice president; Harold Engel, Caldwell, sec- 
retary; and L. R. Bice, Nampa, John W. 
Wilson, and Darcy M. Slater, directors. Mr. 
Bice is immediate past president of the 
association. 


CHANGE COMPANY NAME 
The Hamilton Co., Cedar Rapids, Iowa, 


is the new name for the former Hamilton 
Seed & Coal Co., Henry Kling, president of 
the firm, has announced. The change in 
name was made to give the company’s four 
departments equal advantage as far as namie 
is concerned. Officers and personnel of the 
firm remain unchanged. R. S. Cook is vice 
president, G. C. Bjelland secretary, and |. 
H. Kling, treasurer. 
@ HARVEY J. BARTHELS, Green Bay, 
Wis., has purchased the Green Bay Grain 
& Feed Co. from George Delmarcelle, who 
is retiring. 

@ GREAT PLAINS SEED CO., Sioux 
Falls, S. D., has been incorporated wit) 
R. C. Gage as president, Pauline Gage 
secretary, and Jerry M. Gage vice presiden: 
The firm was formerly known as General 
Sales and has been incorporated with capital 
stock of $500,000. 
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For MORE 
REPEAT 

SALES 
Sell 


@ When you sell STONEMO 
you are sure of customer satis- 
faction For STONEMO is a top 
quality product. A_ product 
your customers believe in. 


National advertising makes 
your selling job easier ... re- 
peat sales come more often. 


Contact your nearest Iowa 
Limestone representative today, 
or write our Des Moines office. 
Put easy-to-sell STONEMO to 
work for you. 


Distributors for lowa, Minnesota 
and surrounding territory 


IOWA LIMESTONE COMPANY 


DES MOINES 


Rid Your Business of Rats... by Renting 
ELECTRONIC RAT TRAPS 
(Story-Pictured in LIFE, TIME, LOOK, etc.) 


Let executives of grain mills, leading hotels, clubs 
and restaurants, industrial concerns, packing com- 
panies chain stores and dairies tell you how ELEC- 
RONIC RAT TRAPS cleared their premises of 
rodent hordes. (Complete letters—and many more— 
are in our files.) Here’s what they say: 
“With 6 traps, we killed 166 rats in our feed mill 


in 10 days” . . . “Can recommend it to any food 
retailer”. . . “The only positive way to catch rats" 
... ‘59 rats killed the first night’... ‘Returned 
its rental fee a good many times over’... . “Without 
a doubt, you have the most efficient rat trap in 
the world 


ELECTRONIC RAT TRAPS, now available in the 


THE TRUTH 


@ More and more feed mixers are using 
REX Wheat Germ Oil in breeding 
rations. 

@ More and more breeders are using 
REX Wheat Germ Oil in breeding 
live stock. 

@ More and more Veterinarians are 
recommending REX Wheat Germ Oil 
in correcting breeding disorders. 


@ Year after year, after year the TRUTH 


is being proved by experience. 


- Any feed mixer desiring to make a trial 
of REX Wheat Germ Oil in a controlled : 


experiment can have sufficient oil, wi 


out charge, for such a test. 


_VioBin Corporation 


Monticello, Hlinois 
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1947 improved model, are the surest, safest, most 
sanitary means of rat extermination. Fully automatic. 
No baiting. No re-setting. 


For name of nearest distributor, and | 


DISTRIBUTORS 
WANTED 

few choice territories 

Write today: 


literature containing full details of 
operation: infra-red electric eye, hot- 
foot, hot-seat, corpse-counter, etc., 
and rental terms, write: 


ELECTRONIC TRAPS, INC., 7 NORFOLK PL., ROCHESTER 6, N.Y. 


FEEDS FEEDING 


By F. B. Morrison 


* 


Here is a book which is a definite asset for any 
person producing or handling feeds. This 20th 
edition of FEEDS AND FEEDING, written by 
Prof. F. B. Morrison of Cornell university, contains 
more than one thousand pages. It is the most 
practical compilation of information on livestock 
feeding and nutrition ever printed—a book you 
can use almost every day. 


Order For Immediate Delivery 


Get your copy of FEEDS AND FEEDING direct 
from The Feed Bag by placing your order now 


Che feed Bag 


1712 W. St. Paul Ave. 
Milwaukee 3, Wisconsin 


GRANITE POULTRY GRIT | 
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— Get Cash 


(Continued from page 17) 


a broad covered driveway. The smaller 
building is used for storing hay and straw 
with the larger structure housing the dis- 
playroom and feed warehouse. 

“We purchase cream and milk from our 
customers at both stores,’ Herman Hirter 
explained. “All purchases of dairy products 
are transferred to store No. 1 where they 
are either resold or processed.” Although 
operated mainly as a convenience to their 
customers, the cream buying stations return 
a fair profit to the Hirters. 

At both stores, hay and straw are stored 
apart from feed and other farm supplies 
to minimize fire risks, according to Fritz 
and Hereman Hirter. Housing hay and 
straw separately also cuts down on dust 
and dirt in the feed stores themselves. 

Service automatically goes with all pur- 
chases made at either of the Hirter Bros. 
Feed stores. “We have found that good 
service, including a follow-through on all 
merchandise sold, means the difference be- 
tween just existing and operating a thriving, 
profitable business,’ Herman Hirter at- 
tirmed. 

Six lines of feed popular in the Hirters’ 
Missouri trading territory are featured at 
their two stores. They are: Ful-O-Pep, 
Staley, Dannen, Cargill-Nutrena, Schreiber, 
and Schumacher. “We feel that variety is 
important in formula feeds because farmers’ 
preferences vary and we want to be able 
to offer all our customers exactly the type 
of ration they want,” Fritz Hirter declared. 


Profitable sidelines which sell well at 
the two Hirter Bros. Feed stores include 
Dr. Hess and Dannen remedies, Morton’s 
block salt, poultry feeders and fountains, 
litter, and light hardware. “We don't give 
any special merchandising ‘push’ to these 
sidelines but we do display them to the 
best advantage,” Herman Hirter stated. 

One unusual extra service rendered to 
customers and non-customers alike by the 
Hirter Bros. Feed stores is public weighing. 
A truck and trailer scale at the No. 2 store 
has a capacity of 37,000 pounds while the 
truck scale at store No. 1 will weigh loads 
up to 25,000 pounds. A nominal charge of 
25 cents is made for each weighing. 'Al- 
though this fee only partly covers the cost 
of the scales and weight sheets and records, 
the Hirters feel that their public weighing 
service builds good will for them and are 
glad to continue it as a service to farmers 
and truckers in their trading area. 

Fritz and Herman Hirter are firm believ- 
ers in the value of good advertising and use 
display space liberally in the weeklies in 
their territory. Hundreds of handy farm 
calendars are distributed yearly. These cal- 
endars are especially designed for farm 
homes and are valuable references for many 
farm problems. The calendars always fea- 
ture pictures of both Hirter Bros. Feed 
stores. 

The Hirters are happy that their business 
is growing steadily, but they credit most of 
its growth to the loyalty of their customers. 
“We like to measure the success of our 
stores not in dollars and cents nor feed 
tonnage but in the number of farmers 
whom we have helped,” the _ brothers 


agreed. “We are glad that we can offer 
pleasant, profitable employment to a dozen 
members of our staff and we feel especially 
privileged to reinvest a substantial share 
of our annual profit in improving our stores 
and the services we render our customers.” 


Eriez New Magnetic Pulley 
Requires No Electricity 


Eriez Mfg. Co., Erie, Pa., has announced 
the development and marketing of a new 
completely self-energized magnetic pulley 
for feed mills which requires no electric 
current to generate its magnetism. The new 
pulley is said to be adaptable to all mill 
uses which require automatic separation of 
magnetic and non-magnetic materials con- 
veyed on belts. 

According to the manufacturer, the new 
non-electric pulley eliminates the hazard 
of grain dust explosions which are some- 
times caused by tramp iron sparks. The 
new pulleys are designed to work effectively 
through belts made of leather, canvas, rub- 
ber, or any other non-magnetic material. 
Complete information on the new pulleys is 
contained in bulletin 501-A which may be 
obtained on request from Eriez Mfg. Co., 
2631 E. 12th street, Erie, Pa. 


@ HARPSTER GRAIN CO., Harpster, 
Ohio, has been purchased by Joseph Ellis, 
Paul Meyers, and V. M. Chatlain. 


@ ODESSA UNION WAREHOUSE CO., 
Packard, Wash., has purchased the assets 
of the Packard Farmers Warehouse Co. 


DEHYDRATED 


ALFALFA MEAL 


ALSO DISTRIBUTORS OF 
STALEY'S 
NOPCO si." 
ARMOUR'S 
PACIFIC MOLASSES Co's. 


Cane Blackstrap Molasses 


MANAMAR 
OMALASS 
PILOT BRAND 
TAT - Woedette 
AIROSOL Bug Bombs 


Established 1884 


MANEY BROTHERS 
MILL & ELEVATOR CO. 


MINNEAPOLIS, MINN. 


MILL & ELEVATOR FIRES 


are often caused by 


SMOKING 


If smoking must be permitted 
Provide a safe place and 
Confine smoking to that place 


PREVENT FIRE 


MILL MUTUAL FIRE 


PREVENTION BUREAU 
CHICAGO 
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Feed Industry Helps Boost 
Demand for Poultry, Eggs 


Two firms prominent in feed industry 
activities, the Staley Milling Co., Kansas 
City, Mo., and Hilltop Laboratories, Min- 
neapolis, Minn., have been aggressively pro- 
moting increased use of eggs and poultry 
in recent advertising in their trading ter- 
ritories. 

Staley is sponsoring a series of consumer 
advertisements appearing on the food pages 
of leading Midwest newspapers pointing 
out the advantages of eating more eggs and 
chickens. The advertisements stress the 
economy and variety made possible by 
wider use of eggs and chicken, urging 
“Have eggs for breakfast tomorrow morn- 
ing’ and “Have chicken for dinner this 
Sunday.” 

jilltop Laboratories promoted the in- 
creased use of eggs in a Miss “Lucky Egg” 
program which the firm sponsored in co- 
operation with Minneapolis restaurants. A 
beautiful model, Evelyn Ruud, was selected 
to take the part of Miss “Lucky Egg”. 
Wearing an evening gown and a necklace 
of eggs and earings to match, Miss Ruud 
made the rounds of prominent restaurants 
and eating places during the breakfast, 
lunch and dinner hours. 

The first diner in each restaurant to 
identify her received two tickets to “The 
Egg and I” movie and a free meal pro- 
viding the person had ordered or was eat- 
ing poultry or eggs in any form. 


Seed & Feed Co. 


argo, No. Dak. 


too large, none too small. 


ask for our FREE book. 


Pneineers and Contractors 


Bring Your Building 
Headaches To Us 


That’s where we shine. The tougher the 
problem the better we like it. No problem 


You do not obligate yourself when you ask us 
for a consultation. Correspondence and inter- 


views are kept confidential. Write us—also 


IBBERSON COMPANY 


Mian 


Restaurant owners reported that sales of 
egg and poultry dishes skyrocketed and 
the unique promotion got generous space 
in the Minneapolis daily newspapers. In- 
formation on the novel promotion is avail- 
able to industry members in other sections 
of the country who may be interested in 
presenting the Miss “Lucky Egg” program 
locally. Requests for information should be 
addressed to Hilltop Laboratories, 718 N. 
Washington avenue, Minneapolis 1, Minn. 


@ DANNEN MILLS, St. Joseph, Mo., is 
planning to build a feed store at Brookfield. 


"She's disgusting, calling herself ‘Two-pail’ 
Jenny." 
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Corn Gluten Feed... 


STALEY’S Corn Gluten Feed is famous as a “back- 
bone ingredient” in fine quality dairy feeds and has 
attained an enviable reputation in the feed industry. 
STALEY—the oldest and largest soybean processor 
in America—marks twenty-five years of pioneering, 
service and leadership, on September 30, 1947. 


‘DECATUR. IL! ILLINOIS 


Michigan Feed Men Plan 
Four Training Schools 


Four grinding and mixing training schools 
have been scheduled during the month of 
September by the Michigan Associated Feed 
Men, according to an announcement by 
Charles Force, Kalamazoo, president of the 
organization. The schools are scheduled as 
follows: Saginaw, Sept. 9; Ypslanti, Sept. 
10; Kalamazoo, Sept. 16; and Grand Rapids, 
Sept. 17. 

The programs for the four meetings will 
feature experts from Michigan State col- 
lege, East Lansing, and other individuals 
experienced in training feed plant employes. 
Tentative plans for the meetings include a 
starting time of about 10 a.m. with the one- 
day sessions concluding with evening din- 
ners. 

Topics which will be covered at each of 
the four one-day training schools are these: 
(1) poultry feeding and management; (2) 
hog feeding and management; (3) dairy 
feeding and management; (4) selling feeds 
at the grinder and mixer; (5) how employes 
can do a better job; and (6) how the grind- 
er and mixer can better serve the community. 

@ GEORGE E. GANO GRAIN CORP., 
Towner, Colo., is planning to build a new 
270,000 bushel elevator. 

@ WALLACE & MORLEY, Pigeon, Mich., 
have installed a new hammer mill and 1 
ton feed mixer at their elevator. 


A. E. STALEY mec. co. 


FEED DIVISION PAINESVILLE, OHIO 
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—Farmers Endorse 


(Continued from page 59) 


liberally, with the firm's sales volume show- 
ing a steady increase. 

Busy Oneida, the world’s silverware 
capital, is located in the heart of New York 
state’s rich dairying section, in the historic 
and beautiful upper Mohawk river valley. 
Dairy herds in the trading territory which 
Mr. Mayer's store serves include some of 
the nation’s biggest milk producers. The 
bulk of Mr. Mayer's feed business is made 
up of dairy rations. 

The Mayer Feed store is located at 223 
Mott street, with ample parking space avail- 
able all around its buildings. Established 
more than 60 years ago by Mr. Mayer's 
father, Frank H. Mayer, sr., the firm ori- 
ginally sold feed for the mules and horses 
used to pull boats up and down the Erie 
canal from Buffalo to Albany. The present 
owner, Frank H. Mayer, jr., has been ac- 
tive in the retail feed field for 37 years and 
is intensely interested in the future of the 
industry. “We've got a real duty to per- 
form,” he explained. “It is up to us, the 
retail feed merchants of the country, to 
encourage farmers to feed better, more pro- 
ductive rations so that the national diet can 
be maintained and even improved.” 

Mr. Mayer has surrounded himself with 
young men in his organization. “I’m grad- 
ually unloading the work on the young 
fellows,” he stated. “I think it’s time I 
began to take life a little easy.” Because 
he could leave his store in capable hands, 


Mr. Mayer was able to spend last winter in 
the warmer Florida climate. 

Three members of Mr. Mayer’s young 
staff are salesmen who make complete cir- 
cuits of the trading territory at regular in- 
tervals. These trained salesmen also handle 
the firm’s deliveries. Three brightly painted 
heavy trucks are on the road all the time. 
Spotlessly clean and shiny and neatly let- 
tered with the firm name and the products 
it carries, these vehicles are unofficial good 
will ambassadors on the highways and by- 
ways of the Mohawk valley. Prizes are of- 
fered monthly to the salesmen who make 
the largest volume of sales. “These friendly 
competitions keep our field men really on 
their toes,” Mr. Mayer declared. 

All employes at the Mayer Feed store 
have attended a feeding advisory course, 
including animal nutrition, sanitation, and 
business management conducted at Cornell 
university, Ithaca, N. Y. Their vast fund 
of information on a score of feeding sub- 
jects has inspired confidence in their sug- 
gestions and advice from customers and 
non-customers alike. 

Besides a full line of Purina formula 
feeds, the Frank H. Mayer Feed store also 
handles hay, straw, hardware, garden tools, 
grain, insecticides, seeds, fertilizer, baby 
chicks, and live rabbits. Baby rabbits are 
popular sellers during the Easter season 
and always help make displays interesting 
as well as accounting for a fair profit. 

Custom grinding and mixing is offered 
at the Mayer Feed store to farmers who 
especially request it. The firm’s equipment 
involves a Jay Bee grinder and Blue Streak 


Atk Ws 


in the market for: 
* * * 


MOLASSES OAT FEED 


BREWERS' GRAIN 
MALT SPROUTS 


A penny post card or a phone 
call to us will save you money when 


MOLASSES ALFALFA CHOPS 
BLACK STRAP MOLASSES 
CHOICE WHEAT FEEDS 
WASCO CORN FEED 


CORN DISTILLERS' GRAINS 
BUTTERMILK POWDER 


La Budde Feed & Grain Co. 


AT MILWAUKEE 


HIGH SPEED 


FEED 


GRINDER 


Featuring—10 second quick change SCREENS,—con- 


mixer. Custom spraying is a profitable side- 
line activity that has helped to take up the 
slack in the seasons when feed sales are 
below average. “We have booked spraying 
jobs carefully to obtain the maximum use 
from our equipment,” Mr. Stephens said. 
“We have been booked solid with spraying 
jobs during the current year.” 

Combining unusual displays, 
and complete service, and A-l merchan- 
dise has proven very successful for Frank 
H. Mayer, who modestly stated, “Don’t 
forget Ken Stephens—he’s as important as 
displays, service, and merchandise put to- 
gether!” 


30 Kansas Dealers Attend 
Meeting at Marysville 


Members of the Kansas Grain, Feed & 
Seed Dealers association held a successful 
district meeting at the Pacific hotel, Marys- 
ville, July 5, according to a report by Orris 
E. Case, Hutchinson, secretary-treasurer of 
the organization. Thirty feed dealers at- 
tended the evening meeting. 

Ray Ring, manager of the Herkimer Co- 
operative Business association, Herkimer, 
was in charge of the meeting and was unani- 
mously elected president of the Marysville 
group. H. J. Gudenkauf, Frankfort Grain 
Co., Frankfort, presided at the meeting. 

@ SAM P. WALLINGFORD GRAIN 
CO., Anthony, Kan., is constructing two 
new 8,500 bushel storage tanks. 


AMERICA’S LEADING HAMMERMILL | 


Greater Capacities—and a Uniform Product 
with the amazing 


‘SUPERIOR’ 


trolled FEEDER HOPPER,—Perima- 
nent MAGNET, — Oversize FAN. 


Here is an investment in Equip- 
ment, far advanced in design that 
means larger capacity, a more uni- 
formly finished product and greater 
profits to its users. It will pay you 
to investigate the sturdy precision 
construction of the NEW SUPE- 
RIOR CUSTOM GRINDER. 


Write for Free illustrated Bulletin 
Number 612-S-2. 


2915-17 NORTH MARKET ST. (Dept. F. B. 12) ST. LOUIS 6, MO. 
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Organization of an alfalfa research coun- 
cil by the American Dehydrators associa- 
tion was completed at a meeting held at 
Chicago, Ill., June 20. Dr. F. W. Quacken- 
bush of Purdue university, Lafayette, Ind., 
was elected chairman of the new council 
and W. S. Thompson, Central Mills, Dun- 
bridge, Ohio, was chosen secretary. Shown 
above are members of the new council. 
From left to right, they are: Prof. M. L. 


Baker, University of Nebraska, Lincoln; 
Prof. Damon Catron, Iowa State college, 
Ames; Dr. J. E. Hunter, Allied Mills, Lib- 
ertyville, Ill.; John C. Kephart, National 
Alfalfa Dehydrating & Milling Co., Lamar, 
Colo.; Dr. R. E. Silker, W. J. Small Co., 
Kansas City, Mo.; Dr. Roland M. Bethke, 
Ohio experiment station, Wooster; Mr. 
Thompson, council secretary; and Dr. 
Quackenbush, council chairman. 


Save money and extend your 
production with dependably 
uniform Florida High-Protein 


Cane Molasses which 
you these big advantages: 


l Exceptionally high in amides and 

" amino acids and with approximately 

three times as much crude protein as 
_ average cane molasses. 


2 Rich and well balanced content of 

" Vitamins B,, B, and B, as well as 
Vitamins C, E (fertility factor), H 
(Biotin), P-P (Niacin), and Pantothenic 
Acid. 


3 High content of digestible carbo- 
" hydrates in form of various sugars 

and polysaccharides, including the very 

nutritious pectin and soluble gums. 


offers 


‘nquities 
Solicited 


THE FEED BAG — August, 1947 


4 Many minerals and elements essen- 

" tial to animal health including iron, 
calcium, phosphorus, magnesium, potas- 
sium, sodium, chlorine, sulphur, manga- 
nese, aluminum and copper. 


5 Uniformly high quality, plus other 

"advantages of dealing direct with 
producer as we market only our own 
production. 


S Ideally located to serve customers 
"in the Southeastern territory. 


UNITED STATES SUGAR CORPORATION 


CLEWISTON, FLORIDA 


from Armour 


The highest normal growth of livestock 
and poultry can be obtained only when 
feed rations are complete and properly 
balanced. And no ration is complete un- 
less it furnishes a properly balanced mix- 
ture of the many essential amino acids 
that make up the protein content. 


Begin this feed improvement now and 
watch for faster growth, greater produc- 
tivity and more resistance to disease in 
your livestock and poultry. These divi- 
dends are yours when you put the‘‘animal 
protein factor’ to work for you by feed- 
ing rations that are adequately fortified 
with Armour’s meat proteins. 


AX 


* 


That is why the source of the pro- 
teins used in feeds is so impor- 
tant. For the value of a protein 
supplement depends not only 
upon using the correct quantity 
but also — and more importantly 
— upon using proteins of high 
quality. Good protein supple- 
ments must be a mixture of the 
right kind of protein substances 
of high digestibility. 


* 


Meat proteins are high quality proteins. 
In addition, they contain a newly discov- 
ered “animal protein factot’’ which science 
reveals is responsible for the better per- 
formance of meat proteins in animal and 
poultry nutrition. 


* 


One of the best sources of meat 
proteins is Armour and Com- 
pany, so feed Armour Digester — 
Tankage to your swine and 
Armour Meat and Bone Scraps to 
your poultry. You’ll know then 
that your livestock and poultry 
are getting the best meat proteins 
available. 
* 


ANIMAL FEED DEPARTMENT 
UNION STOCK YARDS a 
CHICAGO 9, ILLINOIS 


ARMOUR 


AND PA WY. 


Armour Digester Tankage 
Armour Meat and Bone Scraps 
Armour Special Steamed Fone Meal 
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FOR POULTRY 


THE COMPLETE LINE... 


Tonnage builders . . . profitable 
. priced to win your 


specialties . 
market, built to hold it.... 


OUTSTANDING QUALITY 
ATTRACTIVE PACKAGE 


Hen and Chick size 
99 25/100 Calcium Carbonate 


VITALITY MILLS ING., Board of trade, Chicago 4, Ill 


Manufacturers of famous VITALITY 


Poultry, Turkey, Hog, Dairy and 


Livestock Feeds. 


— Self Service 


(Continued from page 54) 


backyard farmers alike the advantages o{ 
shopping at the modern Holley & Faucett 
Feed store. Always well planned, these ad- 
vertisements average 8 by 10 inches in 
size and usually feature seasonal or newly 
arrived merchandise. 

“We find that specialty merchandise 
moves especially well if it is introduced to 
the trading public by the medium of news- 
paper advertising,” Mr. Faucett asserted. 

Cash is the rule and not the exception at 
the Holley & Faucett Feed store. All but a 
few of the firm’s more than 250 regular 
customers pay cash on the line and most 
of them pick their orders up in their own 
cars and trucks. 

Self service coupled with attractive dis- 
plays, quality merchandise, and a generous 
advertising budget have proven a profitable 
threesome for Robert Holley and Oma 
Faucett, two farsighted Alabama feed re- 
tailers. 


Purdue Schedules Poultry 
School for Feed Dealers 


Classes at Purdue university’s 29th an- 
nual poultry short course and _ hatchery 
school which began Aug. 4 on the campus at 
Lafayette, Ind., will continue through Aug. 
15, according to an announcement by Dr. 
J. Holmes Martin, head of the Purdue 
poultry department. The course is designed 
to train feed dealers and others in flock 
selecting and pullorum testing. 

Students who complete the course suc’ 
cessfully will qualify as agents for hatch- 
eries operating under the National Poultry 
Improvement plan, Dr. Martin - stated. 
Training in flock selecting and pullorum 
testing is being handled in the second week 
of the course, production and marketing 
phases having been covered during the first 
week. 

The course will be repeated at the Pur- 
due-Marrott agricultural center in Indian- 
apolis, Oct. 20-31. Registration for the 
courses is limited to 125 and feed men who 
plan to attend or send their employes to 
the fall session should write to the univer: 
sity now for class schedules and application 
blanks. 

@ BEATRICE HAY & FEED CO., Bea: 
trice, Neb., has been opened by Jay Tim- 
mons. 

@ J. C. DOUGLASS, INC., Amity, Mo., 
has been organized by J. C. Douglass, 
Claude E. Douglass, and K. B. Douglass. 

NEW STEARNS BULLETIN 

Stearns Magnetic Mfg. Co., Milwaukee. 
Wis., has published a new bulletin describ- 
ing the use of its magnetic screen filter 
separator for problems requiring removal 
of iron and steel particles from liquids. The 
bulletin lists open and closed circuit types 
with capacities and other details. Copies of 
the bulletin, 120-B, may be obtained by 
writing Stearns Magnetic Mfg. Co., Mil- 
waukee 4, Wis. 
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One of the feature attractions at the cen- 
tennial observance held at Traverse City, 
Mich., July 3 was a farmers’ beard contest 
sponsored by the local Arcady Farm Supply 
store of the Arcady Farms Milling Co., 
Chicago, Ill. W. F. Kinney, manager of the 
store is shown above left with John Burk- 
holder, Williamsburg, Mich., a contestant, 
and W. L. Mollet, divisional manager for 
Arcady Farms Milling Co. 

Thousands of visitors traveled to Trav- 
erse City to join in the community's 100th 
birthday celebration. Parades, shows, and 
other entertainments attracted travelers 
from all over the Midwest. 


° 


@ TAYLOR GRAIN CO., Van Alstyne, 
Tex., has constructed a new 50 by 100 
foot corn crib and is planning to install a 
new hammer mill. 
——— 
NEW ADVERTISING MEDIUM 
Kasco Mills, Inc., Toledo, Ohio, is now 
publicizing its feed through a new medium, 
the phonograph record. The Song Spin- 
ners, well known radio artists, with Tex 
Fletcher, popular yodler, combine their tal- 
ents in a new swing record, “Oh, See "Em 
Layee”, a Kasco advertising theme. The 
company plans to distribute the records in 
quantity to music minded customers. 


ELTON CONVEYING EQUIPMENT 


THESE STACKERS ARE MADE 
IN 10, 14, 16, & 20 FT. 
LENGTHS. 


ARE QUICKLY ADJUSTABLE 
FOR VARIOUS HEIGHTS. 


ONE MAN CAN MOVE 
THEM WITH EASE. 


YOU CAN GET A MACHINE 
TO FIT YOUR WAREHOUSE. 


THEY WILL 

SPEED UP YOUR 
WORK AND SOON 
PAY BACK THEIR 
LOW COST. 


CHANTLAND MFG. CO. 


Pat’d & Applied For 


BADGER, IOWA 


Brokers 


FEED 


INGREDIENTS 


___ Grain & Flour Exchange 


HANcock 3115 


BUFFALO 
MAdison 2323 


3032 Bd. of Trade 
CHICAGO 
WABash 7322 


501 Grain Exch. 
OMAHA 
HArney 1011 


920 Phoenix Bldg. 
MINNEAPOLIS 
MAin 5587 


COMMISSION CYA 
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— Postal Cards 


(Continued from page 64) 


formula feeds to fill all nutritional needs 
and feel that a custom department is wholly 
unnecessary to our firm.” 

The main store of the Ahearn-Gore Co. 
is a sturdy two-story 60 by 91 foot struc- 
ture of brick construction. Across the street 
is a two-story 60 by 100 foot warehouse 
which adjoins a spur track and makes pur- 
chase of carload lots possible. Trucks can 
be driven right into both the store and 
warehouse buildings to facilitate loading. 

Twenty-three employes staff the busy 
‘Ahearn-Gore Co. Three of these staff mem- 
bers operate a branch outlet in another sec- 
tion of Nashville, which is also a profitable 
venture. At both stores, cash is the general 
rule with a very limited amount of credit 
granted only to long time customers. 

“Postal cards cost us only two cents 


apiece—one cent for the outgoing trip and 
the other for the return—but they've meant 
thousands of dollars worth of extra business 
for us and we heartily recommend their use 
to other feed retailers who want to pep up 
lagging feed and farm supply sales,” Frank 
Ahearn and Ralph Gore advised in unison. 


@ CLINT HILL, Sauk Rapids, Minn., has 
changed the name of his firm to the Hill 
Feed Co. It was formerly known as the 
Jack Frost Feed & Produce Co. 


VAL-A COUNTER DISPLAY 


Attractive counter display materials are 
now included with every carton of All- 
Purpose cement distributed by the Val-A 
Co., Chicago, IIl., the firm has announced. 
The merchandising aids are sent to dealers 
with all sizes of the cement, including the 
new smaller sizes. All-Purpose cement is 
widely used on farms, in homes, and in 
offices. 


5425 W. Roosevelt Rd. 


The symbol of perfection in 
calf feeds for over 25 years 


CREAM CALF MEAL 
CREAM 


Thousands of calf raisers are annually saving up to 50% 
in feeding costs by using Ryde's Calf Feeds. 


Get your share of this profitable 
Ryde's two famous Calf Feeds to your customers today! 


RYDE & COMPANY 


George Hamilton to Direct 
Cereal Products Sales 


George B. Hamilton has been appointed 
sales manager of the cereal products depart- 
ment of International Minerals & Chemical 
Corp., Chicago, Ill., J. R. T. Bishop, vice 
president of the firm’s amino products 
division, has announced. The newly estab- 
lished cereal products department will func- 
tion as a part of the amino products divi- 
sion, handling production and sales of dex- 
trose and syrups. 

These products are manufactured in the 
International plant at Holland, Mich., which 
was recently acquired from the Doughnut 
Corporation of America. Dr. A. P. Hellwig 
is sales director for the amino products 
division of the company. 


@ JOHN VANCE, Marengo, Ind., has in- 
stalled a new hammer mill in his feed plant. 


—for gruel feeding 


CALF FLAKES 
—for dry feeding 


Chicago 50, Ill. 


For DAIRY 


WHEREVER MILK 
IS HANDLED 


LO-BAX IS NEEDED 
wherever milk is pro- 
duced or processed. A 
fast killer of bacteria 
— Dissolves quickly 
in water — Makes 
clear dairy rinse solu- 
tions—Contains 50% 
available chlorine — 
Dependable — Retains its full strength 
—Is economical and easy to handle. 


Jor POULTRY 


AND OTHER 
FARM USES 


For Colds — Use HTH-15 
as a Dry Chlorine Inhalant. 
HTH-15 is a dry “floating 
powder” that floats in the 
air a long time when 
dusted above birds. Use 
whenever treatment for 
colds is needed. 

Add HTH-15 to drinking 
fountains to keep watcr 
safe. Helps eliminate slime 
from fountains. 

Use HTH-15 to make germ-killing solutions 
for general sanitation. 


These CHLORINE TWINS will Help You! 


LO-BAX and HTH-15 are two good items for your line. They provide 
everything in the way of chlorine disinfectants needed by your trade. 
Write for literature and our favorable dealer terms. 


THE MATHIESON 


60 EAST 42nd STREET . 


ALKALI 


WORKS (ING) 


NEW YORK 17, N. Y. 
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Central Soya Co. Elects 
W. E. Huge Vice President 


W. E. Huge has been elected vice pres- 
ident of Central Soya Co., Inc., Fort Wayne, 
Ind., according to an announcement by 


D. W. McMillen, chairman of the board of 


W. E. HUGE 


the firm. Mr. Huge will have executive re- 
sponsibility for commodity purchases and 
soybean oil meal sales. He has been associ- 
ated with Central Soya since 1935, having 
joined the company only 13 months after 
its organization. 

Mr. Huge began with the company as a 
clerk and progressed steadily in the or- 
ganization, culminating in his present ap- 
pointment. Highly regarded as a keen ob- 
server of commodity market trends, he is 
well known throughout the soybean industry. 

Mr. McMillen also announced the resig- 
nation of W. W. Burhop, manager of the 
company’s soybean meal sales department, 
who has started his own brokerage business 
in Fort Wayne. Mr. McMillen commended 
Mr. Burhop’s 10 years of “outstanding 
service” to Central Soya in his announce- 
ment. B. A. Townsend, assistant manager 
of the soybean meal sales department, has 
been promoted to succeed Mr. Burhop. He 
has been associated with Central Soya for 
nine years. 


@ GARDEN CITY CO-OP EQUITY EX- 
change, Garden City, Kan., has completed 
construction of its new 540,000 bushel 
elevator. 


NEW WATER HEATER 

Marketing of a new 1,000 watt fully in- 
sulated stock tank heater has been an- 
nounced by the H. D. Hudson Mfg. Co., 
Chicago, Ill. The new heater works on the 
same principle as home electric water heat- * 
ers. Its built-in thermostat is set at 40 de- 
grees fahrenheit at the factory but can 
easily be adjusted for warmer temperatures, 
according to the Hudson Co. Detailed infor- 
mation on the new heater may be obtained 
by writing H. D. Hudson Mfg. Co., 589 E. 
Illinois street, Chicago 11, Ill. 
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HERMAN NAGEL’S 


TRACE MINERAL 


CONCENTRATE 


In addition to salt, phosphorus and cal- 
cium, your feeds must provide seven vital 
"Trace" minerals, if your customers’ live- 
stock and poultry are to be guarded 
against nutritional disorders. Herman Na- 
gel's Trace Mineral Concentrate supplies 
these seven vital Trace" minera's in proper 
balance: Manganes2, Cobalt, Copper, Iron, 
lodine, Zinc, Boron. 


MINERAL CONCENTRATE 


Herman Nagel's FORMULA B MINERAL 
CONCENTRATE supplies not only the 
seven vital "Trace" minerals, but also the 
four soluble phosphates — monosodium, 
disodium, monocalcium, dicalcium. These 
phosphates are entirely soluble in the di- 
lute acids of the digestive system—'they 
melt on your tongue.’ "Formula B" re- 
quires no pre-mix, and only salt and cal- 
cium need be added to assure COMPLETE 


mineral nutrition. 


WRITE FOR NEW 
CIRCULARS ON 
BOTH “TRACE” 
and “FORMULA B” 


Herman Nagel 


Distributed in Eastern Area by 


THE AMBURGO COMPANY, INC. 
1421 Chestnut St., Philadelphia 2, Pa. 


The HERMAN NAGEL Co. 


53 W. Jackson Blvd. Chicago 4, Ill. 


Ask the Man 
who sells 
Pay Way-- 


Ask him about the results 
his customers get from Pay 
Way Feeds . . . ask him 
about the increased good 
will and confidence result- 
ing from the use of Pay 
Way Feeds ... ask him 
_ about the interest, cooper- 
ation and assistance Pay 
_ Way extends every dealer 


—then ask us about selling 
Pay Way Feeds! 


A PROFITABLE REPEATER... 
Hilltops WOR-MOR Powder 


is recommended for use every 30 days to use. One pound of WOR-MOR 
for the suppression of Round Worms 


(Ascarids) and Cecal Worms (Hete- 
rakis). WOR-MOR contains Pheno- 
thiazine and is easy for your customer 


Mix it and sell it with YOUR feed. 


mixed with 100 Ibs. of feed is suffi- 
cient for 200 birds. Used according to 
directions, it has produced mighty 
satisfactory results. 


One hundred pounds 


LABORATORIES 


~ for Poultiy | 


718 Washington Ave. N., Minneapolis 1, Minn. 


makes more profit than a carload of some feeds. 


WOR-MOR TABLETS for 


Individual Treatment 
are now packed in attractive plastic top 
glass servers (for syrup, su- 
gar, etc.). These handsome 
containers are SURE 
SALES PULLERS 
and attention getters 
for all Hilltop Poul- 
try Aids. Order a 
shipment today. 


£ 
°, 
— 
Nagel’s | | 
: 
= 
PAY WAY FEED MILLS, Inc il 
Hy 
Wo R. ; 
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le 
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. 
HILLTOP | 
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Specifide Vitamin 
Source 
For Proven Results in the 
fortification of feeds accord- 
ing to standards of National 


Research Council. 'Sealed- 
In" in 5-lb. Tins. 


PRODINE 


(lodinated Protein) 
Available now for 
experimental purposes. 


Choline Chloride 


40% in Dry Mix. Solves 
mixing problems. 


Specifide Sweet "70" 
Dairy 
70% Protein, Vitamin D, and 
Trace Minerals. 


Specifide, Inc. 
Delaware and South Sts. 
Indianapolis, Ind. 


—Unusval 
(Continued from page 69) 


Keglovich also sends diseased birds to labo- 
ratories at Purdue university and the Quaker 
Oats Co. for thorough diagnoses. 

Five experienced employes compose the 
Keg-Lo-Vich Produce & Feed store staff. 
“It’s important to treat your employes well 
and not as dirt under your feet,” Mr. Keg- 
lovich warned. “Don’t tell them to do some- 
thing you wouldn't do and don’t overwork 
them.” Mr. Keglovich never reprimands 
his employes in front of customers because 
he feels this practice is not only unfair to 
the worker but often discourages the custo- 
mers from making further purchases at his 
store. 

When a new customer comes in to buy 
some small item, Mr. Keglovich tactfully 
inquires how many chickens or livestock he 
has and draws him into friendly conversa- 
tion by talking over farm problems. He al- 
ways follows up these friendly chats with 
calls to the farms. 

“I let the farmer know I appreciate his 
business and never misrepresent any pro- 
duct I sell,” Mr. Keglovich emphasized. 
“Building up customer confidence is very 
important. We never allow any farmer to 
load his own purchases himself because 
to a certain extent he’s our boss and should 
be treated accordingly. Our employes have 
this basic policy of complete courtesy to 
customers thoroughly ingrained in them.” 

Feed dealers should not be too dressed 
up when they are working, according to 
Frank Keglovich. “A pair of overalls, jacket, 


FEED PLANT MACHINERY 


Everything from Pit to Cupola— 
Since 1879 


Write for Special Catalog 


UNIVERSAL 
HAMMERMILLS 


are standard equipment in mills and 
feed plants from Buffalo to the Bor- 
der. Their uniformity of product, speed 
and ability for continuous operation 
with economy are not equalled. 


MINNEAPOLIS, MINNESOTA 


LATTIN COMPANY, Inc. 


Jobbers Feed Stuffs — Manufacturers Representatives 


SEA PEP 


Chamber of Commerce 
Buffalo 2, N. Y. 


327 So. LaSalle St. 
Chicago 4, Ill. 


and tie are good working clothes because 
they make the farmer feel at home,” he 
stated. 

The Keg-Lo-Vich Produce & Feed store 
is 69 feet wide and 179 feet long. A broad 
loading platform enables customers to drive 
right up to the building and then turn 
around without any backing up. Directly 
across the street from Mr. Keglovich’s feed 
store is the big South Bend plant of the 
Studebaker Corp. and many of its employes 
are backyard farmers who buy regularly at 
the Keg-Lo-Vich Produce & Feed store. 

Future plans for improving the busy store 
include complete modernization of its exte- 
rior, with large display windows replacing 
the present leaded panes. Four steel islands 
will be installed in the salesroom to permit 
large displays and the interior will be deco- 
rated in three tone colors—dark base, lizht 
middle section, and rich ceiling shade. 

Cash is the basic rule at the Keg-Lo-Vich 
Produce & Feed store and Mr. Keglovich 
has no intention of changing it. Emphasiz- 
ing courtesy, quick service, an attractive 
store, and unusual advertising he is plan- 
ning a great business future for his store 
with the three syllable name. 


Eat More Chicken Campaign 
Is Inaugurated by PENB 


Launching of a new campaign to increase 
sales of chicken for eating purposes has 
been announced by Homer I. Huntington, 
Chicago, Ill., general manager of the Poul- 
try & Egg National Board. The two-fold 
campaign emphasizes that poultry meat is 
currently an excellent buy and that proper 
cooking of poultry meat is highly important. 

The current campaign stresses the fact 
that poultry prices today are the same as 
they were in 1926, although prices on many 
other food commodities have skyrocketed. 
Releases implementing the new PENB 
chicken drive have been distributed to pub- 
lications all over the country, Mr. Hunting: 
ton reported. 


Eureka, Ill., Plans Annual 
Pumpkin Fete Sept. 26-27 


Businessmen at Eureka, Ill., are planning 
to hold the city’s annual pumpkin festival 
Sept. 26-27 and expect more than 50,000 
to attend the festivities. The gala two-day 
promotion was resumed last year after a 
wartime lapse and this year’s festival is ex- 
pected to be considerably larger than any 
previous year. The forerunner of the pump: 
kin festival was an all-day picnic instituted 
by citizens of the Eureka community more 
than a century ago. 

Eureka claims the honor of canning more 
pumpkin than any other city or town in 
the world. Ronald Reagan, Hollywood ‘lm 
star and a native of the city, is expected to 
crown this year’s pumpkin queen according 
to Jay Dusek, publicity chairman for the 
event. 


@ ROY CRAWFORD, Stockport, Iowa, has 
purchased Dick Workman’s elevator, grain, 
and coal business. 


@ FARMERS ELEVATOR, Solomon, Kan., 
is constructing a new office building. 
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G. K. WHYTE 


G. K. Whyte has been appointed sales 
manager of its St. Louis, Mo., branch by 
the Chase Bag Co., Chicago, Ill., R. N. 
Connors, vice president and general sales 
manager of the firm, has announced. Mr. 
Whyte has been associated with Chase since 
shortly after his graduation from the Uni- 
versity of Illinois and for the past several 
years has served at the St. Louis branch. 
Chase recently put into operation its new 
plant at St. Louis. 


R. F. Deibel Elected Vice 
President of Dixie Mills 


Robert F. Deibel, jr. has been elected 
to succeed Francis L. Ferguson as vice 
president in charge of sales and advertising 
by Dixie Mills Co., East St. Louis, Ill., 
according to an announcement by Robert 
E. Lungstras, president of the firm. Mr. 
Ferguson resigned effective ‘Aug. 1. 

Mr. Deibel is a graduate of Annapolis 
and recently was discharged from the navy 
with the grade of lieutenant commander. 
He is a son of Robert F. Deibel, sr., found- 
er and past president of the company. The 
new board of directors is composed of Mr. 
Lungstras, T. Hartley Pollock, George P. 
Deibel, and Robert F. Deibel, jr. 


@ MAYVILLE COOPERATIVE GLF, 
Mayville, N. Y., has purchased the James 
T. Powers feed mill. 


@ FARMERS COOPERATIVE ELEVA- 
tor, Manly, Iowa, is planning to construct 
a new 24 by 26 foot brick office building. 


@ McCOOK COUNTY FEED CO., Salem, 


S. D., is constructing a new feed and seed 
store. 


@ FARMERS COOPERATIVE, Daykin, 


Neb., is constructing a new 50,000 bushel 
elevator. 
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Shippers of 


WHEAT, RYE, CORN and OATS 
FEED WHEAT and FEED BARLEY 


TO IMPROVE FEED QUALITY —A 

LOWER FEED COST . . . CONSULT 
THE AMBURGO NUTRITIONAL 
ENGINEER 


THE AMBURGO COMPANY, INC. 
1421 CHESTNUT ST. ¢ PHILA. 2, PA. 


CAMEL 


WHEAT MIXED FEED 


for 


“All in 


Poultry-Dairy Cows-Pigs one bas” 


EXCELSIOR MILLING COMPANY 
Minneapolis e Minnesota 


Selected Tested © Proven 
NOW PACKED IN BALES—3 SIZES 
WITH NEW BURLAP 
Premier Peat Moss Corp., 535 Fifth Ave., New York 17, WN. Y. 
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The Gal who’s a Pal" to 
Northwest Feed Dealers— 


LAND 


FEEDS SEEDS FERTILIZERS 
“Better Feeds & Seeds for Northwest Needs” 


ATTENTION Feed Manufacturers... 


CANADIAN REFUSE SCREENINGS 
HALLET and CAREY CoO. 


Grain Exchange Building 
Minneapolis 15, Minnesota 
Members: 


American Feed Manufacturers Association 
The Grain and Feed Dealers National Association 


ALFALFA 
MEAL 


Sun-Cured and 
Dehydrated 


HAMMERMILL 
CORN CUTTER 
AND GRADER 


VERTICAL FEED 
MIXER 


One Machine or Complete 
Feed Mill Equipment 


@ Kelly Duplex, with more than 
60 years’ experience, is well 
equipped to help you plan and to 
build the mill machinery you need. 
They will be glad to help you with 
your problems. Whether you are 
purchasing only one machine or 
equipping a mill complete, get 
suggestions and esti- 
mates from Kelly 
©Duplex. 


The Duplex Mill and Mfg.Co. 


pringfield, Ohio 


NATIONAL ALFALFA 
DEHYDRATING AND 
MILLING CO. 

LAMAR, COLORADO 


ST. LOUIS, MO. 
CHANDLER, ARIZ. 


ei1l4e 


“May we have the privilege of tossing 
a bouquet your way on your excellent con- 
ment in ‘Feed for Thought’ in the June 
issue of your very fine magazine? A lit:e 
more and better understanding among t\\e 
rank and file of small feed manufacturers, 
such as ourselves, as to the operation of the 
American Feed Manufacturers associatic, 
would, we believe, clear up many of the 
false ideas as to ‘Who runs the feed jin- 
dustry’.” 
Ralph R. Young 
The Young & Sons Co., 
Hutchinson, Kans. 


“You men with the industry publications 
are all working toward the same objective 
as is our industry. All of us who get into 
this picture will be properly recompense to 
the degree which we do the right kind of 
job.” 

Lloyd S. Riford, President 
Beacon Milling Co. 
Cayuga, N. Y. 

* 

“The first copy of The Feed Bag arrived 
this morning. It is certainly a nice publica- 
tion and I am glad that I subscribed.” 

Norris B. Stone 
Golden Eagle Milling Co. 
Portland, Ore. 

* 


“We have found The Feed Bag Red 
Book a ready source of information and we 
are deeply grateful to each and every mem- 
ber of your publishing house for his con- 
tribution of knowledge, time, and effort that 
made this book possible.” 

Karl E. Boussum 
Farm Belt Feed Co. 
Bloomington, Il. 

* & 


“T am the manager of the largest poultry 
farm in this country and that’s the reason 
why I am so interested in reading your 
publication continuously.” 

L. A. Palacio 

Granja Santa Eduvigis 

Estado Mirando, Venezuela 


“T want you to know that I always enjoy 
reading The Feed Bag a mighty lot—in (act 
I'm sure that it has a place all of its own 
with me because of its freshness and timely 
handling of the various phases of informa- 
tion.” 

C. F. Hayes, President 
A. D. Hayes Co. 
Mt. Pleasant, Iowa 
@ BOONE GROVE GRAIN CO., Boone 
Grove, Ind., is constructing a new feed 
warehouse. 
@ PERRYTON EQUITY EXCHANGE, 
Perryton, Tex., has purchased the 20,0110 
bushel elevator of the Texhoma Grain Co. 
at Beaver, Okla. 
@ FARMERS UNION ASSOCIATION, 
Ipswich, S. D., is planning to construct a 
new 80,000 bushel concrete elevator. 
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Joins Pratt Food Co. 


R. R. BLANK 


i. Richard Blank has been appointed as- 
sistant advertising manager by the Pratt 
Food Co., Philadelphia, Pa., the firm has 
announced. Mr. Blank previously directed 
advertising for the agricultural and sanitary 
products department of Rhom & Haas Co., 
Philadelphia. In his new capacity, Mr. Blank 
will concentrate on publication and direct 
mail advertising for both feeds and remedies. 


Copies of New Egg Charts 
Available from PENB 


Publication of 100,000 copies of a new 
egg chart revised to comply with depart- 
ment of agriculture standards has been an- 
nounced by the Poultry & Egg National 
Board. The chart, printed in four colors, 
illustrates AA, A, B, and C eggs in can- 
dling, broken out of the shell, hard cooked, 
and fried. 

Important requirements for maintaining 
egg quality on the farm, in stores, and in 
homes are also included. More than 250,000 
copies of the first PENB egg chart were 
distributed. One copy of the new chart will 
be sent free by PENB with additional 
copies four cents each. Requests should be 
addressed to the Poultry & Egg National 


Board, 308 W. Washington street, Chicago 
6, Ill. 


@ HOWARD M. BURNS, Montoursville, 
Pa., has purchased the Loyalsock Mills from 
the Entz family. 


@ FARMERS CO-OP GRAIN & SUPPLY 
Co., Spearville, Kan., is planning construc- 
tion of a new 100,000 bushel concrete 
elevator. 


@ ANDERSON & RIGGIN, Burdick, Kan., 
have purchased the Farmers Union elevator 
and feed store. The new owners are Paul 
Anderson and John Riggin, both World 
War II veterans. 
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FEED GRAINS ... 


Main Offices — Minneapolis 
Telephone Main 3384 


FOR THE FEED TRADE 


MULLIN & DILLON CO. 


Reliable Grain Merchants 


YOUR 


GUARANTEE 


OF QUALITY FEEDS 


Vi-tal-ized 


FEED 


Rich in Vitemins 


The 2 big red letters Y-O on every 
bag of Conkeys Y-O Feeds assure 
your customers high vitamin potency, 
full value for their feed dollars, feeds 
of top quality—always. 

That's why a Conkey franchise is a 
valuable asset to your feed business. 


Write for particulars. 


Conkeys Feevs 
THE G. E. CONKEY CO. 


6761 sproeteer Cleveland 5, Ohio 
Mills: Cleveland, O.; Toledo, O 
Nebraska ‘City, Nebr. 


‘FROM ONE SOURCE 


Vitamin Products 


of 6 Great Companies : 


A INS & DURBROW, Inc. 
| ag 16 JOHN STREET, NEW YORK 7, N.Y. 


“MINNEAPOLIS KANSAS 


| ‘FOR FEED MIXING 
TANK CARS * DRUMS 
| p FEEDING 
piotot 
Divisio" 
Dye Corp: 
NIACIN 
caro-Gree™ Inc. 
FINER ALFALFA 
world Products Corb: 
| 
e1i5e 


THE 
STANDARD 
OF THE 
INDUSTRY 


© 
BRINGS YOUR ELEVATOR LEGS UP TO 
THEIR HIGHEST POTENTIAL CAPACITY 


- The scientifically built 

“Nu-Hy” grain bucket has won ao 
enviable reputation among grain 
elevator operators. It has saved 
many vital man hours, cut costs, 
and Las increased capacities where- 
ever installed. 


Letus makea free 
! 


your eleva 
leg. Write for our 
Form 76. 


Screw Conveyor Corporation 


FERTILIZER 


for the 
FEED TRADE 


write 


UNION SERVICE 
COMPANY 


117 E. Wilson Madison, Wis. 


MINNESOTA 
GIRL FLOUR 


and finest 


MILL FEEDS 


... order today from 
Capital Flour Mills 


Division of INTERNATIONAL MILLING CO. 
General Offices: Minneapolis - Mills: St. Paul 


BUYERS 


_ Bran, Shorts, 
Middlings, Red Dog 
and Mixed Feeds 


In Any Size Quantities 
Wire Us Your Offerings 


C.J. Martenis Grain Go. 


Produce Exchange @ New York City 


Fine for Starting Pigs and Calves 


DEMON 


Steamed 
Rolled Oats 


Des Moines Oat Products Co. 


Walter Berger, Pres. Des Moines, Ia. 


Members Chicago Board of Trade 


EASTERN 
COMMODITIES 
CORPORATION 


Grain Dealers and 
Brokers 


Bourse Building, Philadelphia 6, Pa. 


R. J. Barnes, Pres. W. P. Jones, Sec’y. 
F.J. Faber, Vice-Pres. C.E. Donegan, Treas, 


CEREAL 


GRADING CO. 
"MINNEAPOLIS 
Specialize in 
GOOD 
CORN and OATS 


For 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


SWIFTIDE Blended Fish Oil 
BIG CHIEF Meat Scraps 
Brewer's Dried Grains 
Linseed Meal © Malt Sprouts 
Ss Mill Feeds 
CORN OIL MEAL 
I. CORN GLUTEN MEAL 
> CORN GLUTEN FEED 
S SOYBEAN OIL MEAL 


Deutsch & Sickert Co. 


741 N. Milwaukee St., Milwaukee, Wis. 


OPPORTUNITY FOR BUSINESS 
SECURITY AND BETTER LIVING 
Allied Mills, Inc., Fort Wayne, Ind. 
* * & 


WHAT’S BEHIND A BAG OF GOOD 
FEED? 
Pillsbury Mills, Inc., Clinton, Iowa. 
* 
TYPE G INDUSTRIAL EXHAUSTERS 
Bulletin 471, Day Co., 810 Third avenue, 
N.E., Minneapolis 13, Minn. 
* * 


HOW TO OPEN AND CLOSE CLOTH 
BAGS 

Textile Bag Manufacturers Association, 
100 N. LaSalle street, Chicago 2, Ill. 


* 


NEW VARIETIES OF SORGHUM 
Bulletin 1064, Agricultural Experiment 
Station, Texas A & M College, College 
Station, Tex. 
& 
SOME OIL CROPS IN TEXAS 
Bulletin 1066, Agricultural Experiment 
Station, Texas A & M College, College 
Station, Tex. 
* & 


STATE & REGIONAL MARKET 
INDICATORS, 1939-45 
Superintendent of Documents, Govern- 
ment Printing Office, Washington 25, D.C. 
Price 20 cents. 


@ GRANADA GRAIN CO., Granada, 
Minn., is remodeling its elevator and ex- 
panding its office space. 

@ HEINS & SHANNON, Brookfield, Mo., 
have purchased A. N. Bailey’s elevator at 
Ludlow. The new owners are Carl Heims 
and Harvey Shannon. 

@ EELBECK MILLING CO., Columbus, 
Ga., is plannng construction of a new mill 
and office building at Jacksonville, Fla. 

@ CONTINENTAL GRAIN CO., Musco- 
tah, Kan.; is constructing a new office and 
feed warehouse. 


“Wanta see my vaccination?" 
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Service department for our readers. 
Low Rates: 50c per line; minimum, 
four lines including heading. 


HAMMER MILL FOR SALE 
Has 50 HP motor—used only short time. 
Like new. Bargain for cash. Write BA-120, c/o 
The Feed Bag, Milwaukee 3, Wis. 


MILL FOR SALE 
Algonquin, Ill. coal and feed yard for sale. 
Large elevator; plenty of storage space; estab- 
lished 50 years. Good farming community. 40 
miles NW of Chicago. A. E. Diercks, Algonquin, 
Ill. 


UNIVERSAL YEAST 
Yeast enzymes are a great digestive aid in 
hog, poultry and dairy feeds. Rice Laboratories, 
Dassel, inn. 


CORN CUTTER FOR SALE 
Cutter—grader—polisher—aspirator, 3000 lbs. 
per hr. A-1 condition, guarantee. Write LE-21, 

c/o The Feed Bag, Milwaukee 3, Wis. 


USED EQUIPMENT 
3urton mixer, leg, motor—$275.00. 22” attri- 
tion mill—two 20 HP motors attached and pneu- 
matic system with motor blower—$950.00. Ward- 
craft Division, 118 E. Pearl, Jackson, Michigan. 


FOR SALE: 2 H.P., 3 H.P., 5 H.P., 7% 
H.P., 10 15 H.P., "20 H.P., total enclosed 
fan cooled, motors, new 1800 rpms, 3 phase, 60 
cycle, 220/440 volts, can be furnished from 
stock. No. 1 Westinghouse across the line 
starters, with push button stations, all cast gg 
dust tight, class 2, group G, insurance. No. 
Westinghouse across the line Starters, cast thy 
with push button stations, dust tight, for class 
2, group G. insurance. Shipment can be made 
from stock. Com ensators Westinghouse and 
Cutler Hammer, 50, 60, 75, and 100 H.P. 220 
and 440 volts, dust tight, shipment can be made 
from stock. Entrance switches for 220 and 440 
volts, 400 amp. 600 amps, and 800 amps. Ship- 
ment can be made from stock. Two 600 amp. 
distribution panels, late type, breaker circuits, 
from stock. D. E. Hughes Company Hopkins, 
Michigan. 


SALESMAN WANTED 

Experienced feed salesman for the state of 
Wisconsin selling a vitamin pre-mix which has 
been sold to feed mills for 25 years. (commis- 
sion and drawing account) Excellent opportunity 
for the salesman that can qualify. Inquire sales- 
manager, 521 South 3rd Street, Minneapolis, 15, 
Minnesota. 


WANTED: Experienced feed salesmen for 
Wisconsin and Northern Illinois territories. Sal- 
ary, expense, bonus, car furnished. Opportunity 
for good men with vision and ability with large 
growing, experienced concentrate feed manu- 
facturer. All correspondence confidential. Write 
Box AG 20, The Feed Bag, Milwaukee 3, Wis. 


WANTED: Draftsman with some experience 
in planning and designing feed mills. Good future 
for right man. Write Box AG 15, The Feed Bag, 
Milwaukee 3, Wisconsin. 


REBUILT 
Burton feed mixers with leg and 3 phase 
motor—some as low as—$275.00. McLaughlin, 
Ward & Co., 218 E. Pearl, Jackson, Michigan. 


HAMMER MILL FOR SALE 
New Jacobson Universal Hammer mill—com- 
plete—75 HP motor, etc. Quick delivery. Write 
Box MH-126, The Feed Bag, Milwaukee 3, Wis. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed has motor 
—latest style machine—used short time. Write 
KD-15, c/o The Feed Bag, Milwaukee 3, Wis. 


Hatching Year "Round — All Popular Breeds 

U.S. Approved—Pullorum Controlled. Re- 

liable Source For Nutritional Research Labora- 

oa. — Hatchery, 860 West Jackson St., 
orris, 


DEALERS! New Calf-Teria Nipple Pail sells 
on sight to calf raisers. 11 advantages. Endorsed 
by colleges, feed companies, top dairymen. Write 
for SAMPLE PAIL, full —— John Rhine- 
at. Mfr., 521 W. Berry, Dept. 5, Ft. Wayne 1, 
ndiana. 


@ MIDWEST GRAIN CO., Dundee, Kan., 
has purchased the John S. Notestine Co. 


elevator. 


@ BAUM BEAN & GRAIN CO., Stand- 
ish, Mich., is constructing a new concrete 
block warehouse. 


FOR SALE Practically New, only 
sixty days in opera- 
tion, subject to prior sale. 
1—Continental, 3 12 4'x18"” 
Pad “A” Model “C” 165 HP, 

Rotation CGC Oil Engine 
ard equipment including sight food oil 
lubricator. Oil filter, wrenches, piping, 
single flywheel, thermometers, etc. 

1—250 P.S.I. starting air storage tank 
with gauge, safety valve globe valves, 
piping and fittings. 

1—Water cooled, Belt Driven 250 P.S.I. 
compressor for starting air. 

1—Water cooled, Gasoline Engine for 
driving air compressor. 

3—Vertical individual cylinder exhaust 
pipes. 

1—Combination plunger type circulating 
water and fuel supply pump, belt driven. 

1—285 Gallon underground fuel oil stor- 
age tank with piping. 

1—250 HP Hill, Friction clutch. 
Other equipment including V-belt drive. 
Installed new. 
1—Gruendler 6-R-36” Latest Type Hay 
Grinder With variable Feeder Drive Cen- 
tral Station Lubricating System With ex- 

tended shaft for V-belt drive. 

Gruendler Slow Speed Supreme Grinders 
Rebuilt, of our latest type With combina- 
tion ear corn and grain feeder With 40, 50 
and 75 HP. 

1—New Gruendler 3-W-22 With extended 
base and flexible coupling With or without 
motor Including permanent magnet. 

Also, electric motors and starters 
From 2 HP to 150 HP. 


FEEDER SERVICE 
P.O. Box 975 St. Louis, Missouri 


@ M. J. GOEBEL, Hoven, S. D., has pur- 
chased the Lebanon Grain Co. at Lebanon. 


JOBBERS OF FEED INGREDIENTS 
Distributors of Staley Soybean Oil Meal and Gluten Feed 


WILBER FEED CO., INC. 


46-48 MARKET ST. 
JAMESTOWN, N.Y. 


FOR SALE: 1 Ton Kelly Duplex Feed Mixer, 
Floor Level Hopper with 5 h.p. Wagner motor. 
good condition. $225.00. O & H Feed & Food 
Mkt. Edgar, Wisconsin. 


FOR SALE: Four Anderson Super Duo Ex- 
pellers and Driers complete. In top condition. 
ae been used on processing soybeans. Also 

S. Tyler shaker screen, 2 pair Barnard and 
el roller mill new cut rolls, conveyors motors 
drive, etc. Soya Processing Co. Wooster, Ohio. 


WHEN IN THE MARKET FOR — Poultry Wheat, Feed 
Oats, Wheaty Barley, Feed Barley, Corn, Feeding Screenings, 
Ground Screenings — write or wire for quotations. 


HIAWATHA GRAIN COMPANY 


MINNEAPOLIS, 


MINNESOTA 


FEED SALESMEN WANTED 

Large, nationally advertised feed manufacturer 
operating several mills has attractive openings 
for several salesmen with followings, in excel- 
lent, established territories east of Mississippi 
River to Atlantic Coast. Giod starting salary, 
expenses and bonus. Give full information in 
first letter, all replies will be held strictly con- 
fidential—our employees know of this ad. _ 
dress Box JL 9, The Feed Bag, Milwaukee 3, 
Wisconsin. 


(SNOW WHITE: 


TOP 
QUALITY 


WIRE 
WRITE 
OR PHONE 
SNOW WHITE (Hen-Pullet-Chick , 
in self-selling paper 80s — also Hen- 
Pullet-Chick- Meal-Flour in new cloth 
100s. Clean; wipes no organic odor; 

white ; uniform qua lity. 
EDWARD R. BACON GRAIN COMPANY 
ell Corporati 


177 MILK STREET BOSTON, MASS. 
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STATE BANK BLDG. 
75 STATE STREET 


MERCHANTS FEED CORP. 


Representing Reputable Sellers to Responsible Buyers 


ALBANY, N. Y. 


Receivers, Shippers and Elevator Operators 


Consignments Solicited 


ELECTRIC STEEL ELEVATOR Division of 
RUSSELL-MILLER MILLING CO. 
MINNEAPOLIS, MINN. 


CORP. 


COLUMBIA STREET-SOMERVILLE, 


MASS 
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Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran ana Middlings 


(Higher in Protein) 


é € 
\ TENNANT & HOYT Co. 


LAKE CITY, MINN. 


HONEGGERS’ & CO., INC. 


Mills *&* MANSFIELD, OHIO 
FAIRBURY, ILL. * FORREST, ILL 


1000 A/100 A.O.A.C.D. 
1000 A/400 A.O.A.C. D 


2000 A/400 A.O.A.C. D 


Vilamine Brand OLS 


(Cod Liver Oils with 
added Vitamins A & D) 


2000 A/400 A.O.A.C.D. 
3000 A/400 A.O.A.C.D. 


Reliable, chick - tested 
sources of the so essential vitamins 
A and D. 


147-P Varick St., New York 13, N. Y. 


economical, 


PEDER DEVOLO OIL COMPANY 


Division of CHAS. L. HUISKING & CO., INC 


REPAIR 
GRAIN BAGS 


with 


TEHR-GREEZE 


FABRIC CEMENT 


WHITE—Repairs all types of cloth, 
canvas and leather goods. A tough, 
versatile adhesive with thousands of 
uses in home, repair shop and farm. 

ALL-PURPOSE—Cements wood to 
wood, glass to glass, metal to metal, 
glass to metal and many other com- 
binations. A clear transparent cement. 
WILL NOT FREEZE. 

Write for Trade Prices. 


VAL-A COMPANY 


700 W. Root St., Chicago 9, Iil. 


— Facts 
(Continued from page //) 


600 cards in the file, each representing a 
customer. 

“If a farmer hasn't patronized our store 
for six months, as his file card shows. a 
member of my staff or I pay him a per- 
sonal visit to see what is wrong,” Mr. Belshe 
explained. “We thus determine whether }>’s 
quit farming altogether, has changed the 
type of farming he is doing, or has switched 
to a competitor.” In the latter case she 
Northfield Farm store staff makes an cavry- 
est effort to discover just why the customer 
decided to change. When this reason js 
uncovered it is listed in the files as a +o- 
minder to employes for the future. 

Going through the cards at least once 
a week, Mr. Belshe is able to determine, 
at a quick glance, the trend of each custo- 
mer’s buying. Although the cards do not 
show the number of chickens or livestock 
being fed, it is a simple task to estimate 
this information on the basis of the size 
of the feed purchases. The cards also keep 
Mr. Belshe posted on when a customer is 
likely to require replenishing of his feed 
supply. When this is indicated, a North- 
field Farm store employe is dispatched to 
solicit the new order. 

Live displays often occupy the broad 
display windows at the Northfield Farm 
store and Mr. Belshe has found them to be 
excellent eye catchers. He especially favors 
a display which includes baby chicks in the 
front with feed neatly framed around the 
rear of the window display space. 

Just how Mr. Belshe applies figures in his 
sales talks is graphically demonstrated by 
his explanation: “If a customer says 18 per 
cent protein isn’t sufficient and that he 
wants 20, I have my salesman trained to 
prove with facts and figures why 18 per 
cent protein is best for the man’s feeding 
problem. 

“Suggestive selling, based on cold, hard 
facts and impressive figures, can mean salva- 
tion for many feed dealers whose volume 
of trade is declining with mounting compe: 
tition,” Charles Belshe emphasized. 

@ W. S. AVEY GRAIN CO., Barlow, Ky., 
is constructing a new $40,000 elevator and 
grain receiving station. 

@ AUBURN MILLS, Auburn, Ky., ave 
been incorporated by R. I, Bonnie B., 
H. D., and Ruby O. Scott. 

@ E. L. RICKEL GRAIN CO., Ka»sas 
City, Mo., has begun construction of a »ew 
warehouse, office, and elevator at Clari:da, 
Towa. 

NEW MODEL HAND TRUCK 


Handees Co., Bloomington, IIl., has mar 
keted a new model 1,000 pound capa ty 
hand truck which features dual mourned 
solid rubber wheels, officials of the frm 
have announced. The new model is con 
structed of tubular steel with offset axle 
mounting and an overall height of 54 
inches. Detailed information on the new 
model, which is priced at $26.95 f.0.b. fac’ 
tory, may be obtained by writing Hand:es 
Co., Dept. 718, Bloomington, Il. 
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Director of Research 


ROBERT R. SPITZER 


Dr. Robert R. Spitzer has been appointed 
director of nutritional research by the Mur- 
phy Products Co., Burlington, Wis., James 
H. Murphy, president of the firm, has an- 
nounced. Dr. Spitzer earned his doctorate 
at the University of Wisconsin. While at 
the university, he specialized in research on 
minerals and vitamins and related feeding 
problems. 


Lathrop Grain Purchases 
Enid Terminal Elevator 


Lathrop Grain Corp., Kansas City, Mo., 
has announced that it has purchased con- 
trolling interest in the Enid Terminal Ele- 
vator Co., Enid, Okla. The purchase price 
is believed to be about $600,000. The Enid 
property includes a 2,000,000 bushel ter- 
minal elevator and country stations at Cleo 
Springs and Cropper. Uhlmann Grain Co. 
holds a lease on the Enid and country sta- 
tion properties which runs until 1950 and 
no change in operation is contemplated at 
present. 

The Lathrop Grain Co. was organized in 
May, 1946 with W. B. Lathrop, formerly 
director of the Kansas City office of the 
Commodity Credit Corp., as president. 
Erich B. Reiner is the firm’s executive vice 
president and David M. Hymans is vice 
president. Mr. Reiner previously served as 
president and general manager of the Hous- 
ton Milling Co., Houston, Tex., while Mr. 
Hymans was vice president and sales man- 
ager of that firm. 

The Lathrop Grain Co. also operates the 
St. Marys Mill Co., St. Marys, Mo., which 


was acquired a year ago. 


@ FARMERS COOPERATIVE ASSO- 
ciation, Hanover, Kan., has constructed a 
new 55,000 bushel elevator. 


@ KANSAS MILLING CO., Macksville, 
Kan., has purchased a portable power 
sprayer. 
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Brokers of ... 
QUALITY FEED 


U. M. C. Calcium Carbonate — Feed Mixing Limestone 
Limestone Grit — Bentonite — Oil Meals 


Mill Feeds — Packing House By-Products 


UNITED FEED PRODUCTS CO. 


205 W. WACKER DR. 


INGREDIENTS 


CHICAGO, ILL. 


DIGESTER TANKAGE 
MEAT AND BONE SCRAPS 
MINERALS 


Consider then, 


RESULTS in Feeds. 


Is there a bigger word? 


You can pay us no higher 
compliment than to per- 
manently associate the 
Red W Brand name with 


QUALITY 
DEPENDABILITY + SERVICE 


RESULTS 


WILSON & 
Inc, 
Kansas City, Chicago Oklahoma City 
Omaha Albert Lea Cedar Rapids 


40% CONDENSED FISH SOLUBLES 
60% DEHYDRATED ALFALFA MEAL 


Manufactured by 


SANTA ANA MILLS, INC. 
SANTA ANA, CALIF. 


PHONES 262 


FISH MEALS 


VITAMIN A — VITAMIN D OILS 
VITAMIN A & D IN DRY FORM 
BRITISH COLUMBIA PEAT MOSS 


J. J. WICKENS 


423 PLYMOUTH, MICH. 


e1ge 


i 
ore 
ag 
i 
j 
i 
| 
yt 
= 
| 

‘ ; 


Allied Mills 11 
Amburgo Co. 113 
Armour 107 
Atkins & Deckeoe, Inc. 115 
E. R. Bacon Grain Co. 117 
W. M. Bell Co. 62 
Bemis Bro. Bag Co. 10 
tar Co... 2 
Brown-Forman Distillers Corp. -................... 38 
Bryant Engineering Co. 9 
Buffalo Feed & Seed Co. 121 
Bunge Corp. 113 
L. Burmeister Co. 94 
Calcium Carbonate Co. 88 
Roy I. Campbell 63 
Capital Flour Mills 116 
Central Mills, Inc. 24 
Cereal Grading Co. 116 
Chantland Mfg. Co. 109 
Chase Bag Co. 56 
Herbert K. Clofine 66 
Commercial Solvents Corp. .....--...-................ 41 
G. E. Conkey Co. 115 
Dawe’s Products Co. 31-48 
Day Co. 93 
Dehydrating Process Co. 35 
Des Moines Oat Products Co. .............-..------ 116 
Deutsch & Sickert Co. 116 
Peder Devold Oil Co. 118 
Donovan Feed Co. 109 
Doughboy Mills 84 
E. F. Drew & Co. 60 
Dreyer Commission Co. 120 
ge Mill & Mfg. Co. 114 


. du Pont de Nemours & Co., Inc......... 42 


Eagle Roller Mills 121 
Eastern Commodities Corp. .............-------------- 116 
Electric Steel Elevator 117 
Electronic Traps, Inc. 103 
Eriez Mfg. Co. 79 
Ray Ewing Co. 110 
Excelsior ‘Milling Co. 113 
Feed Supplies, Inc. 98 
Flambeau Milling Co. 100 
Franke Grain Co. 12 
Fredman Bag Co. 122 
Fruen Milling Co. 98 
Gehl Bros. Mfg. Co. 81 
Golden Eagie Milling Co. ..———........... 71 
Gruendler Crusher & Pulverizer Co. .....-...-.-..-- 106 
Hallet & Goong, Co. 114 
Hendy Grain Co. 109 
Hiawatha Grain Co. 117 
Hilltop Laboratories 111 
Honeggers’ & Co. 118 

. R. Howell Co. 112 
S. Howes Co., Inc. 12 
Hubbard Milling Co. 22 
H. D. Hudson Mfg. Co. 18 
T. E. Ibberson Co. 105 
Iodine Educational Bureau, Inc. -................... 88 
Iowa Feed Co. 76 
Iowa Limestone Co. 103 
Jacobson Machine Works 76 
Jacques Seed Co. 101 
Johnson Seed Co. 100 
Johnston-Templeton Co. 62 
P. C. Kamm Co. 62 
Kasco Mills, Inc. 95 
Max Katz Bag Co. 120 
Kellogg Milling Co. 36 
Spencer Kellogg & Sons, Inc. ..................-.....---- 75 
King Midas Fleur Mills 124 
Koelsch Grain Co. 109 


Kraft Foods Co. 45 


LaBudde Feed & Grain Co. ........................ 62-106 
Land-O-Lakes Creameries, Inc. -.................. 114 
Lattin, Inc. 112 
Leary Grain Co. 120 
Lederle Laboratories 53 
Lindsey-Robinson & Co. 20 
Maney Brothers 104 
Marden-Wild Corp. 117 
C. J. Martenis Grain Co. 116 
Mathieson Alkali Works, Inc. -......................---- 110 
Merchants Creamery Co. 98 
Merchants Feed Corp. 117 
Merck & Co., Inc. 13 
Midwest Barley Improvement Ass’n. 


Mill Mutual Fire Prevention Bureau ... 
Milwaukee Feed & Grain Co. ............... 
Mohr-Holstein Commission Co. 
Morton Salt Co. 


Mullin & Dillon Co. 1 
Murphy Breducts Co. 4 @ STACEYVILLE GRAIN & COAL CO., 
Staceyville, Iowa, is constructing a 
National Alfalfa Dehydrating & Milling Co..... ; = by 100 foot structure to house its feed 
National Distillers Products mill and office. 
ationa olasses Co. 1 
Nellis Feed “Co. ° MOUNT MORRIS ELEVATOR CO. 
ew England By-Products Co. ...................... 73 ount Morris, Ill., is planning to const 
Newsome Commission Co. 1 ruct 
North East Feed Mill Co. i202 new $30,000 elevator. 
Northrup, King & Co 102 
Oyster Shell Products Corp. 108 
Pay Way Feed Mills 111 KATZ BAGS 
Pillsbury Feed Mills 67 a BURLAP, COTTON 
Prater Pulverizer Co. 89 and PAPER 
Premier Peat Moss Corp. 113 
Purina Mills 58 — or PRINTES 
Quaker Oats Co. 90 Twa 
J. Walter Rice 63 INDIANAPOLIS, IND, 
Riebs Co. 63 
Russell-Miller Milling Co. 4 
Ryde & Co. 110 
Dr. Salsbury’s Laboratories 65 s E M N E Y 
Santa Ana Mills 119 ° h 
Sargent & Co. 92 wit 
Savage, Inc. 6 
Screw Conveyor Corp. 116 
+. Board Sales Co. 120 a 
Sedberry, Inc. 68 
Shearer's Dried Milk Products ...................... 55 
Shellb Co. 12 
Chemical 51 
Sales Co. 16 
peci e, Inc. 112 e 
oa Waldron & Co. 87 
dns | Feed Ingredients 
taley g. Co. . 105 
A. L. Stanchfield & Co. 120 of all Kinds 
tratton Grain Co. 63-82 
Co. 3 North East Feed Mill Company 
unset Fee rain Co. 121 
Superior soon Co. 120 Minneapolis 13 Minnesota 
Swift & Comp 80 
Tennant & Hoyt Co. 118 
Ultra-Life Laboratories, Inc. -......................-.- 7 FEEDS i UFFS 
nion Specia achine Co. ash 
United Feed Products Co. 119 Both Cash and Futures 
U. S. Sugar Corp. 107 DREYER COMMISSION co. 
(At it since °92) 
hg og 118 | 414-415 Merch. Exch. Bldg., St. Louis 2, Mo. 
Vio-Bin Corp. 103 Board of Trade Bldg. Kansas City, Mo. 
Vitality Mills, Inc. 108 
78 
erthan Bag Co. 97 
Laboratorics SOYBEAN MEAL eee MILLFEEDS 
ckens ....... 
Wilber Feed Co., Inc. 117 LINSEED MEAL 
son o., Inc. 
Ga g | A. L. Stanchfield, Incorporated 
Wisconsin Certified Seed Producers .............. 101 Wholesale Grain and Feed Merchants 


P. B. Stratton Heads New 
Kasco Virginia Division 


Col. P. B. Stratton has been named to 
head the new Virginia sales division of Kas- 
co Mills, Inc., Toledo, Ohio, the company 
has announced. Col. Stratton has been asso- 
ciated with Kasco for the past 16 years and 
in his new capacity will supervise and co- 
ordinate promotional and sales activities of 
his divisional representatives. He will make 
his headquarters at Concord Depot, Va. 

@ CONTINENTAL GRAIN CO., Cla- 
tonia, Neb., has purchased the Farmers 


Elevator Co. elevator. 


DISTRIBUTES SAMPLE PACKETS 

Robinson Farms, Stockton, Calif., dis- 
tributed a sample packet of its Golden State 
brand alfalfa meal and molasses with a 
sales letter directed to feed dealers in early 
July. I. N. Robinson, jr., proprietor of the 
farms, periodically writes sales letters to the 
feed trade, often accompanying them with 
samples of his products. 


500 Corn Exchange Bldg. Minneapolis 


NOW!-Buy SUPERIOR’S-PURE 


Meat and Bone Scraps 
Digester Tankage 
Bone Meal — Blood Meal 


Superior Packing Co. 


DRY VITAMIN 


MARION, IND. 


GRAIN COMPANY 
(1023 CHAMBER OF COMMERCE, MINNEAPOLIS 
Bridgeport 1231 
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Joins Kasco Mills 


E. D. FOGARTY 


E. D. Fogarty has been appointed co- 
ordinator of the new Beatsall dairy plan 
developed by Kasco Mills, Inc., Toledo, 
Ohio, E. H. Kieser, the firm’s vice pres- 
ident in charge of sales, has announced. He 
will handle sales promotional work for Gro- 
Calf, new Kasco calf ration. Mr. Fogarty 
previously was associated with the Larrowe 
division of General Mills, Inc., at Detroit, 
Mich., where he had been active in sales 
work for the past 20 years. 


Dr. Heinz Co. Purchases 
New Plant Facilities 


New plant facilities to replace those at 
St. Bernard, Ohio, which were destroyed in 
a $300,000 fire last winter have been pur- 
chased by the Dr. Heinz Co., Cincinnati, 
according to an announcement by Dr. W. 
C. Heinz, owner of the firm. The company 
has acquired the Bloomingburg Grain Co. 
plant at Bloomingburg and expects to be in 
full production there in about a month. 

The newly purchased plant is located on 
the main line of the Columbus division of 
the Baltimore & Ohio railroad and when 
remodeled will be able to produce the great- 
est volume of feed in the company’s history. 
Dr. Heinz Co. also operates the Nu-Way 
Feed & Grain Co., Bowling Green, Ohio. 

Offices of the Dr. Heinz Co.'s new plant 
will be at Washington Court House with 
warehouse facilities in Cincinnati. The firm's 
mailing address remains as Dr. Heinz Co., 
St. Bernard, Cincinnati 17, Ohio. 


@ PITTSBURGH PLATE GLASS CO., 
Pittsburgh, Pa., is planning a $69,000 addi- 
tion to its linseed mill at Red Wing, Minn. 


@ FARMERS GRAIN & COAL CO., 
Green Valley, Ill., is planning to construct 
two concrete grain storage bins. 


@ DAN HEALY & SONS, Goldenrod, 


Kan., have remodeled their elevator. 
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Vitamin A & D Feeding Oils 


“ALL YOUR NEEDS IN GRAIN 


Sunset Feed & Grain Co., Inc. 


e FEED JOBBERS 
CHAMBER OF COMMERCE Distributors of: 
BUFFALO, N. Y. 


CLO-TRATE PRODUCTS 


Fortified Cod Liver Oil and Wheat Germ Oil 
Wheat Germ 


Calf Manna 


Hubinger (Keokuk) 
Corn Gluten Feed 


Kellogg’s Hominy Feed 
Hercules Dried Whey 


Stonemo Granite Grit 
WRITE US FOR FURTHER INFORMATION 


OR FEEDS” 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


SUNSET BRAND FEED 
(an exclusively milk product) 
High in flavin. milk albumen, 
and milk minerals. 


BUFFALO FEED & SUPPLY CO., INC. 


SPECIALTY HEADQUARTERS 
FOR NEW YORK STATE 


401 Chamber of Commerce 


Buffalo 2, N. Y. 


THE FACT 
STILL REMAINS 


that 
SUPERIOR 
ELEVATOR CUPS 


are 
MADE STRONGER 
will QU 
LAST LONGER 
have 


GREATER CAPACITY 


and will operate more 
efficiently at less cost 
than other elevator 


WRITE TO: 
K. I. Willis Corporation 
Moline, Illinois 


for names of distributors and capacity 
analysis form No. 20 


EAGLE ROLLER MILL CO. 


It’s 
ALITY FIRST 


Dependable the 


year round. 


For all poultry 
and livestock. 


NEW ULM, MINN. 
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pttlautie Means Zuality 


Atlantic Vitamin Oils 
Atlantic Fish Meal 
Atlantic Meat Scraps 
Atlantic Di-Gra-Sol 
Defluorinated Phosphate 


Insecticides 


Sulpha Drugs 
Animal and Poultry Remedies 
Alfalfa Meals 
Vegetable Protein Meals 


Brewers Yeast 


“FOR THE FEED YOU NEED” 


THE ATLANTIC SUPPLY CO. 


31 S. CALVERT ST. BALTIMORE 2, MD. 


hough we hate to brag— 
‘Your satistaction is 


Sredman 


DA 4114-330 E CLYBOURN 


Company 


MILWAUKEE, WISCONSIN 


ESTABLISHED 1889 


Union Speci 


ptitity 


Economical 
Gag Closers 


@ Union Special Suspended 

Head Bag Closing Machines 

are designed to bring the ad- 

vantages of machine sewed 

closures to the numerous jobs | 
where the amount of work to 
be handled or seasonal varia- 
tion does not justify the in- 
stallation of large scale 
production equipment. Engi- 
neered and built by the origi- 
nators of filled bag closing 
equipment, these economical 
units are ideal for general 
service in small mills 
or for utility and Lk 
standby duty in large . 
mills. 

For complete infor- 
mation on what Union 
Special Suspended 
Head Utility Units 
offer, write for Bulle- 
tin 201. Union Spe- 
cial Machine Co., 
448 N! Franklin St., 
Chicago 10, Illinois. 


Suspended Head Units are 
furnished in four combinations 
of sewing heads and suspen- 
sions. You have your: choice 
of either the Class 14500 
sewing head (shown above) 
or the heavy duty Class 
80600 sewing head and 
your choice of the tan- 
dem pulley suspension on 

the Top Lock Thor Bal- 
ancer (shown in the 
inset). 


ASK FOR 
NEW BULLETIN 


THE FEED BAG — August, 1°47 
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Why lose profitable summer feed business that goes to farm-to- 
farm salesmen? Why pass-up good feed customers who purchase 
only MINERALS AND CONCENTRATES to supplement pas- 
tures? Pasture feed can bring you extra dollars in two ways, first: 
extra customers who buy Mineral feeds from farm-to-farm sales- 
men; second: extra business from farmers who feed nothing 
but MINERALS and CONCENTRATES to live-stock on pas- 
ture. You can get these extra customers and bigger profits with 
MURPHY’S CONCENTRATES AND MINERALS. They bolster 
up pastures, help protect health, growth and production. They 
satisfy the feeder’s needs for supplementing summer pastures. 


Two easy steps to solve the Mineral Feeding Problem: 

1. FREE sample test bags of MURPHY’S MINERALS make it 
easy to see if livestock need or crave minerals. 

2. If livestock show they need minerals, MURPHY’S MINERALS 
can be self-fed and fully meet their 
requirements. 

This famous mineral-hunger-test 

helps to get the profitable mineral 

feed business in your locality. It isa 
sound and simple plan to fully meet 

the minerals feed requirement of 4% 

your customers. It can bring- you } 

extra business and extra profits that 
you are now losing... 


Ask us about the Murphy Franchise 


MURPHY PRODUCTS COMPANY 
Burlington, Wisconsin 
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